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ANACONDA EXTRUDED SHAPES 


preformed to cut 
fabricating costs 





...preferred for 





superior quality! 


Would you like to reduce machining, scrap, 
and finishing by cutting parts from long lengths 
of extruded shapes? 


Anaconda shows you how ... by designing 
long lengths of “‘pre-machined”’ shapes exactly 
suited to the parts you need. Parts made from 
these extruded brass shapes are characterized 
by their strong, homogeneous, wrought-metal 
structure. They are superior, long-wearing 
parts that improve the quality of your finished 
product. What’s more, the smooth, extruded 
surfaces also reduce many finishing operations 
—additional savings for you. 

Discover why more and more manufacturers 
are cutting fabricating costs and maintaining 
better quality by using these preformed shapes. 
Let our technical service personne! lend 
practical—and imaginative—help in adapting 
extruded shapes to the economical production 
of intricate parts. 

Call your Anaconda representative or write: 
Anaconda American Brass Company, Water- 
bury 20, Conn. In Canada: Anaconda Ameri- 
can Brass Ltd., New Toronto, Ontario. : 





EXTRUDED SHAPES 


ANACONDA 


AMERICAN BRASS COMPANY 
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Century motor powers air compressor 
around the clock.... 


This 25-horsepower Century motor helps furnish 
compressed air vital to the manufacture of gypsum- 
derivative products. With the plant operating three 
shifts daily, a constant supply of compressed air is 
needed to sustain the manufacturing process. 

Century motors are especially suited for compres- 
sor applications because of their capacity to take 
frequent on-off cycling. Their high starting torque 
activates the tightly enclosed compressor pistons 
almost instantaneously. The Century totally- 


enclosed-fan-cooled enclosure offsets the presence 
of abrasive dust in the plant. 

The Century Electric combination of a complete 
motor line (over 10,000 types, from one-twentieth 
to 400 horsepower) and a national sales organiza- 
tion whose exclusive interest is in motors, assures 
you of getting the right motors for your needs. If you 
have a motor question, contact your nearby 
Century sales engineer or your authorized Century 
motor distributor. 


CENTURY ELECTRIC COMPANY 


St. Louis 3, Missouri Offices and Stock Points in Principal Cities 


CL 
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We could 
have saved 
that trouble- 
if we had 
bought from 
Phillie Gear 























THESE NEW 
FACILITIES MEAN 
BETTER GEARING... 
BETTER SERVICE 


How do you judge gearing perform- 
ance? Greater load carrying capacity? 
Reduction in noise? Or perhaps 
longer life? Take the measure of 
Phillie Gear equipment any way you 
wish . . . and you'll find that today, 
more than ever before, you get 
greater accuracy in a tougher prod- 
uct. Quality that won’t quit. To cite 
just one reason . . . our 180,000 square 
foot, ultra-modern plant in suburban 
Philadelphia is filled with precision 
production equipment. Lets us put 
our own exacting standards of engi- 
neering and manufacturing fully into 
practice. Gives us absolute control of 
our product and its ultimate 
performance. 
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New Hobber for Heavy Gears. Cus- 
tom built to our own exacting specifi- 
cations. Produces large gears up to 
165” diameter—makes them accu- 
rately and at reduced costs because 
of faster cutting methods possible. 


New Spiral Bevel and Straight Bevel 
Gear Generator is one of the largest 
ever made. Produces high capacity 
gearing in minimum time with great- 
est accuracy attainable in this type of 
gearing. For complete details, write 
on your company letterhead for 
catalog G-127. 


philadelphia 


GEAR CORPORATION 


King of Prussia, Pennsylvania 
(Suburban Philadelphia) 
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Aeroquip Introduces New Low-Cost Reusable 
Fitting for High Pressure Hose Lines 
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How IRON MIKE Fitting Grips Hose 


NIPPLE 
Designed to fit into 
hose without cutting 
inner tube. Avail- 
able in 10 end fit- 
ting styles. 

SEGMENTS 
Grip hose reinforce- 
ment securely, mate 
with nipple assembly 
for correct position- 
ing. 

SOCKET 
Forced over seg- 
ments during as- 
sembly to form a 
rugged compression 
fitting that won't 
blow off. 


PATENT APPLIED FOR 








Meet IRON MIKE, a rugged new hose fitting that pro- 
vides all the field service advantages and replace- 
ment economy of reusable fittings—at rock-bottom prices. 
Hose assemblies made with IRON MIKE Reusable Fittings 
compare in cost with assemblies made with non-reusable 
fittings. Design is so simple that foolproof assemblies can 
be made by factory or service personnel in minutes. 


IRON MIKE Fittings have been field tested for more than 
a year to assure traditional Aeroquip performance and 
dependability. Used with Aeroquip 1509 Multiple Wire 
Braid Hose, they are recommended for all industrial high 
pressure hydraulic applications up to 2250 psi. as well 
as pneumatic, fuel and lubrication systems. IRON MIKE 
Fittings are available in ten standard end styles for hose 
sizes from %” to 2” I.D. 


Mail coupon below for new Aeroquip Prod- 
uct Bulletin No. 651, or call your local 
distributor listed in the yellow pages. 


Aeroquip Corporation, Jackson, Michigan 


Please send me Bulletin No. 651 on new IRON MIKE Fittings and 1509 Hose. 


\eroquip aca 


Title 
Company 


Address___ 





For More Facts Write No. 156 on Information Card—Last Page 


JuLy 17, 1961 





SANDVIK 11R51 STAINLESS 





A Proven 
Solution 
To These 
Spring 
Prob/ems 


Sandvik 11R51 steels’ 
combination of high corrosion 
resistance and superior spring 
characteristics has proven itself 


in spring designs which must Withstand severe temperature changes 


and condensates 





Have high fatigue life and tensile strength 
To learn more about how this 


Provide high torque values 
special steel can solve your 


specific spring design problems, Not creep during long period of stress 
eliminate the need for redesign Give consistent, predictable results 
and retooling, and improve your 


product, use this coupon. 





SANDVIK STEEL,INC. 


1702 NEVINS RD., FAIRLAWN, N. J. 


SANDVIK STEEL INC. 


1702 Nevins Road, Fairlawn, N. J. (} Please send me your free booklet on Sandvik 11R51. 


Tel. SWarthmore 7-6200 | () Please have your representative phone tor an appointment. 
In N.Y.C. ALgonquin 5-2200 


Branch Offices: Cleveland * Detroit * Skokie Name Title_ 
Los Angeles 


SANDVIK CANADIAN 
LTD., P. 0. Drawer 1335, 
Sta. 0, Montreal 9, P. Q. : 


Works: Sandviken, | Address 


Sweden. k 


88-226 eo e aie a 





Company 
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How to Use the Learning Curve 
The learning curve principle is based on the fact that, 
as a vendor gains experience doing a specific job, he 
should become more efficient. His costs should go down; 
so should his price. The learning curve is a negotiating 
tool that really cuts costs. 


How to Pick a Carrier 


For companies without traffic departments, here are the 
details on a rate card that will slash freight charges. 


The Tough Job of Buying for Resale 
A number of ingenious purchasing shortcuts make it 


possible for a four-man staff to handle a very complex 
buying job. 


3M Sticks With Centralization 
The debate over the centralized vs. decentralized pur- 
chasing continues. But Minnesota Mining & Manufac- 
tur.ng is one of the few companies that has gone full 
circle from centralized to decentralized and back to cen- 
tralized buying. Here are the reasons 3M is back where 
it started. 


What Kind of Boss Are You? 


The higher you go in purchasing, the more important 
your supervisory skills become. A management consultant 
offers some specific tips on how to be a better supervisor. 


Forms Forum 


Sample forms used by the Celanese Corp. that may help 
you solve your paperwork problem. 


How Long Is Seller Responsible for Defects? 
What the law says about buyers’ claims for damages 
resulting from delays and defects. 


Business News Analysis 


Pulse of Business Washington Report . 
Straws in the Trade Wind wis Special Commodity Re 
Sales, Inventories, Orders Purchasing Follow Up 
The Trend of Prices 


Regular Features 


Information for Your Catalog Files Products and Ideas . reer 
Letters to the Editor .... Office Equipment and Supplies 
Purchasing People ....... ba Association News 
F.O.B. WO, ee ors < Gon tre a0 
Calendar of Coming Events , Employment Service 
Purchasing Pointers .... Index to Advertisers 
Editorial: Stop Holding the Vendor’s 
Hand ; : 


CONOVER-MAST PUBLICATIONS, INC. EDITORIAL AND EXECUTIVE OFFICES, 205 EAST 42nd STREET, NEW YORK 
17, NEW YORK. © 1961 by C-M Business Publications, Inc., PURCHASING is published every other Monday by 
C-M Business Publications, Inc., subsidiary of Conover- Mast Publications, Inc., at 440 Post Road, Orange, Conn 
Editorial and executive offices, 205 East 42nd Street, New York 17, New York, Volume 51, No. 2. Subscripticn 
rates: United States, U.S. possessions and Canada: $4.00 per year; single copies 75 cents; elsewhere, $15.00 per 
year; single copies, $1.00. Second-class postage paid at Orange, Conn. and at additional mailing offices. 








Tranquilizers for pipes 
that shake like this 


H™5 a sure cure for pipes that 
get rattled when the pressure’s 
on. Install a B.F.Goodrich connector 
between the pipe and the pump. A 
connector is a short length of rubber 
hose used to join sections of pipeline. 
The soft, thick rubber absorbs vibra- 
tions. Cuts out banging and noise. 
Increases pump life, avoids costly 
broken connections. 


In a midwest zinc swaps pipe on a hot 
acid line had to be replaced 2 or 3 
times a year. Vibration oa the pump 
shook the pipe until it banged, rattled, 
cracked. Then a short length of the 
lead pipe was replaced with a BFG 
Flexseal connector. Its cost $105. And 
it saved the customer $1000 in the 
first year alone by eliminating the 
cause of broken connections, frequent 
repairs, costly pipe replacements. 

In addition to Flexseal, B.F.Goodrich 
has recently announced a new heavy- 
duty connector, called Flexlock, which 
is built to take working pressures up 
to 150 lbs. Both Flexseal and Flexlock 
are made with abrasion and acid- 
resisting rubber. Both provide full flow 
connections. Both can be ordered 


with or without wire reinforcement. 

B.F.Goodrich distributors can give 
you complete details on B.F.Goodrich 
Flexseal and Flexlock connectors. And 
as factory-trained specialists in rubber 
products, they can answer your ques- 
tions about any of the products 
B.F.Goodrich makes for industry. 
B.F.Goodrich Industrial Products Co., 
Dept. M-135, Akron 18, Ohio. 


B.EGoodrich 
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Trouble in Doping 
Out Business Outlook 


Expect More Action 
After Summer Slump 


Purchasing Magazine’s Business 
Confidence Index dropped five 
points in July to 100 (1958100). 
This is the third consecutive month- 
ly decline in the BCI which meas- 
ures P.A.’s_ short-term business 
expectations. 
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Pulse of Business 


SEASONAL fluctuations are making it even more difficult than 
usual to diagnose the state of the economy. Business always slows 
down in the summer months. Seasonally adjusted indexes automat- 
ically allow for this, but they overstate actual production during 
summer months and understate it during the fall (when actual 
output is higher than indicated by the index). 

Seasonal variations help explain the current price situation in 
some commodities. For example, despite a pick-up in the seasonally- 
adjusted production index, some steel prices are softening. The 
reason: actual steel demand is not quite as strong as would be in- 
dicated by the index. This also helps explain why even the more 
volatile commodities have not responded particularly strongly to 
the general business pickup. When the usual summer slump ends, 
you may see more action in these commodities. 








The pricing situation in steel remains fluid. So far, price reduc- 
tions have been confined to certain pipe products, some specialties, 
concrete reinforcing bars, and wire rope. 

Items where prices have been cut constitute a little more than 
8% of total steel tonnage. There have been no official reductions on 


major steel items such as structurals, sheets, and other large ton- 
nage products. 








Steel activity—which had risen from 38% of capacity at the 
end of 1960 to over 70% in the middle of May—has declined 
slightly, due mainly to seasonal factors. Demand should pick up in 
the early fall and remain strong for the balance of the year pro- 
vided the country is not hit by a strike in the auto industry. The 
rise in public and private construction will tend to keep the demand 
for structural steel at a high level. 

Sustained demand for the complete range of steel products could 
lead to a general price rise soon after the next wage increase in 
October. However, price increases will probably be selective, just 
like the price reductions in late spring. 








The wait-and-see attitude on the part of most businessmen will 


Business Confidence Index 
How P.A.’s feel about the short-term economic outlook 
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Atlas Missile Base contractor 
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relies on Gates Hose 


In building a group of 12 emplacements 
for the Atlas ICBM near Salina, Kansas, 
Gates Hose was chosen by the prime 
contractor for use throughout the con- 
struction. Thousands of feet of Gates 
Hose for air, suction and discharge,water 
and steam are giving outstanding service 
in constant use under severe working 
conditions. 

This project is under the supervision 
of the U.S. Army Corps of Engineers. 
The contractors are Utah-Manhattan- 
Sundt, a joint venture headquartered in 
San Francisco. 


Gates makes a hose for every indus- 
trial application —every type of hose in 


a full range of sizes. All are dependable, 
top-quality products of Gates continu- 
ing program of Specialized Research. 


You get fast delivery from local stocks. 
The hundreds of Gates Distributors, 
located in all parts of the country and 
throughout the world, have large stocks 
of hose on hand, backed by Gates Stock- 
ing Service Centers in every major in- 
dustrial area. 








This means that you always get quick 
delivery of Gates Hose from a local 
source. 

Call your nearby Gates Distributor 
when you need hose of any kind, for any 
purpose. 


The Gates Rubber Company, Denver, Colorado 


Gates IF 
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OTHER TOP-QUALITY 
GATES INDUSTRIAL 
HOSES INCLUDE: 
= Pump Suction and 
Discharge Hose 
= General Purpose 
Water Hose 
® Food Handling and 
Material Handling Hose 
a Gasoline and Oil Hose 


= Jetting and High 
Pressure Water Hose 


= Engine Coolant Hose 
= Welding Hose 
@ Hydraulic Hose 


A Gates Hose for any 
industrial need is quickly 
available from your 


nearby Gates Distributor 
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PRODUCTION 


tend to slow any accumulations of inventory 
for the balance of this year. While moderate 
inventory increases are indicated, they will not 
match the overall gains that were recorded in 
the last quarter of 1959 and the first quarter 
of 1960. 

Net additions in the first quarter of 1960 
amounted to $11.4 billion (annual rate), com- 
pared with a net liquidation of $4.5 billion in 
the first quarter of this year. In the second 
quarter of 1961, inventory additions were gen- 
erally moderate. During the fourth quarter, 


000 Net 
Tons 
11600 
10900 
10200 
9500 
8800 
8100 
7400 
6700 
6000 


American Iron & Steel institute 


however, accumulation will probably be about 
$3 billion—mainly because current production 
capacity is ample in almost all categories of 
finished products and raw materials. 





Retail sales in the last half of 1961 should be 

% to 4% higher than in the corresponding 
period of 1960. This estimate is based on the 
increase in consumer income and the fact that 
retail gains now are matching income gains. 
Most retailers are planning for a record volume 
of fall and Christmas business—buying in the 
wholesale markets reflects it. 

One danger in the current situation is over- 
optimism regarding the extent of the business 
recovery. Treasury Secretary Dillon has pre- 
dicted that the Gross National Product in the 
fourth quarter of this year will reach an annual 
rate of $530 billion. By the end of 1962, he 
says, GNP will hit $570 billion, compared with 
a rate of $499 billion at the end of 1960. 








Such a prediction is based on a large-scale 
boom in 1962, coupled with a rise in wholesale 
and retail prices. It would mean that govern- 
ment purchases of goods and services would 
have to rise by over $10 billion from 1961 to 
1962, and that personal consumption expendi- 
tures must expand by an even greater extent. 

(Turn Page) 
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POWELL PERFORMANCE PAYS OFF 


Any way you look at it, Powell performance really pays 
off. Take “availability” for instance. 


You'll find that Powell makes just about any type of 
valve you may need—for oil, water, gas, steam, air 
and corrosive fluid applications. The same holds true 
for virtually any temperature and pressure. What's 
more, you'll find Powell valves are available in in- 
dustry’s widest selection of bronze, iron, steel and 
special alloys—from aluminum to zirconium. (The fact 


seta > 
ee 


cy a 


be 


is, Powell pioneered application of special alloys in 
valve design.) 


In short, you'll find Powell performance also includes 
outstanding availability—of exactly the type valve you 
need. And, since Powell maintains large stocks both 
at the factory and key points across the country—you 
get exactly what you need, when you need it. For further 
information, contact your nearby Powell Valve distrib- 
utor or write The Wm. Powell Co., Cincinnati 22, Ohio. 


> 


‘ 


- 
. 


115th year of manufacturing industrial valves for the free world 


POWELL DEPENDABLE VALVES 


THE WM. POWELL COMPANY 


CINCINNATI 22, OHIO 
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Pulse of Business 


In addition, the cost of living would have to 
go up by at least 2%. 

To achieve the $570 billion figure by the end 
of next year, there can be no lag in the rate of 
business recovery. However, since the end of 
World War II, each period of recovery follow- 
ing a recession has been shorter than the one 
before. 

After the 1949 recession, recovery lasted al- 
most four years. Following the drop in business 
in 1953, recovery continued for three years, 
while the recovery period following the 1957 
recession lasted only two years. If this pattern 
holds, the present recovery period might not 
extend to the end of 1962. 


Dept. of Commerce 
(adjusted for seasonal variation) 











Business conditions continue to improve, 
according to the June report of the business 
survey committee of the National Association 
of Purchasing Agents. 
The committee—headed by E. F. “Andy” An- 
drews, vice president in charge of purchases of 
Allegheny Ludlum Steel Corp. — notes that Assn. of American Railroads 
“The word ‘spotty’ is prevalent in many of the 
reports this month, indicating that a few seg- 
ments of industry have not as yet hit the 
smooth pavement on the road to recovery.” Mil$ 
The report adds that “Very close inventory 1900 
control is still the order of the day.” Reason: 1800 
“buyers are counting on continued good deliv- 1700 
eries and avoiding drastic changes in their buy- 1600 
ing habits.” 1500 
Price increases during the month were noted 1400 
for brass and copper products, steel scrap, tin, 1300 
and molybdenum. Oil country pipe, rebars, 
kraft paper, fuel oil, burlap, rosin, and wire 1200 
rope were reported on the down side. The com- 1100 Dept. of Commerce 
mittee says that there are no items currently 1000 bon 
in short supply. ' 
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How Ryerson gives you 
EXTRA VALUE IN SHEET STEEL 
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Carbon control— Did you know that 
Ryerson can furnish a conformance 
report, if requested when your order is 
placed, certifying that hot or cold 
rolled low carbon sheets in stock sizes 
are SAE 1008 with maximum carbon 
content of .10? This means you can 
minimize or eliminate problems of vari- 
ation in formability and weldability. 


Closest cutting tolerances—Our 
standard ‘“‘aim’”’ tolerances are the 
closest in the industry. For example, 
on shearing of sheets: width or length 
tolerance—under 48”, + 1/32”; 48” and 
over, + 1/16”. These limits can be guar- 
anteed upon specific request, given in 
advance of processing your order. 


Fast, dependable service—Hun- 
dreds of customers often cite these two 
major reasons for ordering from 
Ryerson: absolute confidence in ‘“‘de- 
pendability of service as promised,” 
and speed of service to meet their most 
critical requirements. 

Whatever your sheet and strip 
requirements, a Ryerson specialist is 
ready to consult with you. A phone 
call is all it takes. 


RYERSON ...2 


SOSEPH T. RYERSON 6 SON, INC., MEMBER OF THE g, STEEL FAMILY 


STEEL - ALUMINUM - PLASTICS - METALWORKING MACHINERY 
SERVICE CENTER PLANTS: BOSTON + BUFFALO + CHARLOTTE * CHICAGO + CINCINNATI » CLEVELAND « DALLAS * DETROIT » HOUSTON « INDIANAPOLIS 
LOS ANGELES + MILWAUKEE + NEW YORK «+ PHILADELPHIA + PITTSBURGH « ST. LOUIS * SAN FRANCISCO + SEATTLE + SPOKANE + WALLINGFORD 
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Straws in the 


Trade Wind 


> INDUSTRIAL PRODUCTION SLACKEN- 
ING?—The rise in industrial production last 
month was probably not as large as in April 
and May, says the First National City Bank of 
New York. While there was an increase in June, 
the gain was less than in the previous months. 
Steel output and auto production—which ac- 
counted for about a third of the April and May 
advances—are unlikely to surpass their recent 
high levels until autumn, the bank adds. 


> CHANGING SALES PATTERNS—Signifi- 
cant changes in company sales and marketing 
organizations have been made in recent years 
by three out of four companies surveyed by the 


National Industrial Conference Board. More 
emphasis is now being put on the broader con- 
cept of marketing, rather than on sales admin- 
istration. Reasons for the changes: technical 
complexity of products, expansion and diversi- 
fication of product lines, increased competition. 


>» BUYING FROM HOLLAND—If you're in- 
teregted in purchasing goods from Holland, you 
may find the recently published directory of 225 
major Dutch manufacturers helpful. It includes 
suppliers of machines, components, and tools. 
The publication is available free from the Neth- 
erlands Trade Commission, 10 Rockefeller 
Plaza, New York 20, N. Y. 





For the P.A.’s Hot File... 


The steel vs. aluminum can war is get- 
ting hotter—especially the battle for the 
citrus juice market. A few weeks ago, the 
price of tin-plate was reduced, followed 
shortly by cuts in coiled aluminum 
sheets. Reason for the heavy in-fighting: 
demand for six-ounce citrus cans is on 
the rise; it’s expected that 1.7 billion cans 
will be used during the 1961-62 packing 
season. 
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> BUSINESS GETTING BETTER—Overall 
business conditions are improving, according to 
reports from business survey committees of 
four local purchasing agents associations. The 
Chicago Association says: Increased order 
backlog is reflected in the improved employ- 
ment and production levels.” Says the Cleveland 
Association: “A continuation of good produc- 
tion should be maintained in spite of the sum- 
mer vacation period.” The Pittsburgh group 
notes an increase in employment and the Los 
Angeles association seconds this report. 


>NAVY DEFENDS SINGLE-SOURCE BUY- 
ING—The Navy is defending its single-source 
buying policy for major equipment by noting 
that “we are buying more than hardware, we 
are buying service.” Assistant Secretary of the 
Navy Kenneth E. BeLieu told the House Armed 
Services Investigations Subcommittee that the 
Navy holds the prime contractor responsible for 
meeting rigid standards, inspections, and tests. 
The General Accounting Office has accused the 
Navy of paying too high a price for parts. 


> STEEL CONCESSIONS TO P.A.’S—Pur- 
chasing agents are asking for—and getting— 
more concessions from steel suppliers. Among 
the new concessions are freight absorption and 
offers of corrosion-resistant steels at no extra 
charge. Outright price cuts so far have been 
restricted to low-tonnage items, but some buy- 
ers are pressing for reductions on the high vol- 
ume steels. 


>» CHECK ACCURACY OF YOUR SCALES— 
Periodic checking of the scales used for ship- 
ping and receiving can save your company 
money. A recent survey by various State De- 
partments of Weights and Measures shows that 
as many as 25% of vehicle scales are inaccurate 
due to abuse and poor maintenance. Some tips 
for keeping scales on the beam: don’t overload, 
don’t allow water and debris to get into the 
scale, don’t let people tamper with the equip- 
ment, clean the scale platform daily. 


> CONSTRUCTION HEADING FOR PEAK— 
This year’s construction activity will hit a rec- 
ord high of $58 billion, 4% above 1960, says 
Commerce Secretary Luther H. Hodges. The in- 
crease will be most noticeable in industrial, 
commercial, and residential building. 





KNOW YOUR 
SYMBOLS 


This symbol stands 
for fusible switch 


(hy! 
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<< e Bull Dog’s 
heavy-duty 
safety 
switch! 





PUSH ON 


MASTER 
Vac Brant 
SAFETY SWITCH 


THE SAFETY SWITCH THAT CHALLENGES COMPARISON! 


e Minimum arcing—double-break 
switching 


* Arc control—Vacu-Break® principle 


& ~ ex 
Pressure contacts—Clampmatic® 
spring action 


* Positive switching—direct handle 
operation 


* High short-circuit performance— 
innumerable applications 


. Plus—all current-carrying parts are 
silvered. Available through 1200 amperes in 
NEMA 1 and NEMA 3R enclosures . 
competitively priced. Challenge our field 
representative to prove these switches are 
the finest . . . or write for details. 


BullDog Electric Products Division, I-T-E Circuit Breaker Company, Box 177, Detroit 32, Michigan. In Canada: 80 Clayson Rd., Toronto, Ont. Export Division: 13 East 40th St., New York 16, N.Y 


I-T-E CIRCUIT BREAKER COMPANY 


BULLDOG ELECTRIC PRODUCTS DIVISION 
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@ Shipments, Orders Up 2%; 
No Change in Inventories 


M ANUFACTURERS’ shipments and new or- 
ders both rose 2% in May, reports the Depart- 
ment of Commerce. Inventories showed little 
net change for the second consecutive month, 
indicating that the long stock-cutting trend has 
been halted. 


Seasonally-adjusted sales advanced $600 mil- 
lion to $30.7 billion—the highest in 11 months. 
The increase centered in the steel, motor ve- 
hicle, chemical, and rubber industries. 

New business rose $700 million to $31.1 bil- 
lion. Orders have advanced every month since 
the recession low of $28.5 billion last January. 

Inventories, which totaled $53.4 billion, re- 
mained at virtually the same level as the pre- 
vious month. While stocks of durable goods 
producers showed a fractional rise, they were 
offset by slightly lower nondurables’ 


inven- 
tories. 


Manufacturers’ Sales 
Seasonally Adjusted — of ene 
All Manufacturing Industries 
Durable-goods industries. . 
Ee ee 
CIEE, . nue ua dun 604d ésnb ede 
Machinery 
Transportation equipment 
Lumber and furniture................. 
Stone, clay, and glass 


Non-durable goods industries........... 
Food and beverage 


Textile 

ee 
Chemical. .... ‘ eb 
Petroleum and coal 


Manufacturers’ Inventories 
Seasonally Adjusted oe sey of omen 
All manufacturing industries........ 
Durable-goods industries 
Primary metal....... 
Fabricated metal 


Transportation outed. 

Lumber and furniture 

Se Ns CE Ds co ckcdka owe rcccwicncs 
Non-durable goods industries. . 


Food and beverage bowen 
RR ee eee , 


Manufacturers’ New Orders 
Seasonally Adjusted (Millions of Dollars) 
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Feb. Mar. 


Apr. (r) 


May (p) 





29,030 29,550 
13,320 13,690 
1,810 1,790 
1,560 1,600 
4650 4,110 
2,830 3,020 
730 770 
700 730 


15,710 15,860 
4,870 4,800 
410 420 
1,110 1,160 
1,080 
2,300 
3,180 


2,380 


30,470 
14,680 
15,790 


29,110 
13,360 
15,760 


29,850 
13,820 
16,030 


30,120 
14,140 
1,950 
1,620 
4,850 
3,150 
800 
690 


15,980 
4,800 
400 


30,710 
14,580 
2,140 
1,690 
4,830 
3,310 
840 
710 


16,130 
4,180 
420 
1,220 
1,160 
2,470 
3,310 





(r) Revised. (p) Preliminary. 





NOW AVAILABLE FROM 
A NEW RESIN SYSTEM 


Made from an entirely new Richard- 

son resin—the new “cold’, punch 

NEMA XXXPC material has the fol- 

lowing exceptional features: 

e Good punching over a wide range 
of low temperatures 


e Punching characteristics relative 
ly unchanged after storage 


e Good reproducibility 
é Excellent solvent resistance 
e Excellent electrical characteristics 


RICHARDSON HAS TWO COMPLETE ‘. 

FABRICATING PLANTS—NEW BRUNS NSUROK T 755 

WICK, N.J., AND MELROSE PARK, ILL [ ‘ aes developed 
Call your nearby sales office or write 


for technical data and samples (of for Fabricated Parts like these 


copper-clad or unclad) to The Rich- 
ardson Company, Dept. 14, 2791 
Lake Street, Melrose Park, Hil 


RESOURCEFULNESS 


RESEARCH 


RESPONSIBILITY 


@ 


+55 
BD 
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Pulse of Business 


The Trend of Prices 


@ Labor Peace Is Assured 
In U.S. Copper Industry METALS AND METAL PRODUCTS 


® Tin Sales Slower, But 
Some Buyers Speculating 


ALL GOMMODITIES 


Merat MARKETS have been quieter than 
usual in recent weeks. Lack of buying is partly 
due to the usual summer slump. More-than- 
adequate supplies eliminate incentive to buy 
for stock. 

Nevertheless, recent developments may 
cause some change in the supply-demand bal- 
ance for five key non-ferrous metals: copper, 
tin, lead, zinc and nickel. 


FARM PRODUCTS 


Bureau of Labor Statistics 1947-49100 





Copper: Some buyers report that copper is 
still available from metal trade dealers at a 
slight concession from the producer-custom 
smelter price. However, such sales account for 
a very small part of total copper sales. 

Demand for delivery this month and in Au- 
gust has not been as good as in June. Scrap 
copper prices have been generally steady and 
firm. 

Both Kennecott Copper Corp. and the Car- 
teret refinery of American Metal Climax, Inc. 
reached separate one-year wage agreements 
with the Mine, Mill and Smelter Workers Union 
earlier this month. This contract virtually as- 
sures labor peace in the United States copper 
industry until at least mid-1962. 





























Secondary Aluminum 








Tin: The tempo of activity in the tin market 
has slowed somewhat from the recent frantic 
pace. Sales in the three major tin centers of 
New York, London, and Singapore have tapered 
off slightly. 

Nevertheless, there still seems to be specula- 
tive tin buying. With tin free from any form 
of control after a period of five years, some 
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‘~ie Sj LYON METAL PRODUCTS, INC. 
OVER 1500 ITEMS i 7 733 Monroe Ave., Aurora, Ill. 


for Business, Industry Ba = , ak Please send me a copy of Catalog No. 100 
and Institutions NAME 

FIR 

ADDRESS 


CRP VY cree BS TATE, 


Mail Coupon 
for your 


FREE 


copy eee 


PARTS AND 


PRODUCTS 
MADE TO YOUR 
SPECIFICATIONS 


helps you get the most 
for your 
steel equipment dollars 


* New 100-page catalog illustrates and 
describes LYON’s diversified line of 
steel equipment... over 1500 items for 
Business, Industry and Institutions. 
There’s a Lyon dealer as near as your 
telephone. 


LYON METAL PRODUCTS, INC. 


General Offices: 733 Monroe Ave., Aurora, Illinois 
Factories in Aurora, Ill.— York, Pa.—Los Angeles 
Dealers and Branches in All Principal Cities 








THIS CATALOG ILLUSTRATES 
THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 
IT’S FREE! 
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consumers were anticipating a market ruled 
entirely by supply and demand. 

Part of the reason for the slowdown in tin 
buying is the indication that the government 
would sell its 3933 tons from stocks originally 
bought with RFC funds and stored in the Texas 
City smelter. In addition, Malayan tin produc- 
tion has been increasing recently. It was up 
7%, to 4745 tons, in May. 


Lead: The lead market has slowed down. 
Sales have been light and have consisted pri- 
marily of carload quantities for prompt ship- 
ment. 

The current situation is a switch from the 
heavy sales of lead that took place during May. 
In that month, shipments of refined lead by 
refineries in this country set a 13-month high. 


Zinc: Most of the big tonnage orders for 
zinc this month have been for prime western 
grade, although moderate quantities of special 
high grade are being sold. Purchases are being 
made at both the flat and average prices. 

The Kennedy Administration has proposed a 
plan to sell surplus farm commodities to for- 
eign nations for dollars that would be used to 
purchase domestic zinc—as well as lead—for 
a supplemental government stockpile. However, 
domestic suppliers are only lukewarm to the 
proposal since they believe they would still 
- have to compete with large imported supplies. 


Nickel: The price of nickel was boosted re- 
cently for the first time in about 414 years. 
International Nickel Co. of Canada, the world’s 
largest producer, advanced its quotations 714 
cents-a-pound to 8114 cents-a-pounds, including 
a 114 cents-a-pound U.S. tariff. Nickel-bearing 
grades of stainless steel—which account for 
two-thirds of all stainless steels—were moved 
up correspondingly by some vendors. 


Juty 17, 1961 


Pulse of Business 


More on Price Trends 





Hose? Goodyear 





THE KIND | NEED? WHEN | NEED IT? 
(No matter how tough or unusual your 
application or what type hose it calls for— 
Goodyear has the answer!) 


(When you need hose in a hurry—locally 
available right from distributor stocks— 
Goodyear has the answer!) 


FOR THE RIGHT HOSE... AT THE RIGHT PLACE... 
CALL YOUR GOODYEAR DISTRIBUTOR... first in 


Lots of good things 
come from 
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Has All the Right Answers! 





se ai : F a : | , 


TOUGH AS | NEED IT? SPECIAL HELP WHEN | NEED IT? 
(For the extra ruggedness, extra depend- (Call for the advice of an expert like the 
ability and extra safety of real quality G.T.M. — Goodyear Technical Man — and 
hose—Goodyear has the answer!) Goodyear has the answer!) 


AT THE RIGHT TIME... AT THE RIGHT PRICE... 


Or write Goodyear, 


service with all industrial rubber products "3.20" 


Division, 
Akron 16, Ohio 


a INDUSTRIAL 
I 4 FAR PRODUCTS 








For detailed information about 
who we are and what we make, 
write for ‘‘Pocket Guide to 
Springs and Other Things.’ 


Associated Spring Corporation General Offices: Bristol, Connecticut 


Wallace Barnes Division, Bristol, Conn. and Syracuse, N.Y. Raymond Manufacturing Division, Corry, Penna. B-G-R Division, Plymouth and Ann Arbor, Mich. 
F. N. Manross and Sons Division, Bristol, Conn. Cleveland Sales Office, Cleveland, Ohio Gibson Division, Mattoon, Ill. 

Dunbar Brothers Division, Bristol, Conn. Chicago Sales Office, Chicago 46, Ill. Milwaukee Division, Milwaukee, Wis. 

Wallace Barnes Steel Division, Bristol, Conn. Ohio Division, Dayton, Ohio Seaboard Pacific Division, Gardena, Calif. 
Merchandise Division, Corry, Penna. Wallace Barnes Co., Ltd., Hamilton, Ont. and Montreal, Que. 
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Washington Report 





Inventory Buying Key 
To Economic Outlook 


A MIDYEAR pulse-taking of 
the economy shows that the 
recovery is continuing and slow- 
ly gathering momenatum. Per- 
sonal consumption and govern- 
ment purchasing are increasing 
with prices stable. 

The first quarter of the year 
marked the bottom of the 
recession—GNP dropped below 
$500 billion. The Commerce De- 
partment economists’ latest 
analysis of the business re- 
covery shows that it’s in the 
initial stage, with the slack 
being taken up gradually. 

This time last year, the in- 
dexes of production were mov- 
ing down—currently they are 
moving up. Last summer, in- 
ventory was being liquidated. 
Now there is a rough balance, 
with accumulation taking place 
in some areas. 

The pace for the rest of the 
year will be set by greater buy- 
ing for inventory. There will 
also be a pickup in retail sales. 

These factors are expected to 
carry the economy to the $530- 
$540 billion GNP level by the 
end of 1961. Plant and equip- 
ment spending, however, will 
not be a factor in this year’s 
expansion of the economy. 

There has been considerable 
push in plant and equipment 
spending in the nondurable 
goods industries, but very little 
in durable goods. The food and 
beverage industry, for example, 
is expected to reach the peak 
investment level of 1957 by 
year-end. 

Durable goods industries have 
been retrenching. The Depart- 
ment of Commerce reports that 
durable goods producers have 
scaled down their 1961 capital 
programs to $614 billion, with 
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most major industries report- 
ing cutbacks from 1960. Brunt 
of the cutbacks was scheduled 
for the first half of the year. 

The expected pickup of the 
next six months is being ex- 
plained here as the “normal 
turnaround effect” following a 
recession. 


Stimulating Greater Growth 


The Kennedy program for 
next year calls for greater 
economic growth—brought on 
through a stimulus to invest- 
ment, the continued policy of 
lower interest rates, and en- 
couragement of public works 
and home construction. 

Strong emphasis will be 
placed on plant and _ equip- 
ment investment. However, the 


Kennedy proposal for a tax 
credit of 15% of all new plant 
and equipment investment ex- 
penditures in excess of current 
depreciation allowances ran in- 
to heavy opposition in Congress. 

This proposal was to have 
amounted to a $1.7 billion drop 
in tax revenues. When Treasury 
officials found major opposition 
on Capitol Hill, they converted 
their approach to an 8% across- 
the-board tax credit for plant 
and equipment spending. 

Treasury officials estimate 
that the drop in tax collections 
would be the same. They say 
that the across-the-board credit 
would stimulate capital invest- 
ment—even though the incen- 
tive for high level expenditures 
would not be as great as the 
sliding scale going up to 15%. 

Commerce Department inven- 
tory statistics show no push 
developing among buyers to 
boost inventory. 

Liquidation of inventory dur- 
ing the first quarter of this 
year was at the rate of $414 
billion. Preliminary figures for 





’61 Plant and Equipment Spending to Fall 














Businessmen plan to spend $34.5 billion for new plant and equipment in 1961, 
off 3% from last year. Estimated spending for the third quarter of this year is 
$34.6 billion (seasonally-adjusted annual rate), says the Commerce Depart- 


ment and the SEC. 
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Collets, 
Feed Fingers 


— Pats 


For all Automatic Screw 
Machines, Chucking Machines, 
and Turret Lathes. 


Available for: Brown & Sharpe, 


tional Acme, New Britain, War- 
ner and Swasey, Jones & 
Lamson, Gisholt, Bardons and 
Oliver, Foster, Morey, Sim- 
mons and others. 


One Source of Supply for all 
your collet feed finger and pad 
requirements, means pur- 
chasing economy. 


Send for Catalog 36 


HARDINGE BROTHERS, INC. 
ELMIRA, N. Y. 


Immediate Delivery from Conveniently Located 

Stocks in; 

Atlanta, Boston, Chicago, Dayton, Detroit, Elmira, 

Hartford, New York, Philadelphia, Seattie, Portland, 

Les Angeles, Mi polis, Oakland, Springfield, N. J. 

St. Lovis, and Toronto. 
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Washington Report continued 





the second quarter show a fairly 
close balance—no - significant 
liquidation and no trend toward 
accumulation. 


Discount Recent Price Cuts 


This, in itself, represents an 
important factor in the business 
turnaround, but does not gener- 
ate business expansion. A major 
reason for the high level of 
inventory liquidation during the 
first quarter was a cut of $3 
billion worth of auto stocks. 
During the second quarter, 
there was a slight build-up in 
auto inventories. 

The explanation of the pres- 
ent attitude toward inventory 
buying offered by Department 
of Commerce officials is this: 
there is no problem of supply 
and no indication of price 
advances—and therefore there 
is no incentive to get into the 
market to accumulate materials 
and equipment. 

Bureau of Labor Statistics 
price analysts do not see the 
spate of price reduction in some 
basic materials as a trend that 
will become widespread. Rather 
they consider it minor adjust- 
ments to competitive situations. 


See Automation Based 
on Communication 
and Control 


Automation as a technology 
based on communication and 
control is one of the major find- 
ings of a Congressional com- 
mittee. 

As the committee reports it, 
mechanization came first. This 
created the factory system and 
separated labor and manage- 
ment in production. In the 
early 20th century, mass pro- 
duction made the assembly line 
and other machinery so expen- 
sive that the ownership of in- 
dustry had to be divorced from 
management and “atomized” 
into millions of separate share- 
holdings. 

Finally, since World War II, 
automation has added the ele- 
ments of automatic control and 
decision making—turning the 


factory from a collection of ma- 
chines into a single integrated 
unit requiring production on an 
enormous scale. 

The significant fact that de- 
veloped during the committee 
hearings is the agreement of 
government, industry, and labor 
on the need for encouraging 
automation in factory and office 
procedures. Spokesmen for the 
three groups differed only on 
the degree of responsibility of 
society for the _ effects of 
automation. 

Secretary of Labor Arthur 
Goldberg pointed out that be- 
tween 1961 and 1962, output 
will have to be increased enough 
to take care of 1.8 million per- 
sons affected by productivity 
changes. 


Helps Raise National Income 

Malcolm L. Denise, vice presi- 
dent of Ford Motor Company, 
gave a concise industry view- 
point on the importance of auto- 
mation as it affects production, 
prices, and ultimately the na- 
tion’s standard of living. Denise 
raised some questions and of- 
fered a few answers: 

“How does an enterprise be- 
come efficient and profitable? 
How does it stay efficient and 
profitable in an_ increasingly 
competitive world? First of all, 
it must produce a commodity 
that customers are willing to 
buy in considerable volume at a 
price that is in line with the 
prices of competitive products 
and that yields a profit sufficient 
to attract investor capital. 

“No company today can meet 
these goals without relying 
heavily on automation, defined 
again, in the broadest sense. To 
the extent that our economy 
automates, we will continue to 
have a sound basis for rising 
national income and a rising 
standard of living. To the extent 
that we fail to automate, noth- 
ing else we do can protect us 
from shrinking markets, eco- 
nomic stagnation, and continu- 
ing difficulty in finding work for 
every person who is willing and 
able to work.”—A. N. Wecksler 
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Grade “A”? down the shipping line 


Few applications demand so much from a metal as those in 


the dairy industry. Equipment which comes in contact with 
milk must be completely corrosion-resistant, easy to keep 
hygienically clean, and practically indestructible. For years 
many metals were tested and today, from milk pail to bottle- 
filler, virtually every piece of equipment used in the handling 
and processing of milk is made of stainless steel. 


Product reliability like this depends on uniformity of both 


\ products down the shipping line. 
Get consistent quality stainless steel 
from your J&L distributor, as you 
need it, when you need it. He can 
also provide technical assistance. 


‘Statens 
‘Stee: 


+ Jones & Laughlin Steel Corporation 


STAINLESS and STRIP DIVISION + DETROIT 34 


materials and production —the reason J&L stainless is bought 
regularly by dairy equipment manufacturers. J&L delivers 
quality consistently, order after order, to help you send Grade 


STAINLESS 


SHEET-STRIP-BAR-WIRE 











Bet she wouldn’t have lost her arms if they had used Bostitch stapling when she was shipped. 


Call your Bostitch Economy Man. He's 


For More Facts 


Fasten it better and faster with 


listed in the Yellow Pages. bal 0) Ss | | } C H 


STAPLERS AND STAPLES 


727 BRIGGS DRIVE, EAST GREENWICH, RHODE ISLAND 
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‘Tae CHEMICAL industry is 
enjoying the benefits of the gen- 
eral business recovery. Chemical 
sales are up. Prices of some chem- 
icals are also firming. Profits of 
most producers should rise. 

The general improvement in the 
business climate won’t affect all 
producers and products equally 
by any means. Individual chem- 
ical product prices will continue 
to fluctuate. Each will be influ- 
enced by its production and con- 
sumption patterns and technologi- 
cal factors. 

The chemical industry—which 
has been called its “own best cus- 
tomer”— often acts as its “own 
worst enemy.” When a new prod- 
uct is introduced, its price is set 
to provide a good rate of return 
to pay off development costs and 
still encourage its acceptance. As 
technological improvements are 
made, the price usually drops. 

But even with the benefit of 
patent protection and first entry 
with a product, no producer is 
assured of a completely exclusive 
market. Other routes of produc- 
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ical Sales to Rise 





tion and improved alternate prod- 
ucts can play hob with what looks 
to be an exclusive domain. 

Chemical companies have in- 
vested heavily in research. There- 
fore when a competitor makes a 
breakthrough into an attractive 
market, others frequently accel- 
erate programs to come up with 
their own version of a “hot” prod- 
uct. At worst, they can arrange 
for licensing of competitive proc- 
esses, relying on their own know- 
how to offset the disadvantage of 
royalty payments. 


Higher Volume, Lower Prices 


As might be expected, the sharp 
upsurge in productive capacity, 
which usually occurs when sev- 
eral plants come onstream in a 
relatively short time, plays havoc 
with established price patterns. 
The leader in the field will gen- 
erally start by trimming his price 
as a restraint on the newcomers’ 
entering the field, as well as to 
hold his own marketing outlets. 
This may work only for a limited 


‘cond Half 


+ SOME PRICES FIRMING 
» PROFITS GOING UP 
» RESEARCH GROWING 


time, since the new companies are 
determined to break into the mar- 
ket even if it means a somewhat 
less than desirable entering price. 

Of course, this is not all to the 
bad from the chemical companies’ 
standpoint, for lower prices usu- 
ally open new applications. Some 
spectacular gains in consumption 
have been recorded as formerly 
high-priced chemicals 
economically competitive. 

Naturally, some of the recent 
pricing moves in the chemical 
industry have been increases. This 
generally happens when a sup- 
plier or a group of suppliers are 
faced with an unattractive profit 
position. 

For example, W. R. Grace has 
boosted the price of urea fertil- 
izer $2 to $3 a ton. Prices of this 
commodity now range from $92 
per ton to $110 per ton, depend- 
ing on the grade. 

In another recent action, Allied 
Chemical announced that it would 
no longer give dis- 
counts. This amounts to the same 
thing as a price hike, since many 


became 


off-season 
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Every bearing order “weighs” the same at Bound Brook 


We give the same special attention to each 
order . . . every step of the way, from en- 
gineering through production through shipping. 
Our two manufacturing plants give us the 


extra flexibility to meet equally well the needs 


of the smallest manufacturer . . . or the largest. 
Whatever your quantities and designs for self- 
lubricated iron and bronze bearings . . . you 
can rely on Bound Brook for “‘custom”’ service 
and prompt deliveries. 


BOUND BROOK BEARING 


CORPORATION OF AMERICA 


A BIRFIELD COMPANY 
Pioneer in Powder Metallurgy Bearings and Parts + Plants at Bound Brook, N.J. and Sturgis, Mich. 
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buyers waited for the off-season 
to take advantage of the lower 
prices. 

Whenever a vendor announces 
a price hike in chemicals, the big 
question in the minds of many 
purchasing agents is whether it 
will stick. Many times it does, of 
course, but there are quite a 
number of instances on record 
when it doesn’t because competi- 
tors, for one reason or another, 
den’t go along with the advance. 


Finding Substitutes 


The P.A. watching overall 
chemical price trends can often 
find low-cost substitutes, especial- 
ly in the plastics field. The proper 
plastic is often not only economi- 
cally attractive, but also is able 
to perform tasks previously con- 
sidered impossible. Urethane 
foams are a case in point. They 
can be pumped into a void and 
quickly react in such a way that 
they fill the void with a solid 
honeycombed foam-like material 
that matches the contours of the 
container. Padded automobile 
dashboards are an excellent ex- 
ample of the intricate shapes 
which can be filled by these 
foams. 

Another interesting case study 
can be made with aromatics, espe- 
cially benzene. Historically, aro- 
matics were almost exclusively 
coal-tar chemicals, principally by- 
products of coke ovens operated 
for the steel industry. Prices fluc- 
tuated widely as steel production 
varied. The limiting factor was 
total steel production and aro- 
matics were imported to make up 
any deficit. 


Aromatics From Petroleum 


Petroleum - derived aromatics 
entered the picture as new chem- 
ical processes were developed. 
These have grown from a step- 
child into the dominant factor in 
the aromatics field. Petroleum 
passed coal tar as the main raw 
material source in 1958 and has 
continued to widen the gap. In 
1960, petroleum sources provided 
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about two-thirds of the 450 mil- 
lion gallons of benzene produced; 
p-ants currently being built will 
double this capacity. 

In addition to providing a high- 
er purity product, petro.eum aro- 
matics stabilized supply and elim- 
inated wide fluctuations in prices. 
Thus the market situation, which 
had been most unattractive to 
purchasing agents a few years 
ago, changed markedly and sup- 
ply was no longer a problem. 


Foreign Industry Expanding 


While the domestic chemical 
industry has experienced a sub- 
stantial growth in the vast decade 
and continues to expand, growth 
has been even more rapid over- 
seas. Western Europe and Japan 
have been putting plants on- 
stream at a fantastic pace. 

Many of the installations are 
being built by subsidiaries of U.S. 
companies or as joint ventures be- 
tween American and foreign 


chemical concerns. Regardless oi 
the ownership, however, the in- 
creased capacity is having a de- 
cided effect on the domestic mar- 


Le 
xét. 


Buyers Becoming Producers 


Up until now, European nations 
have been importing many chem- 
icals from the United States. Out- 
‘ook for the future is that these 
nations will start increasing their 
own production until they can 
satisfy internal needs. Then they 
will turn to selling their chem- 
icals on the world market. This 
will lead to surnluses and soft 
prices. 

This pattern of former buyers 
becoming producers is affecting 
many chemicals and is taking 
place in many countries. The mar- 
ket, in short, will continue to be 
vigorously competitive and buy- 
ers wil. have ample opportunity 
to save on their chemical pur- 
chases. 





Sales and Inventories Chemicals and Allied Products 


Billions of Dollars 
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URKEE 
ATWOOD 


a 


MULTIPLE 
v-BELTS 


What are your V-Belt needs? 
DURKEE-ATWOOD solves them! 














When you buy V-Belts, you want full-rated power trans- 
mission, consistent performance and long, trouble-free life. 
Power drive problems vary from industry to industry and 
machine to machine, whether OEM or replacement. Durkee- 
Atwood can meet any of your V-Belt needs with the right 
belt, a belt made with the newest high tenacity fibres, care- 
fully engineered and thoroughly tested for performance. For 
any of your V-Belt needs, or for drive design assistance, 
contact your nearest Durkee-Atwood distributor or factory 
representative. Or write direct to Industrial Division, 
Durkee-Atwood Company, Minneapolis 13, Minn. 


Look for the On Your V- Belts 
a ae) 








Industry’s most 
complete 


V-Belt Line 


DA 358 V-Belts »« DA 
Positive Drive Belts « Red 
Shield Multiple V-Belts 
Variable Speed Belts 
Steel Cable V-Belts 
Double V-Belts « FHP V- 
Belts « Open End V-Belt- 
ing e Railroad Belting 
Sturdy-Link Belting. 








DURKEE-ATWOOD V-BELTS 


DURKEE-ATWOOD COMPANY 
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MINNEAPOLIS 13, MINNESOTA 


PURCHASING 





See Steel Buying Spurt 
To Beat Price Increase 


A big increase in steel buying 
is in the offing, predicts a leading 
Midwest steel service center ex- 
ecutive. He expects the pickup 
to come this summer. 

“Most people will be buying 
steel this summer,” says Howard 
R. Conant, president of Interstate 
Steel Company, “in anticipation of 
a rise in prices sometime in late 
fall or winter. Coupled with the 
fact that the upturn has already 
arrived, this means a bright out- 
look in steel.” 


Wage Increase Scheduled 


According to Conant, many pur- 
chasing agents expect a price rise 
to accompany the round of auto- 
matic wage increases to steel- 
workers scheduled for October. 
“This does not necessarily mean 
that steel prices really will go 


Purchasing Follow-up 





up,” he says, “but buyers will 
cover all possibilities by stocking 
inventory at current prices.” 

The warehouse president notes 
that “The important thing is that 
no steel purchases can afford to 
rule out the possibility that prices 
might rise, and enough customers 
will be acting as if they will rise 
to affect the market significantly. 
Whether prices go up or not 
eventually, the foresighted ad- 
vance buying will give an im- 
portant lift to the steel business 
in the next few months.” 

Conant says “rising wages do 
not necessarily mean that prices 
go up.” Other factors to be con- 
sidered, he adds, are the world 
market at the time, the domestic 
market, and competition from 
other materials. “One alternative 
to a general price rise,’ he de- 
clares, “might well be selected 
price increases on certain higher- 
demand steel products.” 





P.A. Honors Vendors for Service 


Twenty-five vendors were honored recently by Precision Casting Company of 
Cleveland for outstanding service, performance, and cooperation. The awards— 


handsome engraved certificates—were presented by J. 


Precision Casting. 


P. Bauer, 


Among the suppliers winning the awards at the second annual vendor meet- 


ing were companies manufac- 
turing cartons, zinc, plating, 
steel, lubricants, dies, alumin- 
um, mill supplies, and gloves. 

William N. Brammer, market- 
ing vice president, told the 
group of 100 vendors at the 
presentation that the purpose 
of the awards was twofold: to 
thank all suppliers for their 
past performance and to en- 
courage those who did not re- 
ceive an award to give the “ex- 
tra service” that will qualify 
them for a certificate this year. 


or 4 


Precision Casting P.A. Joseph Bauer (r.) pre- 
sents awards to his best suppliers. 


P.A. for 
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New Incorporations in 
May Exceed Year Ago 


The number of new business 
incorporations in May exceeded 
the year-ago month for the first 
time in 1961. 

New business charters in the 
50 states totaled 14,883 after sea- 
sonal adjustment, says Dun & 
Bradstreet. This is a 2.3% in- 
crease over the 14,552 of May 
1960 and a 4.5% rise over the 
14,245 in April 1961. 

For the first five months of the 
year, new incorporations came to 
77,600. This is 4.7% under the 
number of new business charters 
issued in the similar 1960 period. 


Shipper Boards Predict 
Hike in Carloadings 


Third quarter freight carload- 
ings will be up 2% compared with 
the same period in 1960. That's 
the estimate made by the 13 re- 
gional shippers advisory boards 
in reports to the car service divi- 
sion of the Association of Amer- 
ican Railroads. 

Their prediction for the 32 prin- 
cipal commodity groups is that 
there will be 6,106,099 freight car- 
loadings in the third quarter. In 
the similar three months of 1960, 
carloadings totaled 5,986,545. 

Nine of the advisory boards an- 
ticipate a rise in carloadings in 
their areas while the other four 
estimate decreases. Increases are 
expected in loadings of 26 major 
commodities, with declines antici- 
pated in the remainder. 

The largest expected increase 
in carloadings is for food products 
in cans and packages—where a 
49% rise is anticipated. Other 
predicted increases include iron 
and steel, 17%; paper and paper- 
board, 11%. 

The greatest drop in carload- 
ings is expected in fertilizers, 
where a 28% decline is antici- 
pated. 
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The Westinghouse man with the motors brings you— 


New Class B Insulation | 
fo give you 10% 
more horsepower 


on totally-enclosed 
Life-Lineé motors 





Now Class “‘B” Insulation replaces Class “‘A” as standard 
on totally-enclosed 1-250 Lp Life-Line a-c motors giving 
you these advantages: 

Added capacity .. . Operation at 15% over name- 
plate rating without reduction in motor life. 


Longer life . . . 80% to 100% longer life at rated loads 
than motors with Class ‘‘A”’ Insulation. 


This newly designed motor is engineered to give top per- 
formance in a wide range of applications. On-the-line 
experience in the steel industry, where maximum relia- 
bility is essential, has proved its higher output, longer life 
and lower maintenance under the toughest conditions. 


For the ultimate in protection specify Guardistor* 
on all Westinghouse motors. ‘This exclusive built-in static 
motor protection allows the use of maximum horsepower 
over long periods with no danger of motor burnout.f 
For additional information ask for booklet B-7876-A. 


Your Westinghouse sales engineer can supply you with 
complete details on these money-saving motors. Call him 
for full information on how they can fit into your pro- 
duction scheme. Westinghouse Electric Corporation, P.O. 
Box 868, Pittsburgh 30, Pennsylvania. 

You can be sure. . . uf it’s Westinghouse. 


*Trademark 


Westinghouse 


tWarranty: Westinghouse GUARDISTOR MOTORS on 
frames 182-445 inclusive are guaranteed for one year against 
burnouts due to overheating resulting from: overload, 
locked rotor, blocked ventilation, bearing seizure, single 
phasing, unusual duty cycle, high ambient, or voltage un- 
balance, providing the Guardistor elements are connected 
in a control circuit so that the motor is removed from the 


power source in the event of over-temperature. J-22170 
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Along with outer space... 


drive applications. The Spacemaker is avail- 

w, nor @Ver has been, a probe into outer able in a complete range of bore sizes and 
space. It is offered as a practically designed, strokes, air or hydraulic, nd contains many 
réSearch engineered and time tested product. is S 
| sits Spacemaker feature (no tie-rods) and : 
J } : 2a W. Michigan Ave. ., Jackson, Mich. for 
jiletin #1 55-4 and for full particulars, today. 


TOMKINS-JOHNSON 


RIVITORS” ©? 


For More Facts Write No. 172 on Information Card—Last Page 
PURCHASING 





F. H. Ross & Company controls assure 
24-hour service on 500 chemicals 


ae ed 


: a a Peaks. 2 . ath nai . a ie 

A rush order goes out over the Teletype to one of the 
F. H. Ross & Company warehouses. The stock is ready 
and waiting to roll. 

Chemical purchasers in the southeast can pick up the 

phone at any time and call on a two million dollar 

inventory of assorted chemical items. This vast stock 

is part of the service offered by F. H. Ross & Company 

through their network of 15 warehouse branches. 


To keep astock of this size rotating properly, the com- 
pany maintains a comprehensive control system. The 
Charlotte, North Carolina office is linked to the ware- 
houses and the New York sales office by a Teletype and 
TWX system. Perpetual inventory controls keep fresh 
products on tap around the clock for the company’s 
Chemical, Laundry and National Sales divisions. A fleet 
of trailers, truck transports and trucks stands ready to 
handle normally scheduled or emergency deliveries. 


F. H. Ross & Company is engaged in a continuous A marketing plans meeting with B. J. Lindgren, J. M. 
study of marketing trends in products, packaging and Ross and F. H. Ross, Jr. 
prices. It is one more facet of the ‘‘Growth through 
service’’ motto of this modern distributor. Such a 
progressive attitude is typical of the many outstanding 
distributors handling Mathieson chemicals. We will be 
pleased to tell you about a distributor in your area. 
Phone or write: OLIN MATHIESON, Baltimore 3, Md. 


41) 
CHEMICALS DIVISION The Charlotte, N.C. office . . . with 17,000 sq. ft. of 


office space, 48,000 sq. ft. of warehouse space, and 
storage facilities for 126,000 gallons of chemicals. 


MATHIESON CHEMICALS—Ammonia * Sodium Bicarbonate * Carbon Dioxide * Caustic Soda * Chlorine * Formaldehyde * Hydrazine and Derivatives 
¢ Hypochlorite Products * Methanol * Muriatic Acid * Sodium Nitrate * Nitric Acid * Soda Ash * Sodium Chlorate * Sodium Chlorite Products ¢ 
Sodium Methylate * Sulfur (Processed) * Sulfuric Acid * Urea 600 
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67 years of service to the Industrial Middle West 








INLAND STEEL I$ HERE 


taking 
in almost all of Texas. all of Alabama. Louisiana 


and Mississippi, the western third of Georgia and 


Here ar is a broad and vigorous territory 





the southern part of Arkansas. 


In Texas, ever-busy steel fabricators build huge 
refineries, storage facilities and equipment for the 
oil and petrochemical industries—set the stage 
for hundreds of supporting industries. In Louisi- 
ana, home of the Mardi Gras and Dixieland Jazz, 
5,000 miles of navigable waters spawn great ship- 
building enterprises and the great seaport of New 
Orleans. In Georgia, vast deposits of marble, clay 
and limestone exist, and here is Atlanta, largest 
manufacturing city in the Deep South. Alabama 
offers tremendous coal fields, great textile, furni- 
ture, pulp and paper and many other important 
industries. And in Mississippi, King Cotton rules 
while sugar, lumber, natural gas, oi], marl, cement 
rock and light manufacturing add millions to the 


state’s rich income. 


In the brief time Inland has been in the area, 
many steel consumers have already learned that 
Inland’s reputation for fast service and dependa- 
bility, is second to none. And everywhere, as a 
major producer of wide flange beams, standard 
structurals, bearing piles, sheets and bars, Inland 
is swiftly becoming well-known not only for the 
quality of its products, but for immediate answers 


to inquiries and amazingly fast service. 


One of a series depicting market areas served by Inland + Art by Franklin McMahon 


Inland, too, has liked what it has seen—the land 
and its people. Liked it so well that already it has 
expanded its service facilities to include not only 
its District Office at Houston, but resident repre- 
sentatives at Dallas and New Orleans. Located 
strategically on the Great Lakes and the rivers 
leading directly into the mighty Mississippi River, 
Inland can quickly pool-barge loads to Houston, 
New Orleans, Vicksburg, Greenville, Guntersville 
and Memphis for year ‘round distribution from 


these points. 


\lready Inland has come to know the steel needs 
of cities like Birmingham, Dallas, Fort Worth, 
Houston, Atlanta, New Orleans, Jackson, Green- 
ville and Shreveport. And for Inland, “knowing” 


is an essential part of serving. 


In this territory of exciting growth and industrial 
expansion, Inland too, sees a land of opportunity 
—sees a future unlimited. Yes, Inland is here, 


and here to Stay. 


INLAND STEEL COMPANY 


30 West Monroe Street Chicago 3, Illinois 


Sales Offices: Chicago+ Davenport * Detroit + Houston + Indianapolis 
Kansas City * Milwaukee « New York « St. Louis « St. Paul 
Other Members of the Inland Family: Joseph T. Ryerson 
& Son, Inc. « Inland Steel Products Company « Inland Steel 
Container Company* « Inland Lime & Stone Company* 


* Division 
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Purchasing Agents: 


Send for these 
helpful Inco booklets 
on high and low 
temperature alloys 


This literature contains up-to-the- 
minute information to aid you with 
your job. By keeping you posted on 
the latest developments, these book- 
lets can help you and your company 
to increase production and cut costs. 


Just check those you want on the at- 
tached coupon. Or if you prefer, send 
a letter or postcard. (To order extra 
copies to pass on to your engineering 
department, just write the number re- 
quired in the boxes.) You'll also receive 
a copy of Helpful Publications, listing 
other useful Inco booklets. Write for 
your free copies today. 


THE INTERNATIONAL NICKEL COMPANY, INC. 
67 Wall Street Ameo, New York 5, N. Y. 


a cuewintl 


EEE SS ———} 


LIST , 
AY 





Helpful Publications 


High Temperature Applications 
[] High Temperature Work Sheet 


Heat Resistant Castings, Corrosion Resistant 
Castings... Their Engineering Properties and 
Applications 

Stainless Steel for Pressure Vessels 


High Temperature Corrosion in Refinery and 
J Petrochemical Service 


Thermal Expansion Characteristics of Stainiess 
Steels Between —300° and 1000° F. 


Compilation of Chemical Compositions and Rup- 
} ture Strengths of Super-Strength Alloys 


Low Temperature Applications 


r— Properties of Nickel Steel Plates at Low Tem- 
peratures 


] 9% Nickel Steel for Low Temperature Service 
| 312% Nickel Steel for Low Temperature Service 
| 244% Nickel Steel for Low Temperature Service 
| Operation Cryogenics 
) Steels for the Containment of Liquefied Gas 
Cargoes 
Please send me the booklets checked above: 
NAME 


COMPANY 


ZONE STATE 
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YOU DON’T HAVE TO ADVERTISE —this man is no further away than your telephone. He’s your Jeffrey 


distributor. He does a lot more than carry a complete stock: He knows how to save you time and money 


in applying each of these products. And he delivers quality products—the quality developed through 


years of becoming the leading manufacturer of equipment in the conveying and processing industries 
... that’s where machinery has to be rugged. It’s the kind of ruggedness and reliability you can get 
next time you need any of the products mentioned above. Just call your Jeffrey distributor for fast applica- 


tion help and equally fast delivery. The Jeffrey Manufacturing Co., 784 North Fourth St., Columbus 16, Ohio. 


If it’s conveyed, processed or mined, it’s a job for Jeffrey. @x | =§ = 1 - 1 = 


Chains Sprockets Spiral 


Conveyors 


For More Facts Write No. 175 on Information Card—Last Page 
Juty 17, 1961 





Information For Your Catalog Files 








BALL BEARINGS FORK TRUCKS 


Form 1551 covers stainless steel ball bearings. 
The four-page bulletin includes the single-row, 
deep groove radial type. Shows complete dimen- 
sional detai's, load rating data, and typical appli- 
cations. 
Marlin-Rockwell Corporation 
Write No. 1 on Information Card—Last Page 


BELTING 


A 12-page illustrated engineering catalog on flexi- 
ble, oriented nylon-polymer core belting. The 
booklet features comprehensive application data, 
including graphs to determine the proper type 
belt. Includes charts for belt width and tension. 


Extremultus, Inc. 
Write No. 2 on Information Card—Last Page 


BRUSHES 


Over 100 different types of brushes and the manu- 
facturers who produce them are listed in a new 
directory..Shows how Tynex nylon filaments are 
used for brush filling. Includes a section on how 
to determine the quality of the brush. 


Du Pont Company 
Write No. 3 on Information Card—Last Page 


COMPRESSORS 


Bulletin 16B9987 gives construction features and 
components of six-stage, single-casing, water 
cooled centrifugal compressors. Includes approxi- 
mate outline dimensions and a typical perform- 
ance curve. 
Allis-Chalmers 
Write No. 4 on Information Card—Last Page 


CONNECTOR CABLE 


An informative chart showing color coded con- 
nector cables for eleven basic connections. De- 
scribes a wide range of styles. Covers five basic 
colors—white, green, yellow, red, and blue. 


Zoron, Inc. 
Write No. 5 on Information Card—Last Page 


FLOODLIGHTING 


Bulletin 2719 is a reference guide for area flood- 
lighting. The 16-page color brochure covers se- 
lecting incandescent or mercury lights and de- 
termining how many floodlights are needed. 
Includes footcandle charts, installation diagrams, 
and mounting accessories. 

Crouse-Hinds Company 


Write No. 6 on Information Card—Last Page 


A two-page, two-color bulletin that illustrates 
and describes a series of 10,000, 12,000, and 14,000- 
pound-capacity electric powered fork trucks. 
Covers, through photos and captions, the double- 
reduction drive unit, accessible center sill frame, 
and integral flat caster-type steering assembly. 


Elwell-Parker Electric Company 
Write No. 7 on Information Card—Last Page 


HYDRAULIC POWER UNITS 


Catalog 21 covers requirements for a complete 
hydraulics installation. The 76-page bulletin de- 
scribes and illustrates 96 basic models of the 
miniaturized hydraulic pump. Covers accessories, 
such as hose, couplings, filters, strainers, heat 
exchangers, timers, and accumulators, 


Oil-Dyne, Inc. 
Write No. 8 on Information Card—Last Page 


LABORATORY FURNITURE 


A 38-page catalog on heavy-duty steel laboratory 
furniture. Contains photographs, specifications, 
construction features, and other pertinent infor- 
mation. 

American Metal Products Co. 


Write No. 9 on Information Card—Last Page 


PLASTIC 


An eight-page illustrated catalog listing available 
shapes and sizes of Teflon plastic. Gives permissi- 
ble tolerances on all stock shapes, along with 
properties and end use applications. Covers sheets, 
rods, tubing, and tapes. 


Cadillac Plastic & Chemical Co. 
Write No. 10 on Information Card—Last Page 


PUMPS 


An eight-page bulletin describing a line of inter- 
changeable process pumps. Shows how 72 basic 
combinations allow a choice of features for the 
service required. 
Byron Jackson Pumps, Inc. 
Write No. 11 on Information Card—Last Page 


RECTIFIER ASSEMBLIES 


A 10-page catalog on double diffused high voltage 
potted rectifier assemblies. Provides complete 
technical data and drawings. Also covers her- 
metically sealed rectifiers with ratings up to 6 
amps, solid state Sounvisters, and diodes. 


Solitron Devices, Inc. 
Write No. 12 on Information Card—Last Page 
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Want to cut package costs? 


Want to cut packaging labor costs? 
Want to cut BOTH? 


sw TOTE 








Novelty calendar shows TEKMOLD ability 
to engineer enclosures for fragile objects 
of unusual shape 








Precision timer “ floats” safely between 
TEKMOLD protective forms. 


Radio in low-cost TEKMOLD for utmost 
shipping safety. 


eg 


“floats” your products safely 


Protection is the first reason for packaging your products in 
TEKMOLD, the custom-molded cellulose forms that provide a 
truly protective cushion. 


When youcan get major savings, too, you’ ve really hit the jackpot. 
Radio manufacturers, for example, report package savings up to 
9 cents per unit on table models, and labor savings up to 3 cents 
per unit, after switching to TEKMOLD from multiple-piece, 


die-cut corrugated assemblies that must be laboriously hand- 
assembled. And those savings are typical. 


TEKMOLD is adaptable. It may be the answer to your prob- 
lem. For the complete TEKMOLD story, write, wire or phone 
us today. 


TEKMOLD 


2850 LINCOLN AVENUE war ‘BEN| 
DEPARTMENT P « PL 5-1664 5. ‘ee 
MUSKEGON, MICHIGAN 
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SWITCH 
EXPERIENCE 
acne 
DEPTH 


You can recommend MICRO SWITCH to your 
engineering and production men with con- 
fidence. As the most complete source for 
small snap-action and mercury switches, 
MICRO SWITCH has designed nearly 16,000 
different precision switch variations. They 
undergo tests that duplicate exactly the en- 
vironment and operating conditions under 
which they must work in your plant or on 
your product. Other quality checks safe- 
guard precision and reliability. Whether 
you're up-dating your present machines or 
designing new ones, you'll find just the 
switch you're looking for in the MICRO 
SWITCH line. 


Switch help when 
and where you need it! 


Call your nearby Branch office. It will save you val- 
uable time in switch selection. MICRO SWITCH 
field offices in 28 principal cities are staffed with 
experienced factory trained sales engineers who 
spend their full time assisting customers on 
switching problems. These switch specialists can 
help you. 


Largest switch stock available. MICRO SWITCH car- 
ries hundreds of different switch types in stock 
Hundreds of others are readily available. If nec- 
cessary, special switches will be designed to meet 
your exact requirements. 


Local distributors simplify replacement. There's a 
MICRO SWITCH Distributor close to your plant. 
He provides regular switch service and can avoid 
downtime when replacements are needed by ship- 
ping from his own stock. 


Descriptive catalogs for your file, Complete cata- 
logs, covering the switch categories shown on 
this page, are available. Write for free copies on 
the types you buy most regularly. 


MICRO SWITCH ... FREEPORT, ILLINOIS. . 








“Plug-in Limit’’ Switches 


e 


Subminiatures 
and Sub-Subminiatures 


Enclosed Industrial Switches 


4 f 


~ 


Mercury Switches 


Small Basic Switches 


Explosion-Proof Switches 


Push-Button Switches 














. A division of Honeywell 


In Canada: Honeywell Controls, Limited, Toronto 17, Ontario 


H Honeywell 


MICRO SWITCH Precision Switches 
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Catalog Files 





ROTARY FEEDERS 


A six-page, two-color bulletin 
on rotary feeders. Illustrations 
and diagrams show how every 
part subject to wear can be 
adjusted from the outside. De- 
scribes special design features 

and options. 
Beaumont Birch Company 
Write No. 13 on Information Card—Last Page 


SWITCHGEAR 


Bulletin GEA-5664F details 
versatility, system protection, 
safety, and ease of mainte- 
nance with metal-clad switch- 
gear. The 42-page illustrated 
catalog includes charts and 
diagrams. Provides features, 
installation data, dimensions, 
and ratings. 
General Electric Company 
Write No. 14 on Information Card—Last Page 


TOOLS 


Catalog No. 27 presents a 
group of more than 3500 tools. 
The 480-page bulletin has sec- 
tions on dial indicators, hack- 
saws, band knives, and pre- 
cision ground flat _ stock. 
Includes alphabetical and nu- 
merical indexes. 


L. S. Starrett Company 
Write No. 15 on Information Card—Last Page 


TURRET DRILLING MACHINES 


A 16-page bulletin on tape 
controlled turret drilling ma- 
chines. Includes complete de- 
scriptions and_ specifications 
for the 10 tape controlled sys- 
tems available. Has four pages 
of case histories of actual in- 
stallations. 


Burgmaster Corporation 
Write Ne. 16 on Information Card—Last Page 


VALVES 


Catalog 10-B covers valves. 
The 16-page bulletin shows 
illustrations with condensed 
descriptions on bronze, iron 
body and cast steel gate, globe 
and angle, and check valves; 
bar stock valves; and forged 
steel gate valves. 

American Chain & Cable Company, Inc. 

Write No. 17 on Information Card—Last Page 
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a grade for each specific mold requirement! 








MC (Mold and Cavity) 
Supplied led heat treated to 300 Brinell 
complete family with high re stog we hes foe Se to 20 x 10 "e 


When carburized and oil quenched, provides high 


surface hardness. 


Ni-Mold 


A low carbon, chrome-nickel steel for cavity work 
when carburized surfaces are desired with exception- 
ally high core toughness. 


r Speed-Cut 300 


' ( ’ Free machining, medium-carbon steel preheat-treated 


to 300 Brinell. Recommended for mold parts such as 





backing plates, cavity plates and spacer blocks. 


Hotform V 


New improved Hotform “V” resists high temperatures, 
chromium plates with ease, is ideal for compression 
molding of silicone resins, etc., and long injection runs 
of nylon or corrosive vinyls. 


Colonial No. 6 


Manganese, oil hardening—closely retains size and 
shape after tempering. Low hardening temperature, 
good machinability, excellent for long runs in small 
cavities, either injection or compression. 


Air Hard 


Deep air hardening, non-deforming, good resistance 
to abrasive wear—valuable for compression, transfer 
or core molding. Intricate or complicated shapes call 
for this maximum-stability steel! 
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WRITE for new 12-page bulletin on Properties and 
Selection of our Plastic Die Steels—Free on request. 


VANADIUM-ALLOYS STEEL COMPANY 


GENERAL OFFICES: LATROBE, PA. 
DIVISIONS: Anchor Drawn Steel Co. « Colonial Steel Co. « Metal Forming Corporation + Pittsburgh Tool 
Steel Wire Co. « Vanadium-Alloys Steel Co. 
SUBSIDIARIES: Vanadium-Alloys Steel Canada Limited » Vanadium-Alloys Steel Societa Italiana 


Per Azioni « EUROPEAN ASSOCIATES : Societe Commentryenne Des Aciers Fins Vanadium -Alloys (France) 
« Nazionale Cogne Societa Italiana (Italy) 


Owner: DORIC CO., Seattle, Wash. 


Architect: DOUGLAS A. BACON, Bellevue, Wash. 


Electrical Contractor: 
LAKESIDE ELECTRIC CO. 
Bellevue, Wash. 
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Electrical Protection goes MODERN 
with BUSS Fuses... 


at the Doric 6th. Avenue Motor Hotel, 
Seattle, Wash. 


Travelers staying at this new, luxurious 175 unit 
motor hotel enjoy the latest conveniences of electrical 
living. Even the rooms are heated electrically so each 
person may select the room temperature he prefers. 

These modern services require large electrical capac- 
ity. As a result, the available fault current is approxi- 
mately 70,000 amperes. 


Safe protection against faults of this magnitude is 


ANOTHER BUSS HI-CAP AND FUSETRON FUSE INSTALLATION 


44 


assured by the BUSS Hi-Cap fuses installed in the main 
entrance service. These fuses have an interrupting rating 
of 200,000 amperes rms. symmetrical. 

To maintain safe, modern protection throughout the 
electrical system,—and to safeguard against unnecessary 
interruptions in electrical service, FUSETRON dual- 


element fuses are installed in the branch circuit switches. 


PURCHASING 








There is a safe, modern BUSS or 
FUSETRON fuse with specific characteristics 
to match your requirements. 


Available from BUSS: High interrupting capacity fuses 
to protect against fault currents up to 200,000 amperes; 
current-limiting fuses to restrict let-thru fault currents 
to safe values; long time-lag (dual-element) fuses to pre- 


vent needless outages on harmless overloads. 


And with Fuses safe protection remains safe. BUSS and 
FUSETRON fuses are just as safe and accurate 20 years 





or longer after installation as on the day installed. Dust, 
fumes, corrosion or age cannot prevent them from open- 


ing when they should, 


For more information on Mr. S. Andrew Sharpe, Manager of Lakeside Electric 


Co., at main switchboard of Doric Motor Hotel. 
FUSETRON dual-element fuses 


, ‘ Mains.and feeders protected with BUSS Hi-Cap fuses. 
pee Sere write for bulletin FIS Branch circuits protected by FUSETRON dual- 
BUSS Hi-Cap fuses element fuses. 


(loads above 600 amps.) write for bulletin HCS 


BUSSMANWN MFG. DIVISION, MecGraw-Edison Co., ST. LOUIS 23 MoO. 
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INDUCTION - CONSUMABLE - LEADED 


PETERSON 
STEELS, INC. 


Union, N. J. - Wethersfield, Conn. 
Detroit, Mich. - Melrose Park, Ill. 
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Letters To The Editor 





COMMENTS ON PRICE FIXING 

e The two articles on price fixing 
that appeared in the June 5th is- 
sue brought forth an unusually 
large number of responses from 
readers. Many purchasing agents 
commented on the two key sub- 
jects covered: purchasing’s role 
in the price fixing scandal and 
the attitude of the new Adminis- 
tration towards industrial pricing 
techniques. In addition to letters 
from P.A.’s, we received com- 
ments from leaders of the execu- 
tive and legislative branches of 
government. Some of these com- 
ments follow: 


Dear Sir: 

The article was quite interest- 
ing and emphasized the impor- 
tance of price fixing prosecutions 
in maintaining our competitive 
economy. It is important that anti- 
trust enforcement activities are 
brought home to businessmen and 
to the consumers, because such 
publicity about the objectives and 
goals of antitrust enforcement 
may assist in securing voluntary 
compliance with the law. 

Your article has contributed in 
a substantial way toward a bet- 
ter understanding of our enforce- 
ment program. 

Robert Kennedy 
Attorney General 


Dear Sir: 

The articles are certainly pro- 
vocative and should cause every 
businessman to pause and think; 
and those businessmen who think 
that competition is old-fashioned 
most certainly should stop to re- 
flect upon the blessings that com- 
petition has brought to this coun- 
try. I, for one, emphatically be- 
lieve that each of us in America 
must arise to the occasion, in- 
dividually, and see to it that the 
imperfections of the system are 
ironed out. This becomes increas- 
ingly evident due to the world 
we live in and the threat of com- 
munist dictators. 

Paul Rand Dixon 
Chairman 
Federal Trade Commission 


Dear Sir: 
I have read these articles and 

I think that they are very inter- 
esting. You seem to cover many 
significant aspects of the subject 
matter, and it appears that your 
articles are directed to your own 
audience in a useful way. I found 
the articles constructive in dis- 
closing the attitudes of the group 
that you have surveyed. 

Lee Loevinger 

Assistant Attorney General 

Antitrust Division 


Dear Sir: 

As the article covers a broad 
range of questions, it is impossible 
for me to find time to comment 
on each individually. However, 
the subcommittee has found an 
increasingly broad area of identi- 
cal pricing in an alarming num- 
ber of our major industries. In 
many of these industries there are 
broad areas of items that are al- 
most or completely identical in 
quality. It is my own view that 
when you remove both price com- 
petition and quality competition, 
there is very little competition 
left. Bit by bit, the “competitive” 
element is being eliminated from 
our traditional “free competitive 
enterprise.” This is an extremely 
serious matter which must be 
faced up to not only by our gov- 
ernment but also by our business 
leaders. 

Senator Estes Kefauver 

Chairman 

Subcommittee on Antitrust and 

Monopoly 


Dear Sir: 

I am very pleased to have this 
information . . . on price fixing 
which appeared in the recent is- 
sue of PurcHasINGc Magazine. 

Senator Leverett Saltonstall 

Committee on Armed Services 


Dear Sir: 

Particularly significant, I think, 
are the results of the survey 
conducted among industrial pur- 
chasing executives. It would ap- 
pear that while the members of 

(Please turn to page 48) 
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When 


Sea Giant 


reliable welding comes first 


so do M«T Murex Electrodes 


THAT HUGE TRACTOR is a mountain of earth- 
moving muscle capable of 67,000 pounds of pull. 
An average tractor is dwarfed by this monster: 
23 feet long and weighing over 75,000 pounds 
with equipment. On its seven-roller tracks, it 
can claw into the earth, push huge boulders, 
maul tons of dirt. 

THE PRINCESS SOPHIE is just as much a giant 
of the sea lanes. When loaded, it displaces 
100,000 tons—more than any passenger or mili- 
taryshipafloat. Thelatestelectronic equipment, 
a foam fire-protection system, a complete hospi- 
tal and air-conditioned quarters make it one of 
the safest, most luxurious supertankers ever. 


weiding products - 


Another interesting fact about these two 
giants: both obtained the proper joint strength 
through welding with M&T Murex electrodes. 
It’s interesting, but not unusual. You’ll find that 
this brand is increasingly in evidence at de- 
manding jobs everywhere. It represents one of 
the broadest lines in the industry: over 1000 
types and sizes for virtually any type of appli- 
cation—as advantageous on the routine jobs as 
on the extraordinary ones. 

To get the whole story on this outstanding 
line, call in your M&T welding specialist. Or 
write for your copy of the helpful M&T Murex 
Electrode Selector. 


plating products 


minerals > coatings: chemicals: detinning 


METAL & THERMIT CORPORATION, General Offices: 
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WASHERS 


ARE IMPORTANT PRODUCTS 
WHEN THE CHIPS ARE DOWN 


It has been literally true in industry that “for want of a washer the order 
was lost” — meaning that for want of the right kind of washer, in the 
right place, at the right time, production delays caused havoc. 


Washers are important products when the chips are down; that is why it is 
so important to realize that all washers are not alike. Not by a long shot. 


Specialization in washers and stampings for almost 75 years has enabled 
Wrought Washer to perfect precision-manufacturing techniques that have 
made Milwaukee Wrot Washers the world’s No. 1 brand...a position we 
have held for many years. 


Better workmanship, 129,000 sets of dies instantly available, thorough 
washing, rust-inhibiting treatment, superior packaging... all these have 
contributed to making our fantastically complete line of washers the pre- 
ferred brand everywhere. 


Friendly challenge: Next time you have a washer or fastener problem, 


put it up to us. We’ll solve it... or you’ll know the reason why we cannot. 
That’s a promise. 


PURCHASING PERSONNEL .. . Free samples available. Request on your 
~| letterhead, mentioning types of washers your company uses most frequently. 


/ , \ WW/6/6061/NP 


‘A WROUGHT | 
WASHER wro.co.. 


2101 S. BAY ST., MILWAUKEE 7, WIS. * SHeridan 4-0771 © twx Mi 277 


WORLD’S LARGEST PRODUCER OF WASHERS 
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Letters 
(Continued from page 46) 


this group do not believe that 
collusive price-fixing is on the 
increase, they do believe that non- 
collusive identical quotation is 
both on the increase and restric- 
tive of competition. What is more, 
a large majority appear to favor 
the government’s stepped-up cam- 
paign to enforce the antitrust 
laws and appear to believe that 
this will have a beneficial effect 
on business. 

I find myself in substantial 
agreement with these conclusions 
and I commend you for the pub- 
lic service you have rendered in 
presenting them to your readers. 
Representative Emanuel Celler 
Chairman 
Committee on the Judiciary 


VENDOR CATALOGS, RATINGS 


Dear Sir: 


I am doing some research in 
writing a paper so that we will 
have a vendor catalog library. 
Recently I was looking through 
a “purchasing agent’s bibliog- 
raphy” and noticed that your 
March 3, 1958 issue carried an 
article (page 88) entitled “Set- 
ting Up A Vendor Catalog Li- 
brary.” 

Since I cannot find this issue 
in our back file, would you please 
send me a copy of the issue or a 
copy of the article. 


William K. Roberts 
The Curtis Publishing Co. 
Philadelphia, Penna. 


Dear Sir: 


In a fairly recent issue of 
PurRcHASING Magazine, I remem- 
ber seeing an article on a vendor 
rating system. [April 24, 1961: 
Vendor Rating Takes Teamwork] 

At the time I did no more than 
skim through the article to get 
an idea of how the system worked. 
We would now like to instail such 
a system in our plant and I have 
misplaced my copy of the article. 

Please send a reprint if it is 
available. 

H. L. Hays 
Owens-Corning Fibreglas 
Corp. 

General Products Division 
Newark, Ohio 
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COOLANT 
OR 
CURRENT... 
HUSSEY 
COPPER 
CARRIES 
I] 


WAREHOUSES Cleveland - Cincinnati 
Chicago - New York (Long Island City) 
Philadelphia + St. Louis 


C. G. HUSSEY & COMPANY = PITTSBURGH 19, PA. OSION OF ouwr gon 
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EXIDE POWER PACKAGE 





Exide Industrial Marketing Division, The Electric Storage Battery Company, Philadelphia 20, Pa. (ESB) 


Extra economy assurance for your new walkie-type truck—the Exide guarantee of battery life equal to truck life. 


BATTERY GUARANTEED FOR LIFE OF TRUCK 


Let’s say you’re about to buy a new walkie- 
type electric industrial truck. You want 
long battery life for maximum economy, 
and you don’t want the nuisance of ever 
replacing the battery, if you can avoid it. 
Well, this is the Exide offer: 


For walkie-type low lift trucks and hand 
tractors, the recommended Exide nickel- 
iron-alkaline battery (the type invented 
by Thomas A. Edison) is guaranteed for 
the life of the truck —provided the truck 
remains in your possession and approved 
maintenance procedures are followed. 


The Exide Power Package. Recommended bat- 
tery and charger from the world’s broadest lines 
—plus factory-quality service to cover both. 


For More 


20 


This is not a reckless offer. Exide knows 
from countless actual performance records 
that these batteries readily give this kind 
of life. Many Exide nickel-iron-alkaline 
batteries have been used in walkie-truck 
service for upwards of 20 years and are 
still going strong. So the plain fact is that 
we are simply giving you positive assur- 
ance of battery value that is already 
there anyway. 


Long life is one of the characteristics of 
Exide nickel-iron-alkaline batteries. They 
have other unique advantages too. They 
are lighter in weight than other batteries. 
They give off no corrosive fumes during 
use or while charging. And they can be 
stored indefinitely without injury. This is 
of special value during seasonal shutdowns 
or other inactive periods. All you do is 
discharge the battery, short-circuit the 
terminals and store in a clean, dry place. 


Of course, for any type electric industrial 
truck—walkie, rider, or narrow-aisle— 
the maximum power economy depends on 
three factors: the right battery for the job, 
a charger to match, and needed service. 
This combination is the Exide Power 
Package 


Your Exide representative studies your 
requirements, then recommends the bat- 
tery best for your needs from the broad 
Exide line. He is completely objective in 
determining your needs because Exide 
offers all types: Exide-Ironclad with tubu- 
lar positive plates, Exide-Powerclad pre- 
mium flat-plate, and Exide nickel-iron- 
alkaline. Exide chargers are available in 
both motor-generator and silicon rectifier 
types and in sizes to cover all needs. Exide 
service men are coast to coast, all factory 
trained on batteries and chargers. 


The Exide Power Package is your easiest 
way to get not only maximum battery life 
in your applications, but maximum bat- 
tery economy year after year. Write for 
details. Exide Industrial Marketing Divi- 
sion, The Electric Storage Battery Com- 
pany, Philadelphia 20, Pa. 


Exide 
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Rome Cable Division supplies 
ALUMINUM WIRE AND CABLE 
COPPER WIRE AND CABLE 
ALUMINUM BUS CONDUCTOR 
ALUMINUM CONDUIT 














How to use “value analysis” 
in buying electrical conduit 


Evaluate Alcoa® aluminum electrical rigid 
conduit in terms of the problems it solves for 
you and the different people in your plant. 

For example, an electrical engineer will tell 
you aluminum offers many electrical advan- 
tages over steel conduit. Because it is nonmag- 
netic and has high electrical conductivity, 
impedance is substantially lessened. Fault 
current safety devices operate quickly—surely 
—every time. 

Those in plant engineering know that alumi 
num resists corrosion, requires no protective 
coating in most environments, is safe in food 
processing plants. 

Maintenance people appreciate the way 


To confirm your own ‘‘value anal 
ysis,’” confer with any of our rep 
resentatives. Or write for our 12 
page booklet to Rome Cable Divi 
sion of Alcoa, Dept. 14-71, Rome, 
New York, 


aluminum conduit keeps its good appearance, 
without routine painting. Also, it won’t stain 
adjacent surfaces. 

Those responsible for installation find alu 
minum’s light weight advantageous. For ex- 
ample, a 10-foot length weighs only 34 pounds, 
compared with 98 for steel. Cutting, threading, 
bending—all are easy and quick 

Finally, consider your interest in all costs— 
initial, installation, and maintenance. Com 
pare aluminum with steel, and you'll see what 
a good investment Alcoa aluminum conduit 
really is. 

Conforms to ASA C80.5-1960-Rigid Aluminum 
Conduit and Federal Specification WW-C-540a 


ALCOA 
ROME CABLE 


= § Vr BS t ovr 
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THE TECHNICAL DEFINITION 


GPM stands for GALLONS PER MINUTE 
and is the term used in all calculations having 


to do with the measurement of the flow of 
liquids. 


Close-coupled Motorpumps from BUT THERE'S 
Y%, through 75 horsepower. 1, 2 and ANOTHER MEANING TOO 


4-stage models available as well as 

self-priming types. Our other meaning of GPM is GOOD PRO- 
DUCTION METHODS. This is the reason why 
our pumps are able to give you the perform- 
ance that our designers forecast... greater ca- 
pacity delivered per kilowatt of power input 
as well as dependable and longer trouble-free 
pump life. 


When you’re in the market for a centrifugal 
Cradle-mounted pumps from % pump we are sure you want the best avail- 
through 100 horsepower. Single able...The best design, the best efficiency and 
and two-stage models available as : 
we the best built...one from Ingersoll-Rand. Our 
well as self-priming types. 5 E : ; ; 
commercial pump line is complete with units 
ranging to 4000 gallons per minute capacity 
and heads to 1100 feet. Our trained pump spe- 
cialists are always ready to help you. Call the 
nearest Ingersoll-Rand branch office or see 
our authorized pump distributor. There’s no 
pumping problem too tough to handle. 


Horizontally-split pumps from 1'% 
through 400 horsepower. Single and TL @T:SsO eo ATi 
two-stage models available. 


250A9 11 Broadway, New York 4, N.Y. 


OTHER PUMPS TO 200,000 GPM—PRESSURES TO 6500 PSIG. 
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Purchasing People in The News 





George R. Ross, Jr. has been 
appointed assistant manager of the 
procurement department of Kop- 
pers Company, Inc., Metal Prod- 
ucts Division, Baltimore, Md. He 
succeeds Joseph M. Kalista who 


George R. Ross, Jr. 

has retired after 45 years of serv- 
ice. Mr. Ross joined the company 
in 1955 and has held various jobs 
in purchasing until his recent ap- 
pointment. He graduated from 
North Carolina State College in 
1937 with a degree in mechanical 
engineering. 


Two purchasing men have been 
named to top management posi- 
tions at Motec Industries, Inc., 
Hopkins, Minn. Marshall E. Mun- 
roe, Jr., director of procurement, 
has been appointed a corporate 
vice president. William J. Hunt, 
assistant director of purchasing, 
has been made division controller 


Len ke 


Marshall E. Munroe, Jr. William J. Hunt 


of the Molectronics Division of 
Motec Industries, Los Angeles, 
Calif. 

Mr. Munroe will continue as di- 
rector of procurement for the cor- 
poration. Before coming to Motec 
he was vice president and direc- 
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tor of procurement for Massey- 
Harris-Ferguson, Inc. He is a 
member of the National Associa- 
tion of Purchasing Agents. Mr. 
Hunt has been assistant director 
of purchasing since 1960. 


Arthur C. Siegel became direc- 
tor of purchases for Highway 
Trailer Industries, Inc., Edgerton, 


Arthur C. Siegel 
Wisc. Mr. Siegel was director of 
purchases for White Motor Com- 
pany, Cleveland. He attended the 
University of Cincinnati and 
Chase College. 


Chambersburg Engineering 
Company, Chambersburg, Pa. has 


Robert W. Young 


named Robert W. Young purchas- 
ing agent. He succeeds W. Hastie 
Derbyshire who has retired. 


The Colorado Fuel and Iron 
Corporation, New York, N. Y. 
has announced the following ap- 
pointments: 

Leonard C. Rose has been elect- 
ed an executive vice president 


Leonard C. Rose Fordyce Coburn 
and Fordyce Coburn has been 


made director of purchases. Mr. 
Rose had been serving as director 
of purchases since 1947. Mr. Co- 
burn had been district manager 
of the Birdsboro, Pa. and Whar- 
ton, N. J. operations of the corpo- 
ration. 


Beardsley & Piper Division, 
Pettibone Mulliken Corporation, 
Chicago, Ill., has named John R. 
Noreen as manager of purchasing. 
Mr. Noreen was formerly purchas- 
ing agent for the Jones Machinery 
Division of Hewitt-Robbins In- 


John R. Noreen 
corporated, Chicago. Previous to 
that he was purchasing agent for 
the Cory Corp. Chicago. Mr. 
Noreen has a B. S. from the Uni- 
versity of Detroit and did post- 
graduate work at the University 
of Wisconsin. He is a member of 
the Chicago Purchasing Agents 
Association. 
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“Lunchtime — 


and he wants polymers, 


by noon tomorrow!” 


Simple Solution: call Firestone 
We can deliver standard production polymers in 24 hours or less 


All it takes is a phone call to Firestone to get one- 
day polymer deliveries, whether you order 10 bales 
or 10 carloads of FR-S® synthetic rubber. Wher- 
ever practical, Firestone locates and stocks ware- 
houses with the industry’s most complete polymer 
line, packaged for all production purposes. And 
Firestone has provided for immediate dispatch of 
cars or trucks which are ready to roll at all hours, 
day and night. Bank on Firestone’s fast deliveries 
to keep inventories low, help cut storage costs. And 
bank on Firestone Technical Service for solutions 
to problems you get from your engineers. For the 


location of the Firestone warehouse near you, con- 
tact Firestone Synthetic Rubber & Latex Co., 
Dept. 3-8, Akron 1, Ohio. 


Firestone’s Diene rubber plant is in full commercial production. 


—- 


SYNTHETIC RUBBER & LATEX CO. 
AKRON 1, OHIO fi by ifr 
MAKING THE BEST TODAY STILL BETTER TOMORROW ip car 
Copyright 1961, The Firestone Tire & Rubber Company ym 
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hoover quality ball 


SPECIALS 


Hoover, America’s leading producer of balls, @ PLATED BALLS for ornamentation, identification, chemical resistance 


announces the availability of five important and many other uses. Available with copper nickel plate, copper flashed 


, chrome flashed, chrome plate and black oxide surfaces 
types of metal balls to serve the requirements 


of highly specialized applications. Advanced @ DRILLED BALLS used in universal joints, water faucets, valves, 
f. ie ° ra — . ornamentation and other applications. Hole size and tolerances are 

manufacturing techniques and rigid quality dependent upon the material. 
control methods are employed to meet Hoover 

uality standard , the highest i . : @ POWDERED METAL BALLS made from various materials fill re 
Quality stan . e highest in the industry quirements for modified ball shapes at minimum cost. These balls are 
In addition to the special balls presented here, finished to customer specifications. 
Hoover produces balls in chrome steel, carbon @ SEMI FINISHED BALLS of hardened chrome steel or non-hardened 
steel, stainless steel, brass, bronze, monel and low-carbon steel for low cost applications. They offer sound metallurgical 
other materials in a wide range of standard properties for applications requiring loose tolerances at low running 
P speeds. 
sizes and grades. Two complete Hoover ball 
manufacturing plants provide ample capacity 4 @ HIGH PERFORMANCE BALLS made from vacuum melted 52100 


to handle even the largest orders. For complete bearing steels; tool steels of M-2, M-10 and M-50; stainless steels of 


‘ ‘ 3 316, 329 and 410. For elevated temperature, fatigue resistance and 
information, mail the coupon. corrosion resistance. 


Hoover Ball Division 

Hoover Ball and Bearing Company, 

Box 381, Middletown, Ohio 

Please send information on Hoover Quality Balls 


hoover & 


BALL DIVISION 
P. O. Box 381, Middletown, Ohio 
hoover ball and bearing company 


Nome 





Title. 
Comp 


Address. 
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Carbon building up in your compressors? Here’s why one 
of the many Sun Solnus oils can be your answer. The valve on the 
left is from a three-stage Norwalk horizontal-type compressor 
after 3,000 hours operation with a well-known high grade oil. At 


the right is the same valve after being torn down and examined 
after a 3,000 hour run with a Sun Solnus oil. Note the difference 
in carbon deposits! Solnus oils form very little carbon . . . and what 
does form is so soft and fluffy it can be blown away. 


somewhere in your plant... 


A SUNOCO PRODUCT GAN 
STOP TROUBLE, GUT COST! 


The reason is as simple as this. There are over 400 

Sunoco petroleum products for industry. Each has 

the properties needed to do its job right. Each is 

job-fitted by men who know what they are doing. 

And each is backed by the service you have a right 

to expect. The examples on these pages will give 

you an idea of what we mean by Sunoco quality 

° . . and how quickly that quality can pay off in 
(Quality your applications. Call your Sunoco representative 


THE BEST ECONOMY OF ALL 


today for a hand on any problem with any 


petroleum product you are using. Or write to: 


SUN OIL COMPANY, PHILADELPHIA 3, PA., DEPT. PG-7 
In Canada: Sun Oil Company Limited, Toronto and Montreal 
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Hydraulic oils chewing up your O-rings, packings? The 
O-ring on the left was soaked in a Sun Solnus oil for 70 hours at 
300F and is still as pliable as when new. The O-ring at the right 
was soaked in another hydraulic oil for equal time. It snapped 


Slip-stick table motion ruining fine work pieces? These are 
magnified oscillogram patterns of slip-stick table motion. The 
jagged pattern on the left resulted when regular way oil was used 
on the ways; the straight line on the right, when Sunoco Way 


Hydraulic lines gunked up? The fouled 
cleaned out in no time when a Sunvis 700 hydraulic oil was used 
in the system! These oils are especially made to keep contami- 
nants in suspension, flush them away to the filters while trans- 
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like a match stick when flexed, for many hydraulic oils extract 
plasticizers from seals turning them brittle, creating leakage, 
replacement problems. Besides keeping rings flexible, Solnus oil 
restores pliability to unbroken rings already in service. 


Lubricant was used under identical operating conditions. Here is 
graphic evidence of how effectively you can stop slip-stick table 
motion, protect the ways, get better surface finishes, and cut 
production losses with job-fitted Sunoco Way Lubricant. 


mitting power. They are so effective that a single charge of a 
Sunvis 700 oil can keep even a continuously contaminated system 
vunning smoothly for months, often years. Check your Sunoco 
representative for a job-fitted Sunvis oil for your systems. 





“Riegel 


SUPERLEAVING 


PAPER... 


Soft as a kitten 
for polished metals 


wy 


‘ 
aah rs 
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Highly polished metals like stainless 
steel are easily scratched by dirt par- 
ticles. To protect the surface many 
industrial plants now use Riegel’s 
SUPERLEAVING, a special light- 
weight interleaving paper made with 
unusual freedom from lint, lumps, dirt 
and shives., It has high tear and tensile 
strength, as well as neutral pH. Chlo- 
rides and reducible sulphur, which 
may cause corrosion, are closely 
controlled. 


This is another of Riegel’s 600 spe- 
cialty papers and laminations now 
serving industry in products, in pro- 
duction, in packaging. If you have a 
problem or a requirement that paper 
may solve, write Riegel. 


os SEND FOR SAMPLES = 
Riegel Paper Corporation 
Box 250, New York 16, New York 


Send complete data on 
SUPERLEAVING to: 








Address 
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FO F3 -“‘tilosoty of buying” 





Do PEOPLE in Atlanta have 
more headaches than people in 
other cities? Could be, according 


| to Ernest J. Brewer, city P.A., 


who has issued another of his im- 
pressive annual reports to the city 
fathers and to the public. 

Ernie’s department purchased 
110,000 aspirin tablets in 1959, 
according to the report, and 195,- 
000 in 1960. Sure somebody hasn’t 
got your aspirin EOQ all screwed 
up, Ernie? 

Along with the aspirin, the At- 
‘anta purchasing group also pur- 


Zz chased a number of other items 


they never told us about in the 
Harvard Business School, to wit: 

Two copies of the song “The 
Other Side of Jordan;” one book 
of “War Whoops and Medicine 
Songs;” 18 jail keys; 53 police 
revolvers; 400 pounds of dyna- 
mite; 25 pounds of catnip; 2 play- 
pens; 2 electric bottle warmers; 
1 gallon of mystery oil; 339 mules; 
2500 pounds of monkey chow; 85 
tons of common, Timothy, and 
Bermuda hay; 20 pounds of worm 
seed; 4 barber chairs and a bar- 
ber pole; and 50 pounds of fly bait. 

Many emergency requisitions 
were handled but the outstanding 
one (at least from one person’s 
point of view) called for the re- 
moval of a set of handcuffs from 





a prisoner after the cops had lost 
the key. Ernie referred the job to 
an appropriate buyer who nego- 
tiated with a specialty vendor and 
got the job done for $5. 


Te ADVERTISING and pub- 
lic relations fraternity are quite 
hep on value analysis as a selling 
tool, but some of them certainly 
could do with a little of it in their 
internal operations. A press re- 
lease and photograph came in here 
the other day with not one heavy 
cardboard insert (which would 
have been more than adequate 
protection) but four. With re- 
lease, envelope, and one insert, 
the mailing would have weighed 
2 ounces and taken 8 cents in 
postage. Actually, it weighed 5 
ounces, took 20 cents in postage. 


Businessmen talk a lot about 
human relations but often ignore 
them completely when dealing 
with prospective employees. One 
of our readers points out that very 
few employers even acknowledge 
letters they receive in answer to 


. and now for a list of mersonal purchases I’ve made this month.” 
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advertisements they place in em- 
ployment columns of newspapers 
and magazines. 

“It is very disconcerting,” our 
correspondent writes, “to answer 
ads and not even get an acknowl- 
edgment. Any kind of an answer 
would be preferable to no answer 
at all.” With his letter was a clip- 
ping from the employment page 
of Chemical Week, asking em- 
ployers to acknowledge every ap- 
plication, “even if you only re- 
turn the letters of unsuccessful 
applicants to them marked ‘Posi- 
tion filled, thank you’.” 

We concur wholeheartedly. And 
we were happy to get acknowl- 
edgment ourselves from an em- 
ployer who had numerous returns 
from an ad run in our Employ- 
ment Service section a couple of 
issues ago, indicating we would 
be notified when the position was 
filled. 


Gs FLASH! Some suppliers 
are being specially trained (we 
won’t call it guerrilla training for 
fear of being misunderstood) to 
put over price increases without 
alienating buyers, according to 
T. K. in the May 1961 issue of 
Dun’s Review and Modern In- 
dustry. 

T. K. quotes Stern & Co., a 
Philadelphia printing firm, as ad- 
vocating the following approaches 
for “justifying price increases 
while keeping customers happy:” 

(1) Time the price rise care- 
fully. Don’t, for instance, an- 
nounce a boost right after an 
earnings statement that glowingly 
describes a new profit high. 

(2) If possible, try to delay 
small price increases so that all 
can be made at one time—and 
only once a year at that. 

(3) Explain, but don’t apologize 
for the increase. 

(4) If the increase is minor, 
put it through and forget about 
it. Even when dealing with a ma- 
jor increase, don’t make an issue 
of it with salesmen. Emphasize, 
instead, that price hikes are al- 
ways put through for sound rea- 
sons. 

All right men! Prepare to repel 
all boarders! 
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HUBBELL FASTENERS PASS INSPECTION 


At 7 QUALITY CONTROL STATIONS 


When a shipment of Hubbell fasteners leaves our Hubbell 
plant, everything humanly possible has been done to make 
those fasteners perfect in every respect. Here are the seven 
quality control stations that make every Hubbell fastener 
a finished precision product. 


1. Raw materialsinspected, dimensions 4. Thread rolling operation precision 
checked, alloys tested. checked for accuracy and fasteners 


7 lenil- 4 A 





2. Cold heading of blanks tested for 
material, quality and size accuracy. 5. Secondary operations checked for 
Blanks are tumbled te remove burrs dimensional accuracy and workman- 
and ch ically 1 d ship. Again h i Illy 1 d 











Plating operati checked to in- 
sure compliance with required 
specifications. 


After slotting, blanks are inspected 

for quality of cut and depth and 

width of slot; also for dimensional 

accuracy. Fasteners are again tum- Orders inspected for quality and 

bled to remove slotting burrs and cleanliness prior to shipment to be 

chemically cleaned. sure no foreign matter is included 
that might jam automatic feeds. 
Sturdy, weatherproof containers 
sealed for shipment. 


This quality can be your greatest production economy. For 
standards or specials, call Bridgeport, EDison 3-1181. 


HARVEY HUBBELL, INCORPORATED 
Machine Screw Department, Bridgeport 2, Connecticut 


See the’Hubbell Fastener Catalog in Sweet's Product Design File 7/Hu. 





The single, most important advance in the whole history of disposable tooling 





Just 3 parts (not includ- 
ing insert) means miri- 
mum parts inventory, 
greatly reduced possi- 
bility of part failure, 


5 
much less downtime, 
lower costs. 
j 
ae 





Streamlined silhouette 
because “clubheads,” 
clamps, screws are 
eliminated. 


15 styles, 124 sizes for triangular and square 
inserts. Shank sizes from 2” square (replace 
your brazed tooling) to 2” square. 


Elimination of insert pocket results in larger 
end-cutting angle. Can be used on many 
tracer applications. 


— oe 
Minimum overhang of - aan 
Carb-O-Lock reduces . — 


space requirements for —s et 


locking mechanism. 


Insert changing and indexing is a breeze. 
Turn wrench to unlock, replace or index insert, 
then turn wrench to relock. 











This is the 
shape of the 


sixties 


New Carb-O-Lock toolholder-insert 
combination cuts tool costs up to 40%! 


Save 30% and more when you buy it . . . 40°%, and more 


when you use it. The key to the new Carb-O-Lock: 
Simplicity ! 


Think of it! Now you can cut your disposable tooling 
costs by up to 40%! You save and keep on saving, 
because savings are designed right into the new Carb-O- 
Lock toolholder-insert combination. 

Truly unique in toolholder design, the Carb-O-Lock 
employs just three parts (not including insert)— 
compared with up to 12 parts in other toolholders. 
Using a cam-action locking principle, the Carb-O-Lock 
toolholder makes insert changing and indexing easy as 
one, two, three! And the streamlined design of this 
revolutionary toolholder lets you bring it closer to the 
work, with unrestricted chip flow. 

Carb-O-Lock toolholders are available right now in 
toolholder shank sizes from 14” square to 2” square for 
square inserts and 14” to 114” on toolholders for tri- 
angular inserts. The specially processed disposable 
inserts have been developed in Carboloy® Grade 883 for 
machining cast iron as well as many operations on high- 


temperature alloys, type 300 stainless steel, brass, 
and bronze. 

They are held to tolerances of +.002” on 14" LC. to 
+.004” on the 1” square and they cost 40% less than 
some precision-ground (+.001”) inserts. 

These inserts have cutting edges composed of whole 
carbide crystals which are stress free, and notch free 
like Carboloy Pre-Honed inserts. And, to make your 
changeover easier, Carb-O-Lock inserts are designed to 
fit most square or triangular negative rake toolholders 
you may now be using. 

Carb-O-Lock inserts come skin-packed on a file- 
drawer size, color-coded card for easier inventorying, 
faster identification. 

See just how this brand new toolholder-insert com- 
bination can bring better profits through better tooling 
in your metalcutting operation. Phone your Authorized 
Carboloy Distributor and place your order for the 
Carb-O-Lock toolholder-insert combination. 

Great! . . . revolutionary! 

Metallurgical Products Department of General Electric 
Company, 11143 E. 8 Mile Road, Detroit 32, Michigan. 


METALLURGICAL PRODUCTS DEPARTMENT 


CARBOLOY. 


CEMENTED CARBIDES 


GENERAL @@) ELECTRIC 


CARBOLOY® CEMENTED CARBIDES «© MAN-MADE DIAMOND © MAGNETIC MATERIALS © THERMISTORS © THYRITE® © VACUUM-MELTED ALLOYS 
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Chock these reasons why 
Ohio Drown- Welded is your best buy 


OHIO is your most complete source for drawn-welded 
tubing—from %” to 7%’’OD, from .028 to .344 wall thickness. 


OHIO has the most modern welded tube mills in operation 
today, backed up with 25 years of experience in the 
production of quality welded steel tubing. 


OHIO DRAWN-WELDED is a guaranteed product 
of Ohio Seamless Tube, SHELBY, OHIO, U. S. A., 
capital of steel tube production since 1890. 


At OHIO, welded and seamless tube production is 
integrated. The same practices, craftsmanship and facilities are 
employed to complete the processing of drawn-welded 
as we use on our seamless product, which is 
world-famous for its reliability. 


Check OHIO DRAWN-WELDED on your next tubing 
order for economy, dimensional accuracy, super finish, 
strength. You'll see why it’s the best buy. 


Representatives in principal cities. Check: THOMAS’, 
MacRAE’S, CONOVER-MAST, FRASER’S, SWEET’S FILE. 





Division of Copperweld Steel Company * SHELBY, OHIO 


Seamiess and Electric Resistance Welded Stee! Tubing © Fabricating and Forging 
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KOPPERS|| PRODUCTS AND IDEAS THAT CAN PAY OFF FOR YOU 


Ww 


New sound isolation rooms help in 


diagnosing and evaluating children’s hea 


An important first step in speech therapy is an accurate test of 
the patient’s hearing—a test that must be conducted in almost 
absolute silence. Here in two new Koppers Audiometric Rooms, 
you see an accurate hearing test conducted at THE COOPER 
HosPITAL HEARING & SPEECH CENTER, a project supported by 
the Lions Club of Camden, New Jersey, and South Jersey citi- 
zen committees. Both the room in which the boy is sitting and 
the one which houses the recording instruments and the audi- 
ologist are made from SOUNDMETAL® Panels. These panels 
stifle outside noise so effectively you can use Audiometric 
Rooms to make hearing tests in a busy foundry shop. 











ng 


Koppers Audiometric Rooms, designed with modular panels, 
are completely ventilated and roomy enough to avoid psycho- 
logical discomfort. The panels can be assembled or disassem- 
bled in a few hours and the room moved to various testing sites 
or enlarged for group therapy. These sound isolation rooms are 
designed to meet the environmental requirements established 
by the American Academy of Ophthalmology and Otolaryn- 
gology, and they’re used by The Armed Forces, hospitals and 
research centers. Industry is finding them valuable because of 
the growing need for pre-employment physicals to meet insur- 
ance and legal requirements. Check the coupon for details. 








Waterproof adhesives permit 
greater flexibility in church design 


Two of the four main wood arches that support the roof 
of the St. Bernard’s Catholic Church in Middleton, Wis- 
consin, are on the outside of the church, exposed to the 
elements. But the massive timbers won’t lose their struc- 
tural strength because they’re laminated with PEWACco- 
LITE” Resorcinol Adhesives—a 100% waterproof glue 
that makes a bond as strong as the wood itself. PENACo- 
LITE adhesives never weaken with exposure to weather, 
water, strain or age. They're so strong and waterproof 
they’re even used to bond wooden hulls of boats. The 
arches of this church were fabricated by Unit Struc- 
TURES, INC., of Peshtigo, Wisconsin. Check coupon for 
information on permanent waterproof wood lamination. 


Moisture-proof new homes for +20 


For an extra $15.00 or $20.00, Chicago builder Harold 
Smit completely waterproofs the homes he builds. He 
installs DURETHENE®, a tough plastic film, underneath 
basement slabs, in crawl spaces, around foundations, and 
even between sub-floors and finished floors. It prevents 
leaks in foundations or seepage through walls. Moisture 
can’t get in to peel paint, decay untreated lumber, crack 
or spall concrete, warp or damage wood floors. DurRE- 
THENE polyethylene film comes in rolls up to 40 feet wide 
and 100 feet long. One wall can be fitted in only fifteen 
minutes. Many builders are installing this permanent 
moisture barrier because it’s a valuable extra that helps 
sell homes and increase buyer satisfaction. Check the 
coupon for complete information. 


Plastic kick panels that look like 
leather, wear like steel 


The side cowl panels on 1961 Fords, Falcons, Mercurys, 
Comets and Thunderbirds are made from SuPER DYLAN® 
high-density polyethylene—one of the plastics that’s 
revolutionizing automotive design. The plastic panels 
have replaced painted hardboard. They have a leather- 
like finish that won’t chip, crack, peel, or warp. The 
SuPpER DYLAN panels are unaffected by temperature 
changes and they wipe clean instantly. They have a beaded 
edge that eliminates expensive fabric trim needed around 
the hardboard panels. Investigate SupER DyLAN for any 
tough assignment. It molds to any size or shape, any color. 
Check the coupon for complete information. 


Divisions: Chemicals & Dyestuffs 
ities Engineering & Construction * Gas & Coke 
oe Metal Products » Plastics » Tar Products 
Wood Preserving « Internationai 


PUT THESE IDEAS TO USE NOW! 


To: Fred C. Foy, Chairman 
Koppers Company, Inc., Room 1429 
Koppers Building 
Pittsburgh 19, Pa. 
Please send additional information about: 
] Audiometric Rooms 
C) PENACOLITE® Adhesives 
] DURETHENE® film 
[] SUPER DYLANG® polyethylene 


Name 
Company 
Job Title 


Address 
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when Time means Money ... 
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you can depend on 


For small runs, military prototypes, production emergencies or for 
hurry-up design and engineering projects . . . you can get Coldite 
70+ Resistors in short order. 

Coldite 70+ are today’s best-looking resistors—and every bit 
as good as they look. Exclusive solder-coated leads stay tarnish 


free for fastest soldering. Performance exceeds latest MIL-R-11 


» off ) U 
Colohife 70+ 
requirements . . . gives extra dividends in load life and moisture 
te Ge 


resistance characteristics. They’re available in 2-watt (RC-42), Gc 


1-watt (RC-32), and 1%2-watt (RC-20) sizes . . . in all standard R E Ss ‘ Eon T re) R S 


values and tolerances .. . direct from distributors’ stocks. 


Db COM P.O Sit tO'N 


Get them in 24 hours or less 
... from these Leading Distributors! 


ALABAMA—8IRMINGHAM 
MG Electronics & Equipment Co. 
CALIFORNIA 
GLENDALE--R. V. Weatherford Co. 
LONG BEACH—Deans Electronics 
LOS ANGELES—H. G. Rising 
OAKLAND—4rill Electronics 
PASADENA——Wesco Electronics 
SAN DIEGO—Radio Parts Co. 
VAN NUYS-—Tranco 


ORADO 
DENVER—Denver Electronics Supply Co. 


CONNECTICUT 
WATERBURY—Bond Radio Supply Co., Inc. 


DISTRICT OF COLUMBIA 


WASHINGTON—Electronic Wholesalers, inc. 


FLORIDA 
TAMPA—Thurow Electronics, Inc. 
WEST PALM BEACH—Goddard Distrib., Inc. 


INDIANA 
INDIANAPOLIS—Radio Distributing Co. 


KANSAS 
WICHITA—Interstate Electronic Supply Corp. 


KENTUCKY 
LOVISVILLE—?. 1. Burks Co., Inc. 


MARYLAND 
BALTIMORE—Kann-Ellert Electronics, Inc. 
MASSACHUSETTS 
BOSTON—Cramer Electronics Inc. 
Sager Electrical Supply 


N. WILBRAHAM—1Industrial Components Corp. 


MICHIGAN 

BATTLE CREEK—Electronic Supply Corp. 
MISSOURI 

ST. LOUIS—Interstate Supply Co. 
NEW JERSEY 


MOUNTAINSIDE—Federated Purchaser Inc. 


NEW YORK 
BROOKLYN—Electronic Equip t Co., Inc. 
Quad Electronics Inc. 
NEW YORK—Electronics Center Inc. 
Harrison Radio Corp. 
Harvey Radio Co. 
Milo Electronics Corp. 





Sun Radio & Electronics Co., Inc. 


SYRACUSE—Morris Electronics of Syracuse 
WHITE PLAINS—Westchester Electronic 
Supply Co., Inc. 


NORTH CAROLINA 
WINSTON-SALEM—Dalton-Hege Inc. 


10 

CINCINNATI—Herrlinger Distributing Co. 
CLEVELAND—Pioneer Electronic Supply Co. 
COLUMBUS—Hughes-Peters, Inc. 


OREGON 
PORTLAND—tou Johnson Co., Inc. 


PENNSYLVANIA 
PHILADELPHIA—Almo Radio Co. 
SCRANTON—Fred P. Pursell 


TEXAS 

DALLAS—Wholesale Electronic Supply 
VIRGINIA 

ROANOKE—Peoples Radio & TV Supply Co. 
WASHINGTON 

SEATTLE—C & G Electronics Co. 

TACOMA—C & G Electronics Co. 


...and G-C/STACKPOLE, TOO! 


Attractively packaged by G-C Elec- 
tronics for service replacement uses, 
Coldite 70* Resistors are also avail- 
able through over 800 G-C distributors. 
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Calendar of Coming Events 








AUGUST 


SEPTEMBER 



































July 18-20. Western Plant Main- 
tenance and Engineering 
Show: Pan Pacific Audito- 
rium, Los Angeles, Calif. 


July 25-Aug. 10. Chicago Inter- 
national Trade Fair, Mc- 
Cormick Place Exposition 
Center, Chicago, Ill. 


July 30-Aug. 2. Institute of Sur- 
plus Dealers: 16th Trade 
Show, New York Trade 
Show Building, New York, 
N.Y. 


Aug. 16-19. Society of Automo- 
tive Engineers: National 
West Coast Meeting, Sher- 
aton Hotel, Portland, Ore. 


Aug. 28-Sept. 1. American So- 
ciety of Mechanical Engi- 
neers: Second International 
Heating Conference, Uni- 
versity of Colorado, Boul- 
der, Colo. 


Sept. 11-15. Instrument Society 
of America: 16th Annual 
Meeting, Fall Conference 
& Exhibition, Los Angeles, 
Calif. 


Sept. 12-14. Plant Engineering 
& Maintenance: 3rd South- 
eastern Show, Greensboro 
Memorial Coliseum, Greens- 
boro, N. C. 


Sept. 14-15. American Society 
of Mechanical Engineers 
and American Institute of 
Electrical Engineers: Engi- 
neering Management Con- 
ference, Hotel Roosevelt, 
New York, N.Y. 


Sept. 21-22. Missouri Valley 
Electric Association: Pur- 
chasing & Stores Commit- 
tee, Sheraton Jefferson 
Hotel, St. Louis, Mo. 


Sept. 25-26. Steel Founders’ So- 
ciety of America: Fall 
Meeting, The Homestead, 
Hot Springs, Va. 


Sept. 25-28. American Welding 
Society: Fall Meeting, Adol- 
phus Hotel, Dallas, Texas. 


Sept. 26-28. Institute of Sanita- 
tion Management: Sanita- 
tion Maintenance Show, 
Hotel Sheraton, Philadel- 
phia, Pa. 


Sept. 27-28. American Die Cast- 
ing Institute: Annual Meet- 
ing, Edgewater Beach Hotel, 
Chicago, IIl. 


Sept. 28-29. American Produc- 
tion and Inventory Control 
Society: 4th Annual Nation- 
al Conference & Technical 
Exhibit, Pick Congress 
Hotel, Chicago, Ill. 


2-6. National Hardware 
Show, McCormick Place, 
Chicago, IIl. 


*t. 9-11. National Electronics 
Conference, International 
Amphitheatre, Chicago, IIl. 


*t. 10-12. American Standards 
Association: 12th National 
Conference on Standards, 
Rice Hotel, Houston, Tex. 





SUBSCRIPTION CORRESPONDENCE AND CHANGE OF ADDRESS: Write to Circulation 
Department, PURCHASING Magazine, 205 East 42nd Street, New York 17, N. Y. 
Please give title and company affiliation in all correspondence. Notify us promptly 

Be sure to give old as well as new address; include 


of any change of address. 
postal zone number, and new compan 


allow 5 weeks. for change to become effect 


name and title. Enclose address label from 
@ recent issve, if possible. Since mai a are addressed in advance, please 
‘ective. 











Juty 17, 1961 


“This chart survey 
Saved us work, 
time and money!” 


“T used to order recording charts 
as frequently as we needed them. 
But not now. This simple survey 
helped me place a single long- 
term order for GC charts with 
automatic deliveries spaced to our 
requirements.” 


You, too, can stop fussing with lots 
of little orders, for lots of different 
recording charts, from lots of differ- 
ent suppliers. Send for a GC Chart 
Survey Form. Merely list chart 
numbers and the quantity you use. 
Return your completed Survey to 
GC and they will send you free 
chart samples for your engineers 
to check and a firm price for filling 
all your chart requirements. If it 
looks good you can then place one 
order covering several months or 
even a full year. GC will make auto- 
matic deliveries to meet your needs, 


In addition to saving time and 
clerical work, GC charts cost less 
because they are produced in such 
large quantities so efficiently. And 
their quality is guaranteed by GC, 
the world’s largest recording chart 
specialists. 


Start saving—and get quality and 
service. Write today for your chart 
survey forms. 


&E RECORDING 
CHARTS 


DISTRIBUTED BY: 
TECHNICAL SALES 
CORPORATION 


189 Van Rensselaer St., Buffalo 10, N. Y. 
A SUBSIDIARY OF: 
GRAPHIC CONTROLS CORPORATION 
Buffalo 10, New York 
For More Facts Write No. 196 
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ANOTHER REASON FOR CHOOSING | 
OWENS-ILLINOIS CORRUGATED BOXES 















FROM ONE PIECE OF CORRUGATED BOARD.. 








r et cae 
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COMES THIS CARTON— COMPLETE WITH SEPARATOR PADS 





Ry ET OWEN HF GE IEUT | 


iL How Owens-Illinois corrugated boxes 
aon cut handling costs °50,000 


MR. STRONGBOX Design engineers at Owens-Illinois have developed a new corrugated box 
which saved $50,000 in handling costs the first year for a manufacturer of 
electrical equipment. The entire box—separator pads included—is made from 


LOCALIZED SERVICE FROM: 


Atlanta, Ga. Long Island City, N. Y. 
Aurora, Ind. Los Angeles, Calif.* one piece of corrugated board. 
Bradford, Pa. Madison, Ill. ‘ 
Bristol, Pa. Memphis, Tenn. This customer formerly used a multi-piece box. Our single-piece construc- 
ae eel omega _ tion simplified inventory, speeded up box assembly and packing which 
Detroit, Mich. Milwaukee, Wis. resulted in the above savings. We may be able to do the same for you 
Flint, Mich. Minneapolis, Minn. : ? ‘ : 
Jacksonville, Fla. Newark, N. J. 
Kansas City, Mo. Oakland, Calif.* 
Salisbury, N. C. PAPER PRODUCTS DIVISION Owens-ILLINOIS 

*These plants are operated by 

National Container Corporation of FORMERLY NATIONAL CONTAINER GENERAL OFFICES - TOLEDO 1, OHIO 


California, subsidiary of Owens-Illinois. 
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Pointers 


VALUE ANALYSIS BELONGS IN PURCHASING—As value analysis catches or, those 
who can't beat it will try to join it—then claimit's in their 
jurisdictior. You can strengthen your own claim that value 
analysis belongs in purchasing with these four points: (1) pur- 
chasing is by rature the most cost-conscious function in a busi- 
ness; (2)purchasing is experienced, through years of nego- 
tiation and buying, in the kind of cost analysis needed in 
value analysis; (3) purchasing has the widest contacts with 
suppliers and therefore with new ideas; (4) purchasing is ina 
strategic position to know the needs of all company departments. 





INVENTORY ALWAYS HIGH?—One reason stock levels stay high is that stock 
clerks, requisition writers, and buyers all add lead time 
when orderirg replacements. The way out is to let purchasing 
alone determine lead time. Ask the inventory department to note 
on each requisition the run-out date, the approximate time 
stock will be used up based on current usage. Besides pinpointing 


resporsibility, the device will give buyers and expediters a 
realistic goal. 





ANOTHER USE FOR BLANKET ORDERS—Phil Shire, P.A. for the Chilton Company, 
has an interesting application for blanket ordering of standard 
items used in several locatiors. Shire's office issues a 
blanket order for business cards for each publication and 
department in the company. They order direct from the supplier, 
using a special form. One person on the publication or in the 


department handles card requests from both local people and 
branch offices. 





OFFER SUPPLIERS BUYING TALENT—Many of the delays you experience with 
new or specialty suppliers may be caused by their inefficient 
purchasing. Small suppliers of components and fabrications 
often don't even have organized purchasing departments. If you 
can offer them some help on locating new sources, cutting 
paperwork, expediting, etc., you'll probably get a lot better 
service yourself. And you'll be advancing the cause of good 
purchasing in industry, which in the long run benefits everyone. 





OPEN VS. CLOSED FILES—Do you separate open orders from the closed? 
Unless you frequently have purchases that take more than a year 
to complete, you don't have to. Keep orders in one consolidated 
numerical file and you won't have to look in two places for a 
folder. You'll also use less cabinet space. You can still move 
out the older orders to dead storage once a year. 
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CRANE’S LARGE FAMILY 
OF SMALL STEEL VALVES 


is 


. — <M 
‘ DA 


CRANE 600-POUND STEEL GATE, GLOBE, ANGLE athe 
AND CHECK VALVES—14" TO 2" SIZES— ofhome on 


gathered together for their first family portrait, from thousands of flow con- 
trol assignments in every industry. In forged and cast steel; bolted and union Cc R AN E 
bonnets and caps; outside screw and yoke or inside screw; Exelloy, Stellite*, 
Type 316 Stainless, Monel trims; reduced and full ports; screwed, flanged 
and socket-welding ends—one or more will meet every specific need. All share ein bs ; 
he Crane family trait of superior design, ruggedness and fine craftsmanshi ee eo 
the y pe gn, ruge snip. plumbing + heating 
*Stellite is a registered trademark of Union Carbide Corp. air conditioning 
For complete details contact your Crane Distributor, or write: Crane Co., Dept. M 
industrial Products Group, 4100 So. Kedzie Ave., Chicago 32, Ill. in Canada: Crane, Ltd., 1170 Beaver Hall Square, Montreal. 
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Stop Holding 


The 
Vendor’s Hand 


PURCHASING MAGAZINE 
Juty 17, 1961 


EDITORIAL 





Day IN DAY out, the purchasing agent is confronted with 
the problem of buying what his company needs at the lowest 
price, consistent, as the saying goes, with quality, service and 
delivery. In these cost-conscious days the pressure to get more 
for less is greater than ever. 


Yet, at the same time, we find among purchasing people an 
increasing concern with suppliers’ costs and profits. Comments 
one purchasing V.P.: “We want each supplier to earn a reason- 
able profit from the business we give him.” Another purchasing 
manager remarks: “Vendors’ costs are very definitely our con- 
cern. If a vendor consistently sells at prices below cost, we 
will ultimately be without a supplier.” 


Among defense contractors we note an increasing tendency to 
demand cost breakdowns from suppliers, even when they are 
not required by the military. The avowed purpose is to assure 
the P.A. that the vendor knows what he is quoting on and will 
make a “reasonable profit”. Although the practice may have 
some merit as a protection from vendor ineptitude, there are 
certainly more accurate and dependable ways to determine 
vendor capabilities and to prevent mid-stream price hikes. 


We believe that excessive concern with supplier costs, in 
spite of the noble ethical tone it sets, is essentially against both 
the buyer’s and the seller’s interests. It is questionable on two 
counts. One, because it assumes that cost is a fixed item provid- 
ing some sort of floor for a price, it tends to eliminate price 
considerations prematurely. Two, because it invades a vendor's 
financial privacy, it tends to strain buyer-seller relations. A 
supplier should, in fact, have the right to sell occasionally at 
a price below cost, without having to admit as much to his 
customers or his competitors. 


One director of purchases for a small appliance manufacturer 
who takes a dim view of the fixed-cost theory says: “We don’t 
believe there is a bottom in any price. There is always someone 
who can find a way to produce what you need for less.” 


Value analysis, by exposing the very foundations of cost—the 
design of the part itself and the method by which it is made— 
also brings home this basic economic fact: cost is not fixed 
for long. 


The realization that costs are flexible places the purchasing 
agent in a psychologically favorable position. It enables him 
to put value analysis to work and to encourage the vendor to 
look for better methods, better designs. In doing this, he should 
remember, and his vendors will agree, that the purchasing 
agent’s job is to make the best buy, not to hold his supplier’s hand. 


> 
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How to use 
the 


Learning Curve 


A much overlooked — but extremely 
practical — cost reduction technique that 
every buyer should be familiar with. 


By Victor H. Pooler, Jr., 


Purchasing Agent, 
Carrier Air Conditioning Co. 


T ne LEARNING CURVE is a challenging 
purchasing tool. When applied by the skillful 
negotiator its success is not just theoretical. Case 
studies show that the curve has enabled buyers 
to cut thousands of dollars from the cost of pur- 
chased material. 

The learning curve, or L/C, is a line on a graph. 
It shows two things: (a) that the time required 
to do work will decrease each time it’s done and 
(b) the amount of decrease will be less each time 
a unit is produced. 

Although not yet widely used, the curve has 
been applied in negotiations, make or buy de- 
cisions, pricing, and forecasting direct labor hours 
for new products. It is an accepted tool in many 
industries, including aircraft, electronics, appli- 
ances, and shipbuilding. It is used by the Air 
Force and the Navy. 

The curve is important because it can help 
solve management’s biggest current problem: re- 
ducing costs. Also, it can be an incentive for pro- 
ducing companies to cut costs in line with the 
curve’s predictions. One president confronted 
with facts said, “You’ve got me. If I denied the 
saving were there I’d be admitting we couldn’t 
improve our operations one bit. I know better.” 


In price negotiations with vendors, the learning curve 
principle can be an invaluable aid to the buyer. It 
also helps in working out make-or-buy decisions and in 
forecasting labor hours for new products. 








Thus the curve is a way to ap- 
ply economic pressure to reduce 
costs. It is a means of checking 
the reasonableness of vendors’ 
quotes and can serve to augment 
negotiations to set the “right” 
price. 

The L/C is based on the fact 
that complex operations become 
simple with repetition. Recall the 
first time you made window 
screens. The first took all day, 
the second half a day, and the 
third, two hours. Why? The learn- 
ing curve was working for you 
just as it does for production line 


labor. 
Costs Go Down 


Each time the total quantity of 
units produced is doubled, the 
cumulative average hours re- 
quired to produce the new total 
quantity is a percentage of the 
original average. There are many 
reasons for this change. As quan- 
tity increases the worker requires 
less time to analyze the job be- 
fore starting work and the opera- 
tor’s physical motions become 
more efficient. There is improve- 
ment in operational sequences, 
machine feeds, and so on. Better 
capital equipment may be used: 
tooling is improved; rejections and 
reworks decrease. Management 
controls get better; there is less 
waste and fewer engineering 
changes. As a result, costs go 
down. 


Know-How Helps 


The Stanford Research Insti- 
tute, at the request of the Air 
Force, in 1949 made a statistical 
study of direct labor input of air- 
craft produced in World War II. 
A series of learning curves re- 
sulted, giving average labor hours 
required for categories such as 
fighters and bombers. This study 
paved the way for others in vari- 
ous manufacturing industries. 

An exact curve never occurs 
when actual production records 
are graphed, but generally an 
hyperbolic curve results, appear- 
ing as a straight line on log-log 
graphs (see fig. I). The aircraft 
industry’s rate of learning, be- 
tween doubled quantities, aver- 
ages about 80% of the previous 
time required. To build the 1000th 
B-29 took only 3% of the time 
used to produce the first plane. 

(Turn Page) 
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FIG. 1. 
TWO PLOTS OF A 90% LEARNING CURVE 
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Drawn on linear graph paper, a learning curve is an hyperbola 
(top), a difficult curve to work with. On log-log paper, however, 
it becomes a straight line which is both easy to draw and easy 
to read. 








FIG. 2. TYPICAL LEARNING CURVES 
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An horizontal (100%) learning curve means no learning is 

possible. A 50% curve would mean that when a produuction 

quantity is doubled, the second half is produced at no cost, 

an impossible condition. Useful curves lie in the active area, 


from 70 to 95%. 


FIG. 3. LEARNING CURVE CHART 
BASED ON A 90% LEARNING CURVE 


(1) PLOT POINT “A” ON THE GRAPH FOR KNOWN QUANTITY 
VERSUS PRICE. 


(2) DOUBLE ORIGINAL QUANTITY AND PLOT POINT “B” VERSUS 


90% (OR OTHER %) OF ORIGINAL PRICE. DRAW LINE 
THROUGH “A” AND “B”. 


(3) COMPUTE EXPECTED PRICE FOR ANY QUANTITY — FOLLOW 
EXAMPLE BELOW. 


EXAMPLE: 200 UNITS WERE BOUGHT AT $30 EACH. HOW MUCH 
SHOULD BE PAID FOR A QUANTITY OF 400 UNITS? 


PLOT POINT “A” & “B” (STEP 2 ABOVE). DRAW LINE THROUGH 
“A” & “B”. AT 600 TOTAL QUANTITY (200 ORIGINAL PLUS 400 
NEW ORDER). TRACE VERTICALLY TO L/C LINE AND READ $25 
AT “C” (FOLLOW DOTTED LINE). TOTAL CUMULATIVE AVERAGE 
PRICE IS 600 x 25 = $15,000. OLD ORDER COST WAS 200 x 
30 = $6,000. THEREFORE, NEW ORDER VALUE SHOULD BE 
$15,000 MINUS $6,000 = $9,000. NEW UNIT PRICE IS 9000 ~ 
400 = $22.50 EACH. (WOULD BE $18 ON 80% CURVE). 
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Aircraft production lends itself 
particularly well to L/C applica- 
tion because 75% of the cost is 
in assembly where much learn- 
ing can occur. In heavy industry 
such as machinery manufacturing, 
however, assembly time might be 
one-quarter and machining time 
three-quarters of the total. Here 
learning is much less a factor and 
a 90 or 95% curve would be more 
applicable. 

Figure II shows some of the 
possible curves (straight lines on 
a log-log graph). A 100% curve 
would mean absolutely no im- 
provement possible. This is im- 
probable except for ultimate auto- 
mation. A 50% curve represents 
no cost for the second half of 
doubled production—an impossi- 
bility. The “active area” of the 
curves, from 70 to 95%, covers 
must industries 


Vendor Plots His Own Curve 


One of the biggest obstacles to 
adopting the curve is establishing 
the proper one for a particular 
industry. The box (top right) 
lists curves for different indus- 
tries. Some have been proven, 
others have not and it could take 
years to do so. The more an oper- 
ation is made up of assembly, the 
greater the reduction of labor 
time possible. 

With the appropriate curves 
established, the total hours to pro- 
duce any quantity of units, the 
average hours per unit, and the 
hours to produce any particular 
unit, can be determined. 

For daily reference, a simpli- 
fied L/C chart is useful (see fig. 
III). During negotiation the ven- 
dor should be urged to plot his 
own curve. 


When to Use Learning Curve 


When should the learning curve 
be used? It should be limited to 
the procurement of non-standard 
parts when the dollar volume is 
sufficient to justify the effort. It 
should be used when proprietary 
factors limit competition; when 
tooling is expensive and compli- 
cated; when specialized equip- 
ment, specialized know-how or 
patents are involved; when direct 
labor is a substantial portion of 
the cost. 

Here are some pitfalls to avoid: 
Do not apply the learning curve 
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Learning Curves for Four Industries 


Labor Breakdown 





Industry 


Machining Time 


Assembly Time Curve 





Aircraft 25% 
55% 
60% 


75% 


Engines 


Electrical 


Machinery 


75% 80% 
85% 
90% 


95% 


40% 
25% 


The ratio of machining time to assembly time varies greatly from one 
industry to another. As machining time goes up, the rate of learning 
declines, and the learning curve flattens out. 


to an estimated price thereby 
magnifying errors in the original 
estimate. Do not apply it to stand- 
ard items as if the first article 
purchased were the first produced, 
when actually many similar or 
identical parts have already been 
manufactured. Avoid applying the 
wrong per cent curve for an in- 
dustry, or applying the 80% or 
another popular curve universally 
for simplicity’s sake. 

Confronted with a_ learning 
curve some defensive vendors 
have said, “Sure our labor hours 
go down but look at the 50% of 
purchased material in our prod- 
uct over which we have no con- 


FIG. 


trol.” This is answered by an 
analysis of price. Price is the sum 
of material, labor, and burden, all 
increased the cost of selling and 
general administration (about 
15%) and by profit (assume 
10%), equivalent to multiplying 
by 1.26. 


How It Works 


Let’s look at an example. A first 
run of 5 heat exchangers is priced 
at $100 each. Material is $50, labor 
is $8.80, burden is twice the labor 
cost, S. & G. A. is 15% and profit 
10%. What should you pay for 
10 units? (If you don’t know labor 
cost it can be computed.) Apply 


4. LEARNING CURVE TABLES 


“UNIT VALUES” 


UNIT 70% 75% 


80% 


85% 90% 95% 





1 100.0000 

5 43.6848 
10 30.5792 
15 24.8208 
20 21.4055 
25 19.0835 
30 = 17.3745 
35 16.0496 
40 14.9838 
45 14.1027 
50 13.3584 


100.0000 
51.2745 
38.4559 
32.4996 
28.8419 
26.2907 
24.3747 
22.8641 
21.6314 
20.5995 
19.7180 


100.0000 
59.5637 
47.6510 
41.8199 
38.1208 
35.4784 
33.4559 
31.8362 
30.4966 
29.3619 
28.3827 


100.0000 
68.5671 
58.2821 
52.9965 
49.5398 
47.0145 
45.0471 
43.4480 
42.1088 
40.9618 
39.9623 


100.0000 
78.2987 
70.4688 
66.2568 
63.4219 
61.3068 
59.6311 
58.2501 
57.0797 
56.0669 
55.1761 


100.0000 
88.7720 
84.3334 
81.8406 
80.1167 
78.8046 
77.7485 
76.8667 
76.1109 
75.4504 
74.8644 


Table lists values, accurate to four decimal places, for selected units on six 
learning curves, and may be used in place of the curves. One way to interpret 
the figures is in terms of labor time: if on the 70% curve it takes 100 hours to 
produce unit 1, it would take only 13.3584 hours to produce unit 50. 
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the 95% curve on the labor only, 
using the unit value chart (fig. 
IV) for 10 units in the 95% col- 
umn, a value of 84.33%. 
New price = [50 + (3 $8.80 
< .8433)] x 1.26 = $91.05 each 
A word of caution! Graphing 
vendor quantity discounts will 
sometimes show that the price 
curve is already more advan- 
tageous than if the learning curve 
were applied. Obviously, no L/C 
is then needed. 


Helps Buyers and Vendors 


Not only does the curve help 
buyers understand vendors’ pric- 
ing methods better, but it en- 
courages vendors to volunteer 
such information. A negotiating 
session changing a vendor’s pric- 
ing curve often proves advan- 
tageous to both parties. The seller 
gets a chance to hold on to busi- 
ness he might otherwise lose, and 
the buyer receives a fair price. 

The basic premise that the 
learning curve does occur is dif- 
ficult to refute. At a purchasing 
workshop at Cornell University, 
Dr. Howard T. Lewis said the 
curve is effective because actual 
proof is needed to refute its case 
for lower prices. Defensive data 
must be presented thereby pro- 
viding more data for a correct 
evaluation of the price. 


Cuts Price 35% 


By cooperating, vendors render 
a service to themselves because 
it leads them to make savings 
in manufacturing costs which 
might not otherwise have been 
attempted. In one case a company 
which although unable to save 
much on labor costs became con- 
vinced after studying the L/C 
that the price it paid for a pur- 
chased component was too high. 
The result was a 35% reduction 
from a sub-vendor passed on to 
the buyer, and the business was 
safe from competition. 

Success in using the learning 
curve depends upon the ability 
to convince a supplier that basic 
data is correct and his cost will 
follow the improvement shown 
by the curve. If these costs do 
not drop as expected he won’t 
accept the principle again. The 
L/C is an attack device when the 
price is high. If it doesn’t apply, 
don’t use it. > END 
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How to Pick a Carrier 


By Tom Dillon, 


Associate Editor 


A STUDY BY traffic experts of 
the General Services Administra- 
tion showed that non-traffic per- 
sonnel in government agencies 
were not routing shipments in the 
most efficient way. The problem 
was mainly the result of the dif- 


OsTe ComPiLem, Otcemece |. 1800 
RATE-ROUTING CARD 


Los MOTOR 


Add 65¢ per 100 ibs., or o minimum of $1.50 for pickup ond $1.00 per 100 ibe 
FRONT 


a minimum of $2.00 for delivery 


Handy rate-routing card developed by the General 


Services Administration can be used by industrial 


P.A.’s to solve many traffic problems. 


ficulty in making a choice among 
large number of suppliers and 
‘onfusion in trying to figure out 
complicated freight rate tables. 
To overcome this, GSA traffic 
experts worked out a “Rate-Rout- 
ing Card” which simplifies car- 


commooity 


See reverse. - 


rier selection (See Fig. I). The 
card can be adapted by any pur- 
chasing department and is a real 
aid in reducing freight costs. 
(Along with the Rate-Routing 
Card, the GSA published a “Com- 


parison of Transportation Modes” 


wchane pe shepwens. 
REVERSE 


Fig. I-A sample rate-routing card (both sides shown), cov- 
ering shipments from Washington, D.C. to Chicago. The 
card, which can be adapted by almost any company, goes 
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a long way in solving freight problems—especially carrier 
selection—for organizations without full-fledged traffic 
departments. 
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chart (see Fig. II). As shown, 
this chart briefly describes the va- 
rious types of transportation serv- 
ices that are available). 

The first step in preparing a 
Rate-Routing Card file is to deter- 
mine the origin and destination 
points of regular shipments. Once 
these shipments are identified, a 
Rate-Routing Card should be 
made up for each point of origin. 

The REA Express Scale Num- 
ber, the Air Express Scale Num- 
ber, the Parcel Post Zone Num- 
ber, and the Bus Scale Num- 
ber, shown on the face of the card 
can be obtained from the carriers 
involved. 

The face of the card is lined 
to provide for five pound weight 
brackets from 10 pounds to 100 
pounds. “Minimum charge” data 
is entered under the spaces for 
rail, motor, and freight forwarder 
rates. 


Can Help Any Traffic Dept. 

There is also space on the card 
to enter REA Express, Bus, Parcel 
Post, (both surface and air), Air 
Freight, Air Freight Forwarder, 
and Air Express rates. These rates 
can be obtained from the respec- 
tive carriers. 

The bottom three lines on the 
front side of the card are used to 
indicate whether or not pickup 
and delivery service is available, 
the expected transit time by each 
method of transportation, and a 
reference to route numbers, which 
are described on the reverse side 
of the card. 

The card’s reverse side shows 
rates by motor carrier, rail, and 
freight forwarder, from class 40 
to class 100. Again, the carriers 
are the source for the rates. 

The reverse side of the card 
also has space to list both com- 
modity and “Section 22” rates 
(special low rates for government 
traffic). Route information is also 
included. 

The Rate-Routing Card being 
used by government agencies can 
easily be made the basis for a 
card custom-tailored to each com- 
pany’s needs. Naturally a card of 
this type cannot replace a well- 
staffed traffic department, but it 
will help to take much of the 
guesswork and uncertainty out of 
the transportation problem. 

& END 
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Comparison of 


Mode of 
Transportation 


Air Express 
Division, 


REA Express. 


Air Freight 
(Type A) 


Air Freight 
(Type B) 


Air Freight 


Forwarder 


F reight 
Forwarder 


Description 
of Mode 


Operates via air com- 
mon carriers; includes 
“inside” pickup and deliv- 
ery service of REA 
Express. 


Movement via airlines 
which transport passen- 
gers and freight. Pickup 
and delivery is provided 
at extra cost, 


Movement via freight 
carrying airlines only. 
Pickup and delivery is 


provided at extra cost, 


Provides direct service 
using commercial air- 
lines. Includes pickup 


and delivery. 


Includes p 


state Com 
sion has authorized the 
of other nm 


nerce C 


10odes. 


ents are transported 
luggage space. 
provide pickup 


very 


service, 


Mov 
air or surface modes. 
Bills of 
Although rates inc 


lading not used. 
lude 
delivery only, pi ip is 
r r 
genera!ly provided in 


Federal agencies. 


Pickup and delivery is via 
truck; over the road 
movement is 


rail. 


usually via 


Motor vehicles utilized, 
Includes pickup and 
delivery. 


Rail freight cars utilized, 
Pickup and delivery is 
provided in most sections 
of the country on less-than 
-carload freight. 


Cost 
Comparison 


Frequently costs less 
than other air services 
between 10 and 30 
pounds. 


Up to 2 or 3 times more 
costly than motor and 
rail, Usually cheapest 
air service for 50 
pounds and over, 


Same costas Type A 

and usually is as fast. 
Lower rates available 
on quantity shipments. 


Frequently costs less 
than other air services 
between 30 and 50 
pounds, 


Generally lowest cost 
commercial mode with 
most expeditious over- 
all service under 50 lbs. 
Usually costs more than 
other surface modes 
over 50 lbs. 


Costs generally lower 
than those of REA 
Express and provides 
expeditious service, 


AIR- Usually cheaper 
than air express 
under 10 pounds. 
SURFACE- Always 
cheaper than REA 
Express but not al- 
ways as expeditious, 
BOTH- Minimum 
Charges are not in- 
volved. 


Generally, the cheapest 
way to ship 50 pounds 
In addition 
to cost, transit time 
and service between 
particular origins and 
destinations will be 
prime considerations 

in selecting between 
these modes, 


and over. 


Transportation Modes 


Shippers have no 
choice of airline(s) 
used by the express 
company. 


Carrier may defer 
movement to su 
sequent flights. 


b- 


subsequent fligh 


Provides excellent 
control of shipment 
to destination. Ship- 
per has n 


airlines used, 


9 choice of 


The serv 

alway 
Single-line t 
Goes beyond t 
gate of trucks t 
id 4 


> " 
inside P 


clude 


and delivery service. 


Single packages gen- 
erally limited to 100 
lbs. ver 24in. 
in height, 24in,. in width 
or breadth, & 45 in. 
length, 


and not 


Parcel weight & size (length 
& girth combined) limits 
Weight 
Min. 
(oz. ) 
Air 8 
Surface: 16 


Size 
Max, (In- 
(lbs. ) ches) 
70 10¢ 


20* 
40* 
70* 


7 
100 
* Depends on zone & c! 


ass 
of Post Office. 


Good service between 


selected points, 


Best when single-line 


service is involved, 


Time-in-transit per- 
formance is usually 
longer than via truck 
and freight forwarder. 


Fig. Il—This chart, prepared by the General Services Administration, briefly 
describes the various types of transportation services that are available. 





As manager of purchases for 
the Pittsburgh plant of the 
Alling & Cory Co., Richard E. 
Gibson is responsible for in- 
ventory control and trans- 
portation in addition to pur- 


chasing. 


The Tough Job of 


Buying for Resale 


By John Van de Water, 


Technical Editor 


Pourcuasinc is an especially 
vital job at the Alling & Cory Co. 
It buys everything the company 
sells, plus maintenance supplies, 
trucks, and transportation. Be- 
cause of this you would expect to 
find a large, complex purchasing 
organization. But Richard E. Gib- 
son, manager of purchases for the 
Pittsburgh paper merchant, does 
the job with a staff of only four 
people. With the aid of unusually 
efficient purchasing methods he is 
able to carry the entire buying 
load, keep track of six floors of 
inventory, and hold down the job 
of company traffic manager as 
well. 

Here are some of the short cuts 
Gibson uses to streamline his pur- 
chasing operations: 

® No requisitions are needed 
to order stock material; 

@ Pre-printed worksheets are 
used which only have to have the 
quantities fitted in and can then 
be copied verbatim in typing pur- 
chase orders; 

@ A follow-up system that re- 
quires no purchase order copies; 

@ Full control over the routing 
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of incoming traffic. 

Naturally, there is a lot of 
pressure on purchasing in an in- 
dustrial resale organization such 
as Alling & Cory. Inventories 
must be watched closely, de- 
liveries must be absolutely reli- 
able, quality must be consistent. 


Handle 25-65 Orders Per Day 


Gibson buys over 5000 stock 
items as well as specials made 
to customer specifications. Pur- 
chases include fine papers, print- 
ing paper, and large quantities 
of industrial paper and twine. 
Many items are seasonal, such as 
cut cards and ballot paper at elec- 
tion time, and special Christmas 
wrapping paper. Other items, 
such as newsprint and stationery 
items, round out the business. 

To keep up with the large vol- 
ume of work (from 25 to 65 
orders a day), Gibson depends 
on a simple order system that is 
easy to use and as foolproof as he 
can make it. He has eliminated 
formal requisitions for stocked 
materials. Instead, inventory cards 
do the work of traveling requisi- 


tions. By using centralized inven- 
tory records, one clerk can keep 
track of the entire stock. As a 
clearing house for all sales orders 
that must be filled from inventory, 
the stock desk clerk notes with- 
drawals on the cards, then routes 
the sales orders to the warehouse 
for picking and shipping. When 
an item reaches the order point 
he pulls the card and places it in 
an order file that is sent to pur- 
chasing every day. 

Before placing an order, Gib- 
son checks the inventory of other 
similar items so that he can pick 
up other items that are close to 
the order point. As a result, he 
can build up the size of his order 
and reduce the number of small 
orders that have to be placed. 
For example, if he gets a card 
from the stock clerk for 9” x 12” 
manila envelopes, Gibson pulls 
ecards for all manila envelopes 
and orders any that are pushing 
the lower inventory limits. 

To simplify order writing, Gib- 
son uses the “laundry list” type 
of worksheet. Each list groups 
similar items that are usually 
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purchased from one vendor. All 
Gibson has to do is check off 
the vendor and write in the quan- 
tity per item. All other informa- 
tion—descriptions, vendor names 
and addresses, routing, wrapping 
and packaging instructions—are 
pre-printed on the worksheet. To 
make out the purchase order, 
the typist only has to copy the 
worksheet. 


An Ingenious Idea 


Gibson worked out an ingeni- 
ous method to make the work- 
sheets almost indefinitely reus- 
able. A strip of 3810 Scotch tape 
is placed over the quantity col- 
umn and entries are made on the 
tape with a soft pencil. Once the 
order has been typed the typist 
can easily erase the penciled quan- 
tity entry from the tape. 

For material not carried in 
stock, the procedure is a little 
different. Purchasing gets requisi- 
tions for specials directly from 
the sales department. In most 
cases Gibson has already handled 
a prior inquiry for the same ma- 
terial. As a result he only has 
to refer to his copy of the ac- 
cepted quotation to place the 
order. 


Knows Status of All Orders 


Gibson follows up all orders 
for specials with an effective sys- 
tem. “On inventory orders we 
have plenty of lead time,” he 
reports, “so we rarely have to 
expedite them.” Special orders, 
however, he enters by number 
on a calendar under the due date. 
Orders not tied to a specific de- 
livery date he merely lists under 
the month due. When the invoice 
comes in, he just crosses out the 
order. “In this way,” says Gib- 
son, “I see the status of all orders 
at a glance. I don’t have to leaf 
through a lot of file copies, and it 
takes only a few minutes a day 
to keep up to date.” 

Gibson saves money not only 
by cost-conscious buying and 
simple procedures. He also saves 
by routing incoming shipments 
himself. “We know every mill we 
deal with,” he says, “and which 
truckers and railroads handle 
them, so we make the shipping 
arrangements. It helps a great 
deal in cutting our freight bill.” 

~ END 
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REA Innovations May 
Cut Your Freight Bill 


In a move to increase its traffic volume, REA Express (for- 
merly Railway Express Agency) is putting through two rate- 
making changes which may lower shipping costs. 

The first change involves shipper-loaded small containers. 
REA’s 80-cubic-foot wire mesh containers (equipped with 
casters for easy movement) are left with the shipper, who loads 
them with a maximum 3000 pounds of previously specified 
items. He can pack the containers with any mixture of the 
specified commodities he desires. Charges are on a flat “per 
container” basis, rather than on a weight basis. 

For REA, use of containers reduces paperwork, eliminates 
handling individual pieces, and greatly reduces loss and dam- 
age. Operating cost savings, claims REA, will be passed on to 
the shipper in the form of lower rates. 

The second rate-making innovation is called the “cube rate 
plan.” It involves a new commodity tariff which discards the 
the traditional, weight-distance method of setting rates. In- 
stead it uses a combination of the number of pieces in the 
shipment and the total cubic displacement of the shipment to 
determine the charges. 

The new rate procedure is expected to lower the REA’s 
operating costs by encouraging shippers to reduce both the 
total cubic space each shipment requires and the number 
of pieces that must be handled. With the new rates, the greater 
the weight density and the fewer pieces in the shipment, the 
lower the freight charges. 

At the present time, both of these rate-making innovations 
are being applied on a limited basis. REA Express has indi- 
cated that it will expand this service as shippers interest 
increases. 

Both innovations are another step towards the “cost of serv- 
ice” rather than the “value of service” theory of rate making. 
Now, the customer is given more opportunity to influence his 
freight charges by helping to lower the carrier’s handling 
cost. P.A.’s who think these innovations might apply to their 
shipments should contact REA Express for further informa- 
tion. 


REA Express container, loaded and sealed at vendor's plant, eliminates 
split deliveries and reduces damage from handling. 





By Ted Metaxas, 


Midwestern Editor 


Some MULTI-PLANT com- 
panies function well with decen- 
tralized purchasing, others don’t. 
One leading disciple of the cen- 
tralized kind, however, is B.B. 
Countryman, vice president of 
purchasing for Minnesota Mining 
& Mfg. Co., St. Paul. 

Countryman believes in hold- 
ing his management reins taut. 
But his controls are not calculated 
to make rubber stamps out of 
his staff. In fact, his P.A.’s have 
as much, or more, authority as 
their counterparts in other com- 
panies of similar size. 


P.A.'s Have Big Job 


With the ground rules for 
standardized procedures explicit- 
ly stated in a purchasing manual, 
the 3M purchasing agents are 
given a large sphere of respon- 
sibility and all the authority 
needed to do an across-the-board 
buying job. This involves every- 
thing from helping plan inven- 
tory requirements to checking in- 
voices. Perhaps expediters could 
have been fitted into the 3M staff, 
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3M Sticks With 
Centralization 


After a brief and not too successful encounter with 
decentralized purchasing, Minnesota Mining and 
Vanufacturing worked out a highly effective method 
of controlling all buying from one spot. This gives 
3M the advantages of volume discounts, greater 
standardization, and eliminates work duplication. 


but the principle of relieving the 
P.A. of duties butts against 
Countryman’s belief that the man 
responsible for the job is in the 
best position to fulfill it. 

When Countryman came to 3M, 
he found that buying authority 
had been diffused throughout the 
company. After a first brief at- 
tempt to centralize, he veered 
to decentralized purchasing. How- 
ever, he found that decentraliza- 
tion did not have sufficient ad- 
vantages to compensate for faulty 
communications, unstandardized 
procedures, and disjointed opera- 
tions. 

Countryman finally succeeded 
in integrating his organization. 
Today, 3M purchasing consists of 
12 sections, each headed by a divi- 
sional P.A. or department head. 
While in-plant purchasing agents 
buy local supplies, divisional 
P.A.’s negotiate raw material and 
major contracts for their groups. 
Divisional P.A.’s are members of 
management committees in their 
divisions and Countryman holds 
a seat on the corporate manage- 


ment committee. 

Because of its substantial pur- 
chases, 3M’s Bedford Park (IIl.) 
plant has its own divisional P.A., 
located at the factory but direct- 
ly responsible to the central of- 
fice. All other divisional heads 
are in St. Paul. Recently a su- 
pervisor has been appointed to 
direct four St. Paul M.R.O. pur- 
chasing agents and a special de- 
partment has been set up for 
office supplies and printing. Thus 
the drive for centralization and 
specialization continues. 


Centralization Cuts Costs 


“Centralized control gives us 
the benefit of a single responsi- 
bility to management and the buy- 
ing volume needed for standard- 
ization,’ says Countryman. “We 
control overhead, standardize cn 
the most efficient systems, avoid 
duplicate effort, and have ex- 
cellent communications. Though 
centralization may not be a 
panacea for all companies, it has 
proven itself here.” 

Striving to make his buyers 
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“strong and active,” Countryman 
has thrust responsibility upon 
them while holding them ac- 
countable for performance. To 
make sure that suppliers recognize 
the authority of the men who buy, 
he has given them all the title of 
purchasing agent. There are no 
“buyers” or “assistant P.A.’s” at 


3M. 
3M Has an Excellent Manual 


With the help of his assistant, 
Gar E. Odlaug, Countryman 
makes it clear who is to do what 
and how it’s to be done in a 
purchasing manual. The manual 
has 14 sections that describe broad 
policies, along with details of pro- 
cedures and forms. 

Various chapters cover respon- 
sibilities, organization, policies, 
requisitions, quotations, purchase 
orders, change orders, vendor li- 
ability, emergency and cash buy- 
ing, traffic, invoices, receiving, 
records. 

The manual is thorough and 
succinct. For example, the sec- 
tion on invoices begins: “A pur- 
chasing order is not complete 
until the invoice has been proper- 
ly approved and paid... All ven- 
dor invoices must be carefully 
inspected by the purchasing agent 
involved. This function cannot 
be delegated to anyone else.” 

The manual also states that 
after accounts payable has 
matched an invoice with a pur- 
chase order copy and subsequent 
change orders, it is to send the 
file to the P.A. If accounts pay- 
able has noted any discrepancies, 
it will make the proper notation 
on a discrepancy report request- 
ing the P.A. to check the order. 

Errors of $5 or less are ignored 
at 3M, on the theory that the cost 
of the paperwork involved will 
exceed the amount recovered. 
When the sum is higher, however, 
the P.A. must phone or write the 
vendor, attaching a copy of his 
memo or letter to the discrepancy 
report. 

A 20-man packaging engineer- 
ing and control dept. is also under 
purchasing’s control at 3M. The 
department is headed by a pur- 
chasing man, assisted by an engi- 
neer. Also on the staff are two 
P.A.’s, packaging engineering su- 
pervisors, engineers, inventory 
control supervisors and analysts, 
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and research and laboratory engi- 
neers. The group has to be large 
because 3M uses around 7000 dif- 
ferent types of containers and 
many varieties of labels. Last 
year’s packaging purchases ex- 
ceeded $11 million. 

Based on purchasing and engi- 
neering value analysis, this de- 
partment’s Packaging Program 
for Profit resulted in 21 proposed 
improvements for 1961, which are 
expected to save almost $150,- 
000. 

Evidence that centralization 
pays can be found in purchasing’s 
1960 year-end report. This shows 
that the average purchasing de- 
partment cost per $10,000 in sales 
was $29.06 in 1956, before cen- 
tralization, and $27.81 last year. 
Standardized methods and me- 
chanization have kept down the 
rise in the number of purchasing 
employees despite higher buying 
volume ($250 million in 1960). 

Traveling requisitions are used 
extensively and cover about 25,- 
000 parts. Four years ago, the 


company had only one Flexo- 


writer on duty. Today, four such 
machines prepare about 50% of 
3M’s purchase orders from tape. 


Save on Check Pick-Ups 


To cut costs on local orders, 
3M has created a check pick-up 
system. Here’s how it works: 

It is used only on orders of $30 
and less for local supplier items 
which can be carried by car. 
After the P.A. notes the vendor 
and price on a requisition, the 
form is sent to a clerk who enters 
the date, the P.A.’s initials, requi- 
sition number, and requester’s 
name on a check purchase log. 

Requisitions are forwarded to 
a check pick-up agent who batches 
and schedules them into daily 
routes of two men. These men are 
given checks to cover each pur- 
chase from a supplier. Duplicate 
purchase receipts are obtained by 
the pick-up men, and are used 
to accompany materials and bal- 
ance the agent’s books. Later, 
canceled checks arrive, showing 
that purchases were made. 

Originally, cash was used by 
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POLS Cc) 


Planning for the move of 3M purchasing department to new quarters are 
B. B. Countryman (c.), vice president of purchasing, Chief Purchasing Agent 
H. C. Powell (I.) and G. E. Odlaug, assistant to the vice president, purchasing. 
Complete paperwork automation with the help of computers will be installed 
with the move. Since the computers will be located in purchasing’s old quarters, 
closed-circuit TV will be used to relay data to P.A.’s. 
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PACKAGE ENG AND 
CONT. DEPT. HEAD 


PACKAGE PA 


VICE PRESIDENT —PURCHASING 
8. B. COUNTRYMAN 


NEWARK PA 


3M’s centralized purchasing department consists of 12 sections that report to 
purchasing Vice President B. B. Countryman. Included under purchasing is a 
large packaging section. 


pick-up men. However, Country- 
man switched to checks because 
they are more convenient and 
offer better control. In 1960, 15,- 
480 transactions were handled 
with check pick-ups—an increase 
of around 4500 over the previous 
year. 


Exchange Ideas at Seminar 


As a check on branch plant 
buying, copies of all purchase 
orders issued are sent to St. Paul 
for scrutiny and filing. Reports 
on total purchases made by the 
company, indicating products and 
vendors, are periodically dis- 


Time 


"0. OF PLIES TYPE OF FORM 


PECEI VEO 


RETURN TO FORMS 


Forms are purchased through a traveling 
cially tailored for this product. Last two 
for proof information. 
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tributed to all P.A.’s to help them 
determine which of their buys 
can be entered into a blanket 
order. 

Once each year, St. Paul and 
branch plant P.A.’s hold a three- 
day seminar which stresses buy- 
ing policies, new methods, and 
standardized procedures. 

Now, 3M purchasing is getting 
ready for more extensive paper- 
work automation. The change will 
be made when purchasing moves 
into new quarters in early 1962. 
At that time, packaging inventory 
control, which still is operating 
with a Kardex system, will join 











aS PER SPLES ano 
SPECIFICATIONS SumMITTEO 


CONTROL 


requisition system, with cards spe- 
columns of lower half section are 


raw materials in using computers. 
In the upcoming automation 
system, computers will be fed 
current statistical formulas on in- 
ventory, orders out, future re- 
quirements, etc. With this data, 
the computers will mechanically 
print purchase orders for raw 
materials and packaging. 


Purchasing with TV 


There’s one hitch, however. The 
computers will be located in the 
old purchasing quarters—while 
relocated purchasing will be a 
few miles away. 

Although Countryman and Od- 
laug believe that a separate pur- 
chasing computer is a definite 
possibility for the future, the 
initial problem will be to relay 
information from the present com- 
puters to the purchasing agents 
without losing too much time. To 
cope with this problem, 3M plans 
to experiment with closed circuit 
TV which will make it possible 
for P.A.’s to see purchase orders 
immediately after they are print- 
ed. In this way, P.A.’s will be 
able to select vendors, stagger 
shipments, and make changes 
over an oral communications sys- 
tem. 

Purchasing will have to keep 
coming up with new ideas just to 
stay even at 3M. The company 
is expanding at a fantastic rate, 
and it’s a safe bet that 3M engi- 
neers will continue to develop 
new products that will enable the 
company to maintain its fantastic 
growth rate. END 
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What Kind of Boss Are You? 


Specific tips on how to improve your skills as a manager; 


basic facts about human relations; 


what kind of supervision employees want and respect. 


By Arthur R. Pell, 


Vice President, 
Harper Associates 


7 HE PURCHASING manager, 
whose staff is often small, may 
feel close enough to his assist- 
ants, buyers, and clerks not to 
worry about supervisory rela- 
tions. Only when someone blows 
up, quits, or asks for a transfer 
does it become apparent that 
employee relations have failed. 
Small departments require 
good supervision just as do the 
larger ones. A procurement man- 
ager with the best technical com- 
petence will fail in his job if he 
cannot get work done through 
other people. He must guide, lead 
and inspire his staff. He must 
know how to reach them, obtain 
their respect and cooperation, and 
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create an esprit de corps among 
them. 

To be a good manager of peo- 
ple it is essential to know just 
what people want from their 
jobs. To say, “their salaries,” is 
short changing the human spirit. 
Of course, we work to live, but 
we hope to get a good deal more 
out of our jobs than just our 
wages. 

Psychologists who have studied 
the problem, have shown that 
there are five basic motivating 
factors in a man’s relationship to 
his job: 

Recognition as an individual: 
People are different. Each man 
likes to feel that others recog- 


nize him for his own qualities. A 
boss who thinks of his people as 
cogs in a machine, as interchang- 
able standard parts, misses this 
key factor of human relations. A 
good supervisor gets to know 
all his employees individually— 
how they act and react, what ap- 
peals to them, what annoys them. 
He knows that Joe is highly se- 
curity conscious, and Bill has am- 
bitions to advance himself. He’s 
aware that Mary will cry easily 
and Joan has to be given fre- 
quent encouragement. 

Pride in work: The purchasing 
manager, like most persons in 
management positions, has a good 
deal of pride in his job. He has 
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“If a purchasing manager were running his department 


alone, he could devote all his time to pure 


ing activi- 


ties. Once he has other people in his department, he is 
required to spend more and more time on supervision. 
His success no longer is based solely on his technical 


skills, but on his leadership ability.” 


status. He is considered an im- 
portant part of the company. It is 
his responsibility to instill in the 
people of his department a simi- 
lar pride and a feeling that their 
jobs are important. 

To accomplish this, each new 
member of the purchasing de- 
partment should be given a thor- 
ough orientation on what the 
department does, how it oper- 
ates, its relations to overall com- 
pany activity, and how his own 
job helps the department accom- 
plish its mission. 

Sense of belonging: We hear a 
lot today about security, “togeth- 
erness,’ and the “team spirit.” 
These feelings flow directly from 
pride in one’s job. Men are hap- 
pier and consequently more ef- 
ficient and cooperative when they 
feel part of a group—especially a 
successful and effective group. 
Good managers build team spir- 
it. They do this by keeping ob- 
jectives clearly in front of the 
staff, by letting them know how 
well they are attaining these ob- 
jectives, and by letting them 
know how well each individual 
is contributing. 

Team spirit must have as a 
basic component the feeling of 
job security. A stable organiza- 
tion has much more chance to 
get full cooperation from its peo- 
ple than one where there is al- 
ways fear of lay-off. 

Fair treatment: This involves 
the establishment of policies and 
rules which are reasonable and 
which cover most routine prob- 
lems; the communication of these 
policies to all concerned (one 
cannot expect compliance from 
uninformed people); and the fair 
and impartial application of these 
rules to all employees. 

A man tends to compare his 
treatment with that of others. 
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One who is always prompt dis- 
likes seeing others getting away 
with constant tardiness, shirking, 
laziness. A department head must 
assure equal treatment to all his 
subordinates. People respond 
emotionally — not rationally — 
when their self interest is in 
jeopardy. The desire for fair 
play is deep seated in the emo- 
tional make-up of all men. Fa- 
voritism is the greatest of all de- 
moralizers. It destroys the feel- 
ing of security in others who fear 
their own efforts and worth are 
not being recognized. 


A supervisor, especially of a 
small department where people 
are close and can easily see how 
he treats each of them, should be 
especially diligent in maintaining 
his reputation for fairness. 

Chance to express ideas: An 
administrative area such as pur- 
chasing, often attracts bright 
young men with ideas. Sometimes 
these ideas are impractical, but it 
is always wise to listen to them, 
consider them and discuss them 


with the subordinate. He needs 
to be assured he can express him- 
self, both for the sake of self de- 
velopment and to improve his 
value to the department and the 
company. 

He should also feel free to dis- 
cuss his personal progress, gripes 
or grievances with the depart- 
ment head. Some supervisors in- 
advertently erect a barrier be- 
tween themselves and their staff 
so that subordinates are afraid to 
approach them. The department 
head may not realize this. But 
if people rarely come to you with 
their problems it does not mean 
that there are none. It is more 
likely that employees do not feel 
free to discuss them. 


Two Types of Bosses 


People like to know about 
things which will effect them. 
They should be informed—in ad- 
vance when possible—of pro- 
spective changes in matters with 
which they are concerned. 

Having examined what the em- 
ployee wants out of his job, what 
are the major problems super- 
visors have in meeting these 
needs? 

There are two general areas of 
failure in supervision—one is the 
supervisor who is too easy go- 
ing; the other his counterpart, 
the hard-boiled boss. 

Let us look first at the easy- 
going type. His basic fault is his 
desire to please everybody. He is 
trusting to such a degree that in 
his eyes everybody is always do- 


Seven Tips to Better Supervision 


One of the keys to being a good manager of others is 
to remember that people have to be treated as individuals, 
not as cogs in a machine. Here are some guides that may 
help you in the difficult art of supervision: 


(1) Let each person know how he is getting along. 

(2) Point out the ways that he can improve. 

(3) Give credit when credit is due. 

(4) Tell people in advance about changes that will affect 
them and, if possible, tell them why the change is being 


made. 


(5) Make the best use of each man’s ability. 
(6) Look for ability that isn’t being used. 
(7) Never block a man’s chance for advancement. 
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ing the right thing. Minor errors 
of subordinates are overlooked; 
more important faults are not 
called to their attention. When a 
reprimand is necessary, it is fre- 
quently put off again and again 
until the reason for it is forgot- 
ten. If it is finally administered, 
it is done so weakly that it is in- 
effective. Praise, however, is so 
common that it loses significance. 


The Work Gets Sloppy 


What is the result? The de- 
partment’s work becomes sloppy. 
Discipline is poor. Morale is low. 
The supervisor’s employees walk 
all over him. 

Why will a supervisor be leni- 
ent and easy going to the point 
where his department suffers? 
Basically it can be traced to a 
deep-rooted feeling of insecurity 
in his own ability. Insecure per- 
sons, to bolster their own ego, 
demand approval from others. 
They want to be popular, to be 
“one of the boys.” Leniency with 
subordinates, they believe, will 
engender employee approval. This 
easy-going attitude is a result of 
the supervisor’s own sense of in- 
security, and should be corrected. 
Security is based on confidence 
and know-how, and can be built 
up by increasing confidence in 
knowledge of the job and, more 
important, in knowledge of peo- 
ple. 

Since most purchasing agents 
are selected because they are com- 
petent in their field, the first as- 
pect of the problem is not a major 
one. Knowledge of human rela- 
tions, however, presents a new 
and different situation with which 
many purchasing executives are 
not familiar. 

Among the many things a su- 
pervisor should know, a sound 
knowledge of practical psychology 
is especially useful. Dealing with 
people requires an understanding 
of human behavior. A good leader 
has the “feel” of handling his 
staff. The too-easy-going super- 
visor, in his desire to please every- 
body fails to guide his subordi- 
nates properly. He must realize 
that if he deals fairly with every- 
body he can manage to be a good 
leader and still maintain respect. 
As long as he is fair, his em- 
ployees will stand by him, no mat- 
ter what action he takes to main- 
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tain discipline and keep the de- 
partment running smoothly. 

When an easy-going supervisor 
realizes his deficiency, a natural 
reaction is an abrupt about-face 
to a tough, hard-boiled atti- 
tude. Since sudden, unpredict- 
able changes are a cause for re- 
sentment, they can be more harm- 
ful than the previous leniency. 
If you have been too easy going, 
make sure you move correctly 
and carefully to the middle road 
of good leadership. 

But what about the whip- 
cracker, the tough boss? His at- 
titude is abrupt, dogmatic: “I am 
the boss. They get paid to work 
and they’d better work or else.” 

Tough supervisors cause a good 
deal of resentment among sub- 
ordinates. Their tactless and loose 
use of reprimands (usually in 
public), raucous commands, and 
lack of consideration for em- 
ployees’ feelings cause undesir- 
able reactions among the rank and 
file. Either consciously or sub- 
sonsciously employees refuse to 
cooperate. Lower production, high- 
er turnover, more absenteeism, 
numerous grievances, and gen- 
erally poor morale are the usual 
evidences of such a lack of co- 
operation. 

The cause of the tough ap- 
proach, as of the lenient one, is 
insecurity. However, the “desire- 
to-please” attitude is replaced by 
a gruff manner and authoritarian 
veneer. It is more difficult for the 


hard-boiled supervisor to change, 
probably because he has a stub- 
born feeling that his way is the 
only way. Stubborness is an in- 
tegral part of his behavior pattern. 

Again, the solution requires a 
good knowledge of human rela- 
tions. The supervisor must learn 
how to praise more frequently, 
how to administer reprimands, 
and how to give orders most effec- 
tively. He should learn to tone 
down his manner and his speech, 
to avoid arguments, and to work 
more amiably with his fellow 
men. 

The best supervisor is obviously 
somewhere between these ex- 
tremes. He is a man who gets the 
best out of his people, because 
he understands their needs. 


When to Use Praise 


One of these needs is recogni- 
tion and praise. Praise gives a 
man inspiration and enthusiasm. 
Praise helps him learn. Praise 
helps build the team spirit. But 
false praise, flattery, or unwar- 
ranted praise makes all praise 
meaningless. 

The purchasing manager who 
believes he doesn’t have to praise 
because employees know they are 
doing a good job as long as they 
are not reprimanded, is missing 
out on a valuable management 
technique. Good supervisors: 

@ give credit where and when it 
is due; 
(Please turn to page 152) 
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“The trouble with you, Harry, is that you can’t stand a little 
criticism.” 





FORMS 
FORUM 


This article is one of a series illustrating and explaining the use of 
various purchasing department forms. All forms that will be described 
in this series have been selected from representative purchasing organ- 
izations around the country. Celanese Corporation of America, Charlotte, 
No. Carolina, supplied the sample set of forms shown on these pages. 


Purchase order work sheet and the quotation analysis are 
so printed on the same sheet—one to a side. This method has 
. . : resulted in a considerable reduction of paper handling in the 
eal sais ienien eat purchasing department. When a mandatory source is re- 
seta i wer sso ano #0048 ro wvonce quired by requisitioner, the reason for this request must be 
basinal tele plainly spelled out in the-quotation analysis. (See last item 
Tot WATEmAL AAO CORE BALL BE H COMFORETY Wr THE DESCRIPTION OF THE PHTICAL OUMACTERATICS HEREOF CONT am on list below.) 


EXCEPT AS OTHERWISE PROVIDED HEREIN, BUT NO OTHER TERMS OF 
PART OF THE AGREEMENT BETWEEN US 


REFER TO YOUR QUOTATION/LETTER DATED 


EXPORT PACKED AT MO ADDITIONAL COST 





REASON FOR VENDOR CHOICE vemos mmuactes- = 

| Contacted only one source item is standard price and non competitive 
| Most prompt delivery 

Better delivery anticipated on basis of post performance 

Difference in delivery outweighs price cons derot an 

Consideration of terme and/er F.0.B. point shows net savings in total cost 

Facilities of vender chosen indicate greater ability to perform contract 

The product chosen is preferable far economy, quo! ty ond operation 

All conditions equel No preference. 

der wos pleced with vender offering bes! ove lable orice, taking al! foctars inte 

No substitution ellowed 

Patented materials 

This ade pleced on bosis of previous competitive bidding on P 


Mondatory source required by Engineering and/or requisitioner Reason 
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Specification and inventory data for each Celanese 
Corp. form are maintained on 5” x 8” cards. Front side 
of card (illustrated here) shows all necessary facts, in- 
cluding storage location. Inventory balances and chron- 
ological listings of purchase orders appear on back of 
form. 





PURCHASE ORDER 
CELANESE CORPORATION OF AMERICA 


% ©. BOX 1414 CHARLOTTE |, NORTH CAROLINA 


ate | OnDer Bar 
ELANESE CORPORATION OF AMERICA, ATTN. | 


Ra! Frege 
sector Truck 


Purchase order used by Celanese has “shipping 13 oo 
date” specified in a prominent position at top 

of form. Buyers also indicate method of trans- 

portation to be used by vendor. 


THES ORDER | NOT BONDING ON PURCHASER UNLESS THE ACCEPTANCE COPY I$ UMAEDIATELY SIGNED MANUALLY BY AN AUTHORIZED AGENT OF SELLER AMD 
RETURNED TO PUBCHASER 


CORPORATION OF AMERICA 


CELANESE CORPORATION OF AMERICA 


* CELANESE suo rme 





CELANESE CORPORATION OF AMERICA 


* CELAD 


Copy of the request for quotation 
which is kept by vendor is headed 
“Inquiry” and the copy to be re- 
turned to Celanese is headed “Quo- 
tation.” Note also that the vendor’s 
name on inquiry form is preceded by 
the word “To,” while on the quota- 
tion form it is preceded by “From.” 
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How Long Is Seller 


Responsible for Defects ? 


The buyer may accept delivery and still hold seller 
liable for delays and defects. But if he intends to file 
a claim, he must notify the seller promptly, clearly, 


and unequivocally. 


By Albert Woodruff Gray, 


Legal Editor 


A T ONE TIME, a buyer waived 
claims for damages or delays the 
moment he accepted delivery of 
goods he had purchased. Today, 
the Uniform Sales Act protects 
the buyer to the extent of allow- 
ing a “reasonable time” for in- 
spection and filing claims. It re- 
quires, however, that the pur- 
chaser give prompt notice to the 
seller of such claims for damages. 
Lacking that notice, the damages 
are waived. 

In a recent case, a New Jersey 
dealer purchased aluminum sid- 
ing from a manufacturer in Ohio. 
The seller’s acknowledgment stip- 
ulated that “any claim for fail- 
ure or delay in delivery shall be 
deemed waived by buyer unless 
presented in writing to seller 
within 30 days from the date on 
which delivery is required here- 
under.” 


Buyer Has 30 Days to Complain 


After making this agreement 
the purchaser placed oral orders 
for the material, in one instance 
aggregating over a million dol- 
lars in value. When, however, he 
sued the manufacturer for dam- 
ages incurred through the delays 
and failures to make deliveries as 
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agreed, it turned out he had omit- 
ted giving due notice according 
to the stipulation in the manu- 
facturer’s acceptance. 

“The provisions in the acknowl- 
edgments requiring notice of claim 
is enforceable,” stated that court 
in holding the manufacturer ab- 
solved of liability. “Since the pur- 
chaser made no complaint in writ- 
ing within 30 days after delivery 
of the material he is barred from 
asserting his claims.” 


Didn't Notify Seller 


Circumstances substantially 
identical to these were involved 
in a suit that came before the 
Supreme Court of Minnesota. In 
that instance a mill had sold 1850 
barrels of flour to a jobber at 
Duluth. Refusing to accept de- 
livery of substantially half the 
quantity, the jobber had contend- 
ed that the quality was defective 
and not as represented. 

Here too there had been a 
clause in the mill’s acknowledg- 
ment similar to that in the pur- 
chase contracts for aluminum. The 
court granted recovery to the 
flour mill and refused to consider 
the counterclaim of the jobber for 
damages, since he had not com- 


plied with the stipulation requir- 
ing notice. The Minnesota court 
said: 

“The contract provides among 
other things that retaining any 
part of a shipment for more than 
thirty days after receiving it, 
‘without reporting defect, breach 
or default’ to the seller before the 
expiration of such period shall 
constitute an acceptance of such 
shipment, and that acceptance of 
goods shall bar the purchaser 
from claiming breach of warranty, 
defect in quality or other breach 
or default as to such goods. 

“All of the flour delivered un- 
der this contract was shipped be- 
tween May 25 and September 3 
and all of it except sixty barrels 
was shipped on or before July 
24th. The purchaser took all of the 
flour shipped and paid for it.” 


Purchaser Loses Case 


In a letter written five months 
after these deliveries had been 
made, the purchaser had said: “A 
great many of our customers com- 
plain that the flour is too soft to 
use for bread, as it contains too 
much winter wheat flour. We have 
a large quantity of it on hand in 
140-lb jutes which we are un- 
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able to move for this reason.” 

Referring to this letter, the 
court continued, “The contract 
gave the buyer 30 days after re- 
ceiving a shipment in which to 
discover and report defects in 
quality and provided that the pur- 
chaser should be estopped from 
claiming any such defect unless 
reported within that time. It was 
competent for the parties to make 
such an agreement and they are 
bound by it. 

“The purchaser received nine 
hundred barrels of flour some five 
months before writing that letter 
and accepted and paid for the 
flour and during all that period 
proceeded to dispose of it with- 
out making any claim that it was 
not of the quality contracted for. 
The contract gave the purchaser 
a reasonable time in which to dis- 
cover and report defects and hav- 
ing failed to report within the 
prescribed time the purchaser 
cannot hold the seller liable for 
those now alleged.” 

Five years before this decision, 
Michigan adopted the Uniform 
Sales Act. This law is now on the 
statute books of thirty three 
states, the District of Columbia, 
and the Panama Canal Zone. It 
says in part: 

“In the absence of express or 
implied agreement of the parties, 


a 


“ THIS CRANK WAS LIKE THIS 
WHEN | BOUGHT THE CAR. 
| WANT A NEW ONE.” 


acceptance of the goods by the 
buyer shall not discharge the sell- 
er from liability in damages or 
other legal remedy for breach of 
any promise or warranty in the 
contract to sell or the sale. 

“But if, after acceptance of the 
goods the buyer fails to give 
notice to the seller of the breach 
of any promise or warranty with- 
in a reasonable time after the 
buyer knows or ought to know 
of such breach, the seller shall 
not be liable therefor.” 

The effect of this provision ap- 
pears clearly in an action brought 
in the California courts by a die 
manufacturer. Two dies, to be 
used in making the cover and 
base of a styrene box, had proved 
unusable when delivered to the 
buyer. 


Court Upholds Purchaser 


The purchaser immediately 
gave the manufacturer notice of 
the defect and returned the dies 
for correction. After this attempt 
at adjustment the dies were still 
defective and were sent by the 
purchaser to another manufac- 
turer. In the lawsuit that followed 
the first die manufacturer con- 
tended in his defense that the 
provision of the Sales Act requir- 
ing notice to the seller was mere- 
ly to give him time and oppor- 


"You'RE TOO LATE, YoU SHOULD 
HAVE REPORTED THAT DEFECT 
35 YEARS AGO.” 
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“The Uniform Sales Act protects the buyer to the extent of allowing a 
‘reasonable time’ for inspection and filing claims. It requires, however, that 
the purchaser give prompt notice to the seller of such claims for damages. 
Lacking that notice, the damages are waived.” 
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tunity to rework the goods. 

The court, however, refused to 
accept the manufacturer’s argu- 
ment, and held in favor of the 
purchaser. 


Law Isn't Limited 


As authority, the court re- 
ferred to a controversy that had 
arisen after the adoption of the 
Uniform Sales Acts by Ohio. Suit 
was brought in that instance 
against the Peerless Motor Car 
Company for injuries incurred 
through an accident caused by a 
defective axle unit. Not until 
nearly six months after receipt of 
notice from the attorney for the 
victim of this accident did the 
motor car company notify the 
axle manufacturer of the defect. 

Here, in an effort to excuse the 
delay in giving notice, the auto- 
mobile manufacturer argued that 
the obvious purpose of the law 
requiring notice was the allow- 
ance of an opportunity for the 
inspection of the goods which 
were claimed to be defective. 

“We fail wholly to sense the 
limitations contended for,” said 
the federal court. “We are re- 
ferred to no authorities holding 
the section to be so limited and 
we know of none. While it may 
be one purpose of the notice re- 
quired by the statute to permit 
the seller to make inspection of 
the goods, whether in the hands 
of the purchaser or not it is cer- 
tainly not its only purpose.” 


Four Months Is Too Long 


This statement was supplement- 
ed by another and earlier deci- 
sion of a federal court where suit 
had been brought for damages 
for the failure to deliver about 
800 tons of steel framing. 

“Tt is now settled by statute,” 
said that court of this law, “that 
acceptance of goods bars any re- 
covery for breach of any promise 
in the contract to sell or the sale 
unless the buyer shall give notice 
to the seller of the breach within 
a reasonable time after the buyer 
knows of such breach. 

“Delay in delivery is, of course, 
a breach and the purchaser was 
obliged to give notice within a 
reasonable time after the delivery 
date. He did nothing for four 
months and four months is more 

(Please turn to page 146) 
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Since ITS virtual re-discovery 
by the automotive industry in 
1954, pearlitic malleable iron has 
grown in sales and significance, 
creating a definite growth pattern 

in the malleable iron industry. 
Once a specialty made by only 
a few shops, the material today 
comprises almost 25% of the mal- 
leable industry’s annual ship- 
ments, and it is produced by 40 
of the nation’s 90-odd malleable 
Pearlitic malleable castings have replaced steel forgings in many applications. producers. These castings rank in 
As a forging, output of turning and boring this automotive joint yoke was 60 tensile and yield strength with 
pieces per hour; as a pearlitic casting, 90 pieces per hour. steel forgings and castings in com- 
mon industrial use. They contain 
more than enough ductility for 
most mechanical applications, al- 


eu @ though their elongation values are 
Pearlitic Malleable ™: si: 
Typical applications today in- 


clude diesel engine pistons, auto- 


& 8 mobile universal joint yokes, 
Cuts Machinin transmission gears, and engine 
crankshafts for heavy duty trucks, 
passenger cars, lawnmowers and 
compressors. 
Many of the important conver- 
sions to pearlitic malleable have 
Tensile Properties—A.S.T.M. Minimum Specifications been made on the basis of the 
material’s good machinability. 
Speaking generally, pearlitic mal- 
Pearlitic Malleable tron leable will machine easier and 
: faster than steel forgings of the 
Yield as a : 
Tensile Strength Yield Strength Elongation percent of ag hardness and with a reduc- 
Designation psi eal. % in 2 in. Tensile* noe in machining costs of 10% to 
OU". 
In the automobile industry, a 
45010 65,000 45,000 usage pattern for the material is 
developing. Pearlitic malleable 
45007 68,000 45,000 grade 80002 (80,000 psi yield, 2% 
48004 70,000 48,000 elongation) has been found in 
many instances to make an ideal 
50007 75,000 50,000 replacement for steel forgings in 
53004 80,000 53,000 the 1040 to 1050 SAE range. Grade 
60003 is recommended when se- 
60003 80,000 60,000 lective hardening is to be per- 
80002 100,000 80,000 2 formed and grade 48004 is used 
for less highly stressed parts, 
usually replacing steel forgings 
Each grade of pearlitic has important applications. Tensiles up in the 1020-1035 SAE range. 


to 135,000 psi are produced commercially under individual pro- Generally the higher grades of 
ducers’ specifications. 


Pearlitic 











*These values are not a part of the AS.T.M. specification. 


(Please turn to page 90) 
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SEE HOW MANY MODERN 
THINGS THESE STEELS CAN 
DO FOR YOUR APPLIANCES 


When you choose steel for your kitchen appliance line, yours 
is a product that’s all things to all customers—whether 
they’re quality-minded, budget-minded or beauty-minded. 
In fact, about the only thing that can equal steel’s sales 
appeal is its advantage, economically, to you. Case in point: 
the modern steels of Weirton Steel Company. 


TAKE WEIRKOTE®*, FOR INSTANCE—and dispense 
with the extra costs of anti-corrosion coating operations. 
Weirkote galvanized steel offers you heavy-duty corrosion 
resistance, economical flake-free, peel-free fabrication and 
an advantageously low expansion-contraction rate. The 
latter gives Weirkote a vital edge over lighter metals— 
namely, an edge that stays put at the seams, despite the 
temperature changes that occur in stoves, freezers, refrigera- 


WEIRTON STEEL 


Weirton, West Virginia 








tors, washers and dryers. (Weirkote is also available from 
National Steel’s Midwest Steel division.) 

OR TAKE WEIRZIN®—an electrolytically zinc-coated 
steel with excellent corrosion resistance and, when chem- 
ically treated, superb paintability. These advantages, plus 
Weirzin’s economical, flawless fabrication, make it an ideal 
choice for strong, durable, good looking kitchen cabinets. 


OR WEIRTON COLD-ROLLED STEEL—to give you a 
fine, smooth finish and unexcelled ability to withstand the 
severe forming operations necessary for intricate designs. 
OR PRE-PAINTED OR VINYL-COATED WEIRTON 
STEELS—Factory pre-painting of Weirkote and Weirzin 
or cold-rolled steel offers you built-in economy, controlled 
quality and any shade you might want. Vinyl coating, done 
by National Steel’s Enamelstrip Division of Allentown, 
Pennsylvania, can be ordered in almost any texture and 
color. Any Weirton Steel goes through all production steps 
flawlessly and economically. 

TAKE MODERN STEEL—particularly in any of the 
forms mentioned above. For full details, write Weirton 
Steel Company, Weirton, West Virginia. 


A division of NATIONAL STEEL CORPORATION 
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pearlitic malleable iron are used 
in place of alloy-steel and steel 
forgings, where good wear and 
high yield strength are needed. 
Alloying can improve corrosion 
resistance or strength and en- 
hance elevated temperature char- 
acteristics of these castings. 

One of the hurdles pearlitic mal- 
leable has encountered is the mat- 
ter of “elongation”. This refers 


same yield point will begin to 
“sive” under the same load. The 
fact that the steel will then stretch 
itself further than the casting 
means little. The load at which 
both started to yield is the critical 
measure and should be the basis 
for design, since a deformed part 
is just as useless as a broken one. 

Other mechanical properties 
which have attracted users to the 
material are its excellent harden- 
ing capabilities, wearability, sur- 


TONS 
— 200,000 


-—1 150,000 








100,000 
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Since 1945, sales of pearlitic malleable iron 
have climbed steeply. Last year, the industry 
produced 189,000 tons, despite depressed con- 
ditions among suppliers of original equipment. 


generally to extent that a mate- 
rial will stretch when its yield 
strength is exceeded. Pearlitic’s 
range, between 2% and 10%, pro- 
vides more than enough “give” 
to relieve stress concentrations. 

Nevertheless, its values look a 
little anemic next to the 25°%-30% 
figure given for some steels. Many 
users rely on elongation ranges 
as indicators of serviceability, de- 
spite the fact that more than 1% 
or 2% permanent deformation 
generally renders the part useless 
no matter what the material may 
be. 

For example, a pearlitic malle- 
able test and a steel bar with the 
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face finish, dimensional stability 
(as measured by modulus of elas- 
ticity in tension) and its cost. 

Pearlitic malleable is made of 
economical materials (pig iron and 
scrap) and by metalworking’s 
lowest cost production method, 
casting. Ultimately, of 
course, the cost will depend on 
the size and configuration of the 
part. 

The most useful ingredient for 
imparting hardness to ferrous al- 
loys is carbon in the combined 
form. Pearlitic malleable has be- 
tween 0.3% and 0.6% of its car- 
bon in this form, so that sur- 
face hardening on the material 


sand 


can be carried out effectively us- 
ing carefully controlled heating 
and quenching procedure. 

Since most hard metals are 
troublesome to machine, pearlitic 
malleable offers a unique versatil- 
ity. In its unhardened state, it is 
as easy to machine as many of 
the free-cutting steels, but hard- 
ening will produce surfaces of 50 
Rockwell C or higher on these 
parts. Wear qualities compare 
with those of carburized steel. 

The modulus of elasticity in 
tension of pearlitic malleable is 
28 million psi—close to the 30 mil- 
lion psi rating for steel and far 
above most other materials in 
common usage. This characteristic 
is needed in applications where 
stiffness or rigidity is required, 
and pearlitic malleable castings 
meet the needs in such parts as 
gear housings, diesel pistons, and 
worm gears without resorting to 
ribs or other stiffening supports. 

The resistance to metal-to-metal 
has won for pearlitic malleable a 
place among the gear makers. In 
test after test, surface-hardened 
pearlitic malleable parts have 
matched the wear performances 
established by bronze, steel, and 
cast iron gears. 

Pearlitic malleable irons are 
available with a wide range of 
properties. Tensile strengths of 
65,000 to 100,000 psi or higher 
and yield strengths of 45,000 to 
80,000 psi or higher are obtain- 
able in the grades regularly pro- 
duced. The ratio of yield strength 
to tensile strength is 69% to 80%. 

Other properties important to 
its application in mechanical sys- 
tems are: 

Design versatility—The molten 
white irons from which pearlitic 
malleable castings are made have 
high fluidity, permitting compli- 
cated shapes to be cast in pearlitic 
malleable. Good surface finish and 
close dimensional tolerances are 
possible. 

Freedom from stresses—Pearl- 
itic malleable iron castings, like 
those of standard malleable iron, 
are produced by a manufacturing 
process in which heat treatment 
is both integral and essential. Any 
internal stresses that may have 
occurred as the casting solidified 
and cooled are removed by this 
treatment. 
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~ ALLIS-CHALMERS 





O.E.M.pathy* 


*A unique form of empathy...the sensitivity 
to comprehend and react to the problems 
of Original Equipment Manufacturers. 


Why this attitude? Because we give what we’d like to receive. At Allis-Chalmers . 

O.E.M.pathy is a deep-rooted habit we never aim to change. In building products for use. in 
your products, we draw on our experience as an OEM in many fields. We don’t have to put 
ourselves in your shoes . . . we’re already wearing a similar pair. This frame of mind affects 
our basic approach in everything we do... not in a superficial way . . . but from the basis of 
sound, well-chosen beliefs gained as OEM’s ourselves. It shows in the products we offer, in our 
service, our delivery, our ability to supply “specials” and to fit our performance to your needs. 


/ 
It’s more than a desire to serve ... O.E.M.pathy directs our thinking, our attitudes, our 
actions. We want your components business. We’ll work hard to earn it and we’ll work 
hard to keep it. There’s an Allis-Chalmers representative nearby . . . call him or write A-C. 


PRODUCTS FOR YOUR PRODUCTS 


FROM ALLIS-CHALMERS | NY el ),) p+ 
MILWAUKEE 1, WISCONSIN at —y “B/S 
CONTROLS AND 
INTEGRAL MOTORS ACCESSORIES CENTRIFUGAL PUMPS ROTARY COMPRESSORS 
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Gears and Differentials 
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EAR PERFORMANCE to match the ever-increasing 

power and speed of modern machines is a Fairfield 
specialty. This is possible because Fairfield kas long held 
a position of leadership in utilizing the most advanced 
methods, equipment, and techniques for producing better 
gears EFFICIENTLY, ECONOMICALLY. By keeping 
apace with modern engineering trends, Fairfield renders 
an invaluable service to many of the nation’s leading 
machinery builders. 

If you have a gear problem, check with Fairfield. Our 
engineers are well-qualified to give you expert recommen- 
dations. LARGE or SMALL, your requirements will receive 
prompt attention. CALL OR WRITE. 

SPUR GEARS — Straight, helical, and 


internal. Sizes from 16 pitch, 1/2” 
dia., to 1% pitch, 36” dia. 


HERRINGBONE—(Feliows Type). Sizes 
from 142” to 15” 


SPIRAL BEVEL—Sizes from 16 pitch, 
1%" dia., to 142 pitch, 28” dia. 


STRAIGHT BEVEL—Sizes from 16 pitch, 
1%2” dia., to 1% pitch, 28” dia. 


HYPOID—Sizes from 12” to 28” dia. 


FAIRFIELD 


MANUFACTURING CO., INC. 
2321 S$. Concord Rd. 
TELEPHONE: SHerwood 2-7353 


ZEROL—Sizes from 16 pitch, 114” dia., 
to 1%4 pitch, 21” dia. 


WORMS AND WORM GEARS—Worms 
to 7” dia. Worm gears to 36” dia. 


SPLINED SHAFTS — Lengths to 72”. 
DIFFERENTIALS — 3,000 to 500,000 


inch pounds capacity. 


Note: All of the sizes above 
ore approximate. 


Lafayette, Indiana 


Ask for interesting, 


o>) illustrated bulletin. 
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Made to Order for: 


TRACTORS * HEAVY DUTY TRUCKS * AGRICULTURAL MACHINERY * POWER SHOVELS AND CRANES 
MINING MACHINES * ROAD GRADERS * BUSES © STREET SWEEPERS © INDUSTRIAL LIFT TRUCKS 
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Industrial Robot Works 
On Any Assembly Line 


An “off-the-shelf” industrial ro- 
bot, TransferRobot 200, has been 
designed to work on any assem- 
bly line under the command of its 
self-contained electronic brain. It 
can perform thousands of tasks 
in assembly and positioning opera- 
tions, such as oiling an item as it 
passes on a conveyor belt, trans- 
ferring and placing a piece into a 
close fitting nest, and feeding par- 
tially fabricated parts to a trim- 
ming press. The machine, which 
consists of an arm and an actua- 
tor that can be fitted with many 
types of mechanical fingers and 
jaws, can be programmed to do a 
variety of tasks by changing the 
accessories. U. S. Industries, Inc., 
250 Park Ave., New York 17, 
nN. Z. 
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Mullite Refractories 
Offered as Batts, Saggers 
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Fused mullite refractories are 
being offered in a wide range of 
shapes for use as batts, saggers, 

(Please turn to page 96) 
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REYNOLDS METALS COMPANY 
KEEPS ALUMINUM PRODUCTION ROLLING 


Reduction operations at the Corpus 
Christi Plant of Reynolds Metals Com- 
pany produce a steady flow of basic 
aluminum on a round-the-clock schedule. 
Every component in the power plant must 
provide exacting performance and rugged 
reliability to meet production schedules. 


“National” Brushes—used in the power 
generating section—are small but vital 
components that contribute to uninter- 
rupted d.c. power supply for the aluminum 


UNION 
CARBIDE 





ADE MARK 


pot lines. For many years these brushes 
have provided good commutation and life 
with minimum commutator maintenance. 
To National Carbon Company, im- 
proved electrical operations mean a pos- 
itive carbon brush service program. For. 
details, call your “National” Brush Man or 
write National Carbon Company, Division 
of Union Carbide Corporation, 270 Park 
Avenue, New York 17, N. Y. In Canada: 
Union Carbide Canada Limited, Toronto. 


‘‘National’’ and ‘‘Union Carbide”’ are registered trade-marks for products of 


NATIONAL CARBON COMPANY 


ONAL BRUSHES 


Contact your 
‘*National’’ Brush Man 
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Huge electric shovels take one tremen- 
dous bite after another at the eastern Ohio 


mines of the Hanna Coal Company, a di- 
vision of Consolidation Coal Company. 
The swinging peak loads are extremely 
demanding on the shovels’ electrical sys- 
tem-there is no room here for short cuts 
on quality. 

“National” Brushes—smaill but vital com- 


ponents on such equipment-—offer proved 
commutation and life under these swing- 
ing peak load conditions. A real contribu- 
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. CONSOL COAL'S ELECTRIC SHOVELS 
MOVE TREMENDOUS TONNAGES 
\N ASSIST FROM |RIJATIO 
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tion to sustained production with minimum 
maintenance. 

National Carbon Company offers a pos- 
itive service program to assist in solving 
any brush problems encountered today in 
all types of mining operations. To realize 
this assistance, just call your “National” 
Brush Man or write National Carbon 
Company, Division of Union Carbide 
Corporation, 270 Park Avenue, New York 
17, New York. In Canada: Union Carbide 
Canada Limited, Toronto. 


BRUSHES 


‘National’ and ‘‘Union Carbide”’ are registered trade-marks for products of 
NATIONAL CARBON COMPANY 


Contact your 
‘National’ Brush Man 








cant wait. 


Have it sent United Air Freight!’’ 


When you can’t afford delay, tell vendors 
to ship via United Air Freight. United 
links 117 cities.. 
border to 


to coast and 
with one carrier Air 


. coast 
border 
Freight Service. 


United serves you with the world’s 
largest jet fleet-—and every jet carries 
freight. A fleet of Mainliners and Cargo- 
liners provides still more freight lift, with 
convenient flights around the clock. 


And there’s practically no limit on the 
products that can be shipped via United 
Air Freight—from smaller, delicate parts 
to large, heavy equipment. 

Your shipment receives Extra Care from 
door to door. Reserved Air Freight makes 
sure there’s room for your shipment on 
the specific flight you need. 

Next time you need a shipment in a 
hurry, have it sent via United Air Freight. 


WORLD'S LARGEST JET FLEET UNITED KNOWN FOR EXTRA CARE 


® 
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CORONA RESISTING 


OKOLIT 


HIGH VOLTAGE TAPE 


OKOLITE tape is the perfect match for oil- 
base rubber insulated cables... provides 
high voltage protection ... fuses into a solid 
mass toreplace thecable’s originalinsulation. 


Other cable-matched Okonite tapes: 


OKONITE—for mineral-base rubber insu- 
lated cables. 


OKONEX—for insulating butyl splices and 
terminations. 


OKOPRENE—neoprene blend for jacketing. 
OKOWELD—for insulating and sheathing 
in one application up to 2000 volts. 
MANSON—Super-strong friction tape. 


The Okonite Company, Subsidiary of Ken- 
necott Copper Corporation, Passaic, N. J. 


OKONITE splicing materials 
80 years of cable craftsmanship 
Write No. 205 on Information Card—Last Page 
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and kiln furniture. Process used 
produces a mullite which re- 
tains its high strength properties 
up to melting point of mullite, 
1840C (3340F). It has excellent 
thermal shock resistance, corro- 
sion resistance, high hot strength 
and load bearing capacity. Re- 
fractories Div., Norton Co., Wor- 
cester 6, Mass. 
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Square Fluorescent Lamp 
Has High Output 

A fluorescent lamp in the shape 
of a thin, square panel is expected 
to have many applications in com- 
merce and industry. Lamp is 115% 
in. square and 1% in. deep. Waf- 
fle configuration of face plate pro- 
vides attractive appearance both 
lighted and unlighted. It is de- 
signed to be operated on either 
80 or 50 watts. At 80 watts it pro- 
duces 10% more light than for 
conventional 20 watt fluorescent 
lamps. General Electric Co., Nela 
Park, Cleveland 12, Ohio. 
Write No. 21 on Information Card—Last Page 


Plant TV Camera 
Improves Supervision 


An easy-to-operate TV camera 
with your own receiver has many 
industrial uses. Supermarkets and 
self-service retail stores find 
closed-circuit TV an_ effective 
deterrent to shoplifting. Telecast- 
ing systems provide plants and 
factories with closer, more effi- 
cient supervision, less need for 
personal conferences with accom- 
panying reduction in job comple- 
tion time, and decreased pilferage. 
Majestic International Sales, Inc., 
743 N. LaSalle St., Chicago 10, Ill. 
Write No. 22 on Information Card—Last Page 





CF.I-Wissco 


Processing Belts 
take the heat off 


purchasing agents 


That’s because these efficient, economical belts 
are scientifically designed to withstand tem- 
peratures up to 2100° F. Featuring rod- 
reinforced construction and thin, flat spirals, 
Wissco Alloy Belts resist stretch, distortion 
and break-up, and can convey extra heavy 
loads. 

The result is a belt that pleases the man 
who uses it and reflects credit on the man who 
ordered it. Ask for complete details: Wickwire 

Spencer Steel Division, Woven Wire 
Products Sales Department, P.O. Box 
311, Palmer, Mass. e108 


The Colorado Fuel and tron Corporation 
Denver + Oakland +» New York 
Saies offices in Key Cities 
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EASILY HANDLED—Neat, compact arrangement of 2300-volt power 


feeders shows how easily Loxarmor cables are handled. These circuits 


serve a new 15,000 kva ‘“‘packaged” substation. 
Siw —e Se 





A LOOK INSIDE—This cut-away shows details of the quality construction 
that is part of every Loxarmor cable. An additional advantage is avail- 
able in an Okoseal (polyvinyicholoride) jacket which can be supplied 
over and under the Loxarmor where environmental conditions warrant. 


LOXARMOR the interlocked cable 





primary and 


that bends itself to your will 
You're the boss when you specify 


Loxarmor, Okonite’s interlocked armor 
cable. Whether you require galvanized 
steel, aluminum, bronze or copper pro- 
tection, Loxarmor is manufactured to 
your specifications. And Loxarmor cables 
are easily handled at both vertical and 
horizontal bends, as well as in crowded 
locations where circuits must be bent 
around piping and other apparatus. 
Because of its installation economies, 


OXé is finding increasing use it 
lL armor is finding reasing 


secondary feeders, power 
and lighting circuits, station auxiliaries, 
control circuits, and motor 


circuits 
place of rigid conduit systems. 


in 
Here are a few of the many advantages 
of Okonite Loxarmor cables: 


Lower material and installation costs 
Save money. additional circuits are 
easily added... circuits are easily re- 
routed . . . accessibility of Loxarmor re- 
duces downtime... flexible, compact 
construction reduces space requirements. 


And the strict quality control under which 
Loxarmor is made, contributes to its con- 
tinued record of superior service in the 
field. It all adds up to Okonite Cable’ bility * 


the ability to design and manufacture 


electrical cables that give outstanding 
performance. 


To learn more about Loxarmor write 
for Bulletin PG -1090. The Okonite Com- 
pany, Subsidiary of Kennecott Copper 
Corporation, Passaic, N. J 


*Cable'bility ... cable craftsmanship since 1878 





where there’s electrical power... there’s OKONITE CABLE 
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ALLOY STEEL 


Tensile Strength....115,000 psi minimum 
Yield Strength ......100,000 psi minimum 
Elongation (in 2”)........ 18% minimum 
Reduction in area........ 50% minimum 


May be furnished to requirements of 
ASTM A-300 at -50°F in firebox 
higher quality levels. 


- 
1 
' 
' 
1 
' 
' 
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' 
\ 
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! 
' 
| 
1 
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Add Strength...Subtract Weight... Multiply 


New, quenched and tempered alloy constructional 


steel offers unique combination of toughness and 
weight-saving. 


Check the “specs”. They speak for themselves. Shef- 
field’s SSS-100 is approved for use in welded pressure 
vessels according to the requirements of Section VIII 
of the ASME Boiler and Pressure Vessel Code, (case 
No. 1298, special ruling). 


PURCHASING 














Savings... Build with new Sheffield SSS-100 


(Triple S-100) 


It is recommended not only for pressure and storage 
vessels, but also for bridges, earth moving machinery, 
transport equipment, missile and ground support 
equipment, and many fabricated structural shapes. 
It’s the right answer wherever you need less deadload, 
more payload. With SSS-100 you can design with 
lighter components without sacrificing strength. It is 
easier to weld and fabricate. Affords greater resistance 
to wear, atmospheric corrosion and impact, gives 
longer service with lower maintenance costs. 


ou? 


Sheffield SSS-100 is available now in plates from 3/16 
to 2”, in blooms and billets for forging and heat treat- 
ment. Heat-treated bars can be furnished on inquiry. 
Where unusual resistance to abrasion is required, it 
can be supplied heat treated to 321 minimum Brinell. 


Complete Information and Technical Service are 
available without extra charge. Write Sheffield Divi- 
sion, Armco Steel Corporation, Attention Alloy Sales, P. 
O. Box 3129, Houston 1, Texas. 


ARMCO Sheffield Division 


For More Facts Write No. 206 on Information Card—Last Page 


Jury 17, 1961 





Answers 
your 
questions 
on 


CONVEYOR and 
ELEVATOR BELTING 


for the asking. . . 


You can be a real expert on con- 
veyor and elevator belting with this 
28-page booklet. Includes many ref- 
erence tables and other data to help 
you choose the proper belting for 
each service. Complete information 
on each of the many belts made by 


Republic Rubber. 


go» REPUBLIC RUBBER DIVISION 

o AD LEE RUBBER & TIRE CORPORATION, 
© YOUNGSTOWN 1, OHIO 

REPUBLIC RUBBER DIVISION 
YOUNGSTOWN I, OHIO 


Please send me your Conveyor 
and Elevator Belting Catalog. 











Company 


Address 


City 





Zone State 
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Long-Leg Staples 
Solve Thickness Problem 


A staple with a 4% in. leg length 
penetrates clear through two 
thicknesses of double-wall board. 
Staple clinches both thicknesses, 
in contrast to shorter staples 
which clinch blind inside the 
board. Wide-crown staple also is 
useful for fastening two layers of 
tri-wall, where blind clinching 
into first flute of second layer of 
tri-wall is satisfactory. Bostitch, 
Inc., 2022 Briggs Dr., East Green- 
wich, R.I. 
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Dry Film Lubricant 


Ends Sticking 


Ory ri” 


A dry film lubricant and re- 
lease agent contains a fluorocar- 
bon dispersion which puts an end 
to sticking, freezing, galling, slip- 
stick and abrasion. Packaged in 
container, lubricant is 
completely inert to nearly all 
acids, alkalies and solvents and is 
resistant to oil and water. Slick 
surface it provides will remain 
through temperatures of minus 


aerosol 


(Please turn to page 102) 


NEWCO 


special 
shapes 


can be made 
to meet your 
most exacting 
requirements. 
Whatever 
your needs 

in carbon or 
alloy steel 
wire, it is a 
good idea to 
get a quote 
from NEWCO. 


e untempered 
e oil tempered 
e annealed 


NEW ENGLAND 
HIGH CARBON WIRE CORP. 


MILLBURY, MASSACHUSETTS 


Cleveland 
Detroit 
Los Angeles 


Offices and 
warehouses: 





Melrose Park (Chicagol 
ond Millbury 
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PERCY: “Such an interesting variety of nuts. 
So well-made.” 


4LBERT: “And they all come from Bethlehem.” 
PERCY: “But where are the bolts?” 


ALBERT: “Bethlehem makes those, too. But who 
ever heard of squirrels eating bolts?” 


VUILILIMILLL YY pth. 
“a 


BETHLEHEM 
STEEL 


VILLA Lb pe, 


BETHLEHEM STEEL COMPANY BETHLEHEM, PA. Export Sales: Bethlehem Steel Export Corporation 


Steel for Strength...Economy...Versatility 
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FOR DESIGNERS AND 
PRODUCT PLANNERS 


*PROTOTYPE 
DIE CASTING 
SERVICE 


ANSWERS ALL THESE PROBLEMS 


If part of the product you are 
planning is to be adie casting... 
PDCS holds the solution to situa- 
tions like these... 

Your customers want samples 
of your product and you need 
die castings to complete your 
samples. 

You must test the function of 4 
new assembly which includes a 
die casting. 

You are required to test the 
strength of a die casting as ap- 
plied to your needs. 

You want to judge the ‘‘feel’’ 
or appearance of a die casting 
before final specification. 

You must hold down the cost 
of rew product development by 
avoiding expensive design errors. 

You are interested in market 
testing the sales appeal of a 
new product and die castings 
are required to build the needed 
samples. 


PDCS is a newly developed proc- 
ess for creating production-like 
die castings, in small quantities, 
at low cost, without permanent 
tooling charges. Find out for 
yourself how PDCS can help you 
by filling out the coupon below 
and mailing it today. 


NEWTON-NEW HAVEN CO. 
710 Third Avenue NEWTON 
EW HAVE 


West Haven, Conn. 
CUSTOM PRODUCERS OF DIE CASTINGS 


1 have a problem to which PDCS may 
be the answer. Without cost to me or 
my company... 

(] Prints [] Models [] Sketches are 
being forwarded under separate cover. 
Please submit your cost estimate. 

(1 Have your representative call. 

LJ Send me your free folder, ‘“‘PDCS... 
Prelude to Production”. 


NAME: 
TITLE: 
COMPANY: a 
a 
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Products 


(Continued from page 100) 


120 F to plus 500 F. Product is 
greaseless, does not collect dirt 
or dust, and is non-flammable. 
Fluoro-Plastics, Inc., 2417 Fed- 
eral St., Philadelphia 46, Pa. 
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Dry Extinguisher 
Costs Little, Rates High 


A 242 lb dry chemical fire ex- 
tinguisher is called the lowest 
priced and the highest rated for 
its capacity. Extinguisher’s UL 
rating is 4-B:C—its capacity equal 
to eight 1 ft carbon tets. Unit 
features fast, self-evident opera- 
tion and easy, inexpensive re- 
charging. Compact unit is 14 in. 
high, 3 in. in diameter and weighs 
5 lbs charged. Walter Kidde & 
Co., Inc., 675 Main St., Belleville 
9, N. J. 
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Quick-Drying Paint 
Resists Moisture, Fumes 


An odorless, quick-drying and 
durable paint for walls and floors 
is recommended for any surface 
but wood. “Teflate,” which comes 
in eight colors, plus white, sets 
up a moisture barrier that shuts 
out all water penetration of out- 
side, above-grade walls. It resists 
chemical fumes, salt water, grease, 
oil, sea air and general atmos- 
pheric conditions in heavy indus- 
trial areas. Alkali-proof, dust- 
repellent finish is non-chipping 
and stainless and will not flake, 
blister or peel. Coverage is ap- 
proximately 300 sq. ft. per gal. 
per coat. Flexrock Co., 3619 Fil- 
bert St., Philadelphia 1, Pa. 
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CONTINUOUS HINGE 


Saves SF eeaurc 
2 A indivilial switches 


Wagner 
Spring 
loaded 
empty 
bar holds 
upright 
leaf 
against 

» cigarette 
packs. 


» Pusher 
slide 

©» mechanism 
in position 
below 
cigarette 
packs. 





Pusher slide forcing 

“f hove out delivery 
chute and deflecting 

‘ Wagner “empty bar’ 


Y 
by Ware 


To save SEEBURG an expensive electrical 
assembly of 22 individual switches, Wagner 
engineers devised a continuous hinge ‘‘empty 
bar’’ which was connected to just two 
switches: 1) a coin return switch and 2) a 
coin deposit switch. Each column for a 
cigarette brand was equipped with a pusher 
slide at the bottom which traveled just up 
to the ‘‘empty bar,’’ when a brand column 
was empty. When this action takes place, 
coins are returned. When the pusher slide 
moves a cigarette package against the spring- 
loaded empty bar, it swings forward drop- 
ping the package into the delivery chute 
. . . while simultaneously tripping the coin 
deposit switch. This ‘‘empty bar’’ only 
swings forward, not backwards, thus auto- 
matically preventing tampering fingers from 
reaching up to extract cigarettes. Whatever 
your hinging problems may be . . . bring 
them to Wagner . . . our engineers have 
the know-how and facilities to speed deli- 
veries — produce at a savings! 


engineered - adapted 


Hinges for every application 





E.R. WAGNER 


write -- no obligation 
manufacturing co. 
4617 N. 32nd Street 


r 
Milwaukee 9, Wis. annem 
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No. 7373 Feed roll idler 
on card processing business 
machine. Full size, as 
shown. 


No. 6889-2 Guide roller on 
card processing business 
machine. Approximately 
1% size. 

NICE “specials” provide the Product 

Designer with exceptional opportunities for 

cost reduction and product improvement. The 

properly designed ‘special’ not only performs its basic 

bearing function, but may incorporate features that 

simplify mounting or installation, or combine several 

components into a single interchangeable “‘package”’ 

unit. 


Almost six decades of bearing experience have given 
NICE an unusual background of experience in the field 
of specials”. Hence, NICE engineers are well qualified 
to design bearings that will fulfill particular applica- 
tion requirements . . . economically and efficiently. 


Can NICE help you? 


Z) No. 7233-2 Pulley bearing 


NICE BALL BEARING CO. henna oyna 


Approxi- 
NICETOWN © PHILADELPHIA + PENNSYLVANIA mately full size. 
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When the giants fall... 


‘““At 6:45 a.m. tomorrow, we'll 
go to work cutting this stand. We'll load the logs, charge the mill, work 
the drying yards, load the freight cars and ships. We’ll handle this redwood 


spruce 23 times—in mud, over rough ground, in all kinds of weather. 


‘‘When you’re in the business 
of moving materials— whether it’s lumber, steel or any other—the equip- 
ment makes the difference. That’s why we demand fork lifts that will 


stand up. That’s why we buy Clark.” 


claRnk Industrial Truck Division 
CLARK EQUIPMENT COMPANY 
EQUIPMENT 


Battle Creek, Michigan 


























For full details 


zi Clar 


loce 


see your 


on reac 


4 


or Circle 7 








Your local 


STEEL SERVICE CENTER 


carries diversified stocks of 


WY CKOFF 


COLD FINISHED STEELS 





You can always count on your Steel Service 
Centers for fast, dependable, on-the-spot 
delivery to help you maintain non-stop 


production schedules. 


FOR THE FINEST IN COLD FINISHED 
STEEL BARS 
ALWAYS SPEC/IFY—_WY CKOFFE 





ge iiteey SI 


a SRS | Xa 


STEEL CARBON 
SERVICE CENTER ALLoy 
INSTITUTE LEADED 


ob. AA 
im e®.' 


Cw a 


WYCKOFF STEEL COMPANY 
GENERAL OFFICES: GATEWAY CENTER, PITTSBURGH 30, PA. 
WORKS: AMBRIDGE, PA—CHICAGO, ILL.—NEWARK, N.J.—PUTNAM, CONN. 


WYCKOFF STEEL PRODUCTS « Carbon, Alloy and Leaded Steels * Turned and 
Polished Shafting * Turned and Ground Shafting * Large Squares * Wide Flats 


up to 1234” x 244" and 14” x 114” « All types of Furnace Treated Steels including 
Carbon Corrected Stee!s 
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3-in-L Truck 


Saves Time, Money 


A multi-purpose truck for ware- 
housing, order picking and dis- 
tribution operations saves time 
and speeds operations. Unit func- 
tions as a pallet, order picking 
and drag line truck. Self-loading 
and unloading, it reduces to mini- 
mum the number of fork lift 
trucks required. Features include: 
welded heavy-duty steel construc- 
tion with 3-ton capacity hydraulic 
lift; cam operated hardened tow 
pin in 360 deg. floating swivel as- 
sembly. Overall width is 50% in.:; 
length, 68% in. Lift height of 
forks is 3%4 in., capacity is 2000 
lbs., and approximate weight is 
450 lbs. Nutting Truck and Caster 
Co., 1201 W. Division St., Fari- 
bault, Minn. 
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‘You purchasing agents are all alike, 
O.K. I'll throw in a spare.” 
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CARBORUNDUM 


OUALITY 
BANDPAPER 


“eA RBORUNDUM 
POUALITY 
ANDPAPER 


FCARBORUNDUM 


7 


~ 


a QUALITY 
BsSANDPAPER 


CARBORUNDUM 
= -QUALITY 
SANDPAPER 


: CARBORUNDUM 
——e UA LI TY 
ae iw DPAPER 


Carborundum® sandpaper sheets, belts, discs 
and Economy” Rolls are deliberately designed 
to pay real dividends in small-job sanding — 
for all hand applications, and portable or 
bench machine work. They cut faster and 
finish more uniformly, because they are made 
under the same rigid controls, and from the 
same fine abrasive materials, as the most 
technical coated abrasive products. Their 
cost is small— but the savings they bring can 
substantially reduce your overall expense. 

Give your Carborundum disiributor a few 
minutes to show how Carborundum quality 
—backed by his own abrasive knowledge 
and service —can help you. 





CARBORUNDUM 
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“‘Who makes the most 


uniform magnetic cores?”’ 


When you’re faced with an order for magnetic 
cores with closely matched characteristics, tape- 
wound Centricores® will fill the bill exactly. 
They’re the most consistently uniform cores 
available anywhere. 

Centricore uniformity begins with the careful 
screening of raw materials for the exact magnetic 
properties you need, is maintained .in winding 
through use of special machines of our own design, 
and completed with annealing under rigidly con 
trolled conditions. The rugged design of the leak- 


AGNETIC 


ETALS 


“Magnetic Metals, 
of course!”’ 


proof Centricore cases permits use of a thinner 
gage aluminum that shaves fractions of an inch off 
their size—fractions that can add up to precious 
inches when you want to scale down component 
dimensions. Centricores are the slimmest magnetic 
cores on the market. 

With Centricores—and all Magnetic Metals 
products—comes expert, interested help with any 
specification problems you may have. And you can 
depend on prompt delivery from either our East 
or West Coast plants. Write or call today. 


NMIAGNETIC METALS COMPANY 
Hayes Avenue at 21st Street, Camden 1, N.J. 

853 Production Place, Newport Beach, California 
transformer laminations « motor laminations «tape-wound cores 
powdered molybdenum permalloy cores + electromagnetic shields 
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new 
from 


top to 
bottom... 


Ultrasil rectifiers 


NEW OVERALL FUNCTIONAL DESIGN + CENTRALIZED 
A.C. CONTROL «+ SELF-LOCKING, SLIDE-IN PANELS - 
HINGED INSPECTION DOORS «+ TRIM APPEARANCE, 
LASTING FINISH « RUGGED UNIFRAME CONSTRUCTION 
¢ NEW, IMPROVED TRANSFORMER DESIGN « NEW, ONE- 
PIECE DIODE ASSEMBLY «+ NEW, BUILT-IN VENTILATION 
SYSTEM « NEW, POSITIVE PROTECTIVE DEVICES 


Integral, remote and automatic controls are available. 
Call your Udylite Representative for complete information. Or, write: 


THE UDYLITE CORPORATION 
Detroit 11, Michigan 
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System Solves Small 
Parts Storage Problem 


a 


A flexible modular system 
solves the problem of protecting 
expensive small parts from shock, 
dirt and other hazards. During 
storage, individual units slide into 
adjustable floor-to-ceiling racks. 
Lips on boxes fit cleats on racks, 
and no shelves are needed. Ticket- 
holders permit easy coding of con- 
tents. Boxes of durable thermo- 
plastic come in eight sizes and 
nest and stack. Dividers, insert 


trays and dust-proof covers are 
available. Hollywood Plastics, 
Inc., 4560 Worth St., Los Angeles 
63, Calif. 
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Magnetic Sweeper 
Promotes Plant Safety 


be | 


A low-cost, multi-purpose, ro- 
tary, non-electric magnetic sweep- 
er promotes plant safety and 
good housekeeping. Sweeper is 
lightweight, maintenance-free and 
hand-propelled. It is used to clear 
factory aisles, floors, walks and 


drives of dangerous ferrous con- 
taminants, including sharp metal 
chips, filings, nails and_ tacks. 
Powerful magnetic tube is easily 
unloaded and can be detached and 
used as retriever in tanks of water 
or hard-to-get-at locations. Sweep- 
er comes in six models, with 
widths from 10-3/16 to 34-3/16 in. 
Eriez Mfg. Co., Erie 6, Pa. 
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Beryllium Copper Strip 
Heat Treated at Mill 


A mill heat-treated beryllium 
copper strip has been introduced 
with tensile strength to 190,000 
psi and formability said to exceed 
all previous standards. Need for 
customer heat treatment is elimi- 
nated. In addition, materia] is 
thermally ironed to high degree 
of flatness, and better uniformity 
throughout a coil and between 
lots is provided. Usual advan- 
tages of high strength and dimen- 
sional stability coupled with good 
electrical conductivity and corro- 
sion resistance are retained. The 
Brush Beryllium Co., 5209 Euclid 
Ave., Cleveland 3, Ohio. 
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« 
PSictews INSTSO> 


FOR NEW PRODUCT APPLICATION 


} 


VERSE” 


FULL TORQUE CAPACITY for instant revers- 
ing available in 1 ph., 1725 RPM, 115 or 
230 V., 1/6 through 1 H. P. sleeve or ball 
bearing motors. NEMA frame or special 
mountings. Franklin INST-O-VERSE enables 
use of I-phase instead of 3-phase reversing 


motors . . . and the cost is less 


Over-all size 





WHERE GEAR REDUCTION is required, ratios 
to specifications with epicyclic, worm, bevel 
or other gecrs open new opplications with 
INST-O-VERSE instant reversability Single 
or multiple shaft outputs with manual or 
automatic selectivity. 


Orifice size 
Pipe size 


Voltage 
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GEAR-O-MATIC includes all func- 
tional benefits of any signal-trans- 
ducing system applied to energize 
or instantly reverse geared power 
unit. Limit switches, automatic 
safety stop and provision for remote 
control are built into this package. 


““FRANKLINEER” YOUR PRODUCT FOR DEPENDABILITY 


Write for INST-O-VERSE facts folder 


Franklin ) Pre atts re.. 


BLUFFTON, INDIANA 


Weight 


Beno neoes* a 


Vacuum 





THE CREST OF QUALITY 


Electrical connections 


Maximum operating 
pressure differential 


SKINNER miniature 
solenoid valves provide 
larger valve features 


For pneumatic and hydraulic control systems 
and similar devices, Skinner B Series stainless 
steel solenoid valves create a new dimension 
in valve miniaturization. Three-way normally 
closed valves are now available to the fol- 
lowing specifications 


1” dia. x 26” 

3%,” inlet and outlet 

Ve" PTF (short dryseal thread) 
Fittings supplied for adapting 
to 4%” tubing 

V4" NPT Conduit connection 
or grommet electrical outlet 
Standard AC and DC voltages 
5 oz. 


150 psi 
Down to 5 microns 


fs cera ens ens cnr aiken on ermeewas te encionnentiesananesdll 


Very soon, 3-way normally open and directional control, 2-way 
normally open and normally closed, and higher pressure models 
will be on the market, too. For complete information, contact 
a Skinner Distributor listed in the Yellow Pages or write us. 


SKINNER Vaives 


SKINNER ELECTRIC VALVE DIVISION 


SKINNER PRECISION INDUSTRIES, INC, « NEW BRITAIN, CONNECTICUT, USA 
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These are the hands of a purchasing agent 

responsible for buying washroom supplies. Businesses 
across the country find in the Fort Howard line the 
tissue to meet their exact performance and price needs. 


Employee-Pleasing Softness and Strength 
—at Low Cost 


FORT HOWARD 
eB ae Fort Howard offers many grades of roll and folded 


ert eer 


tissue so that you may meet your exact requirements 


eo 
MAID OF THE FOREST. in performance and price. For more information 


pouste Foto 
caBinetT tissue 
am consult your Fort Howard distributor. 


enre — 


on how to keep your costs down but service up, 


on ees 





AMERICA'S MOST USED PAPER PRODUCTS AWAY FROM HOME 


~té Fort Howard Paper Company 


©Fort Howard Paper Company Green Bay, Wisconsin + Sales Offices in New York, Chicago, Los Angeles 
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IF YOU RELY ON SERVICE, 
YOU'LL LIKE DOING BUSINESS WITH 
COLUMBIA-SOUTHERN 








Photographed in limestone mine of PPG's Chemical Division at Barberton, Ohio. 


Hydrogen peroxide cotton bleaching time cut 60% . . 
that’s what Columbia-Southern technical ability linked 
with knowledge of industry needs developed for the 
textile trade. Vapor degreasing output boosted to all 
time high . . . that’s an example of results achieved by 
the combination of Columbia-Southern Trichlor and 
knowledgeable technical service to the metalworking 
industry. 

Pulp processors, glass manufacturers, leather tanners, 
petroleum refiners and other producers rely heavily on 


columbia! southern 
1emicals 


CHEMICAL DIVISION 
PITTSBURGH PLATE GLASS COMPANY 


G 


the service that supports Columbia-Southern Chemicals. 

They’ve learned that this counsel gives them the best 
mileage on the chemicals they buy. Because of this prac- 
tical technical assistance, combined with consistently 
high quality standards and cost-cutting traffic control, 
discriminating buyers in every industry specify Colum- 
bia-Southern Chemicals. You too may profit by doing so 

Chemical Division, Pittsburgh Plate Glass Company, 
One Gateway Center, Pittsburgh 22, Penna. Offices in 
principal cities. In Canada: Standard Chemical Limited. 


Chlorine * Caustic Soda * Caustic Potash * Soda Ash * Ammonia 
Solvents * Sodium Bicarbonate * Chromium Chemicals 
Barium Chemicals * Sulfur Chemicals * Agricultural Chemicals 
Reinforcing Pigments * Calcium Chloride * Hydrogen Peroxide 


Muriatic Acid * Calcium Hypochlorite + Titanium Tetrachloride 





ARCOS LOW ALLOY HIGH TENSILE ELECTRODES 
a NAAT TEEN 





ARCOS offers a complete line of filler 
metal products for manual and automatic weld- 
ing of low alloy high tensile steels—covered elec- 
trodes, rods and electrode wires, flux-cored wires, 
and bonded fluxes. EB consumable low alloy inserts 
are also available for root pass welding in pipe. 
Like all Arcos products, these low alloy filler prod- 
ucts are subjected to rigid quality controls to yield 
a triple bonus for you—sound welds, consistently 
low costs, and dependable performance for your 
customers. Use Arcos and get top performance. 


© FAIRCOS 


Arcos Corporation * 1500 S. 50th St. « Philadelphia 43, Pa. 
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Glass Fabric Forms 


New Roof over Old 


A glass fibre fabric which is 
light in weight but extremely 
strong provides a completely new 
roof right over the old. Used in 
conjunction with silicone liquid 
roof coating, fabric forms a mono- 
lithic surface that becomes in- 
tegral part of original roof. Fabric 
will not blister, wrinkle, bulge or 
curl; weighs only 8 lbs. per 100 
sq. ft., and forms a seamless, com- 
pletely water-tight surface. It is 
easy to handle and can be applied 
by unskilled personnel. The Mon- 
roe Co., Inc., 10711 Quebec Ave., 
Cleveland 6, Ohio. 
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All-Around Work Glove 
Is Tough Yet Flexible 


A Pylox-coated, jersey-lined all- 
around work glove has a single- 
seam, One-piece hand and gauntlet 
construction for custom-tailored 
fit. Curved fingers and unusual 
thumb design adjust comfortably 
to hands’ contours. Outer coating 

(Please turn to page 118) 
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# The Superior Stainless combination of higher 

strength for heavier loads, abrasion resistance 

: for longer wear, and corrosion resistance for 
maximum service life and cleaning ease is 


well illustrated in these applications by Atlas 
Chain & Manufacturing Co. Plus values to 
. : 2 i the maker are Superior’s uniform fabricating 
foils corrosion—lengthens life ease and dependability—prompt deliveries— 
close cooperation at all times. Why not enjoy 
these benefits for your stainless strip appli- 
cations? Call us! 


SUPERIOR STEEL DIVISION | 


OF 
COPPERWELD STEEL COMPANY 
CARNEGIE, PENNSYLVANIA 


For Export: Copperweld Steel International Company, New York 
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CUT-N-SAUCER wheels 
with DIS-CARD mounts 


A new combination from Norton’s newest plant 


neans you 
completely 
and the usual m 
pa ay ee tha wiles a take up to half an 


j 


. : ; YteN-Saneear wheel v v ic 
saucer shape with a dis; ut-N-Saucer wheel you buy 


ea 
ays mounted, throug 


mounts 
aig han for a conventional reinforc 
in on this first opportunity 
to you to get advantages ne 
i single, standard price 
rinding wheel. For further facts or 
BSA wheels or on straight wheels als« 
Dis-Card mounts see your Norton 
ributor, or write to NORTON COMPAN 
‘ral Offices, mi 6, Mass. nora 


ributors around the world. 





Dis-C: mount ually ow and 


al like oF ordinary mour ts it is no sepa- WNORTONK 


achment. It is permanently secured 


ed to be bought ind rown away with A B R A S I V E S 





nN 
W 


Making better products ... to make your Aaya tag better 
NORTON PRODUCTS: Abrasives + Grinding Wheels + Machine * Refractories * Non-Slip Floors BEHR-MANNING DIVISION: Coated Abrasives © Sharpening Stones + Pressure-Sensitive Tapes 


) 


For More Facts Write No. 224 on Information Card—Last Page 
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WE’RE GASOGRAPHERS 


We know how to help you put industrial 
gases to use PROFITABLY! Our cus- 
tomers use gases for everything from carbon- 
ating soft drinks to fabricating metal prod- 
ucts to anesthetizing hospital patients. More 
than 100 distributing points throughout the 
U.S. and Canada assure prompt delivery of 
argon, oxygen, hydrogen, acetylene, nitro- 
gen, carbon dioxide, helium, nitrous oxide, 
cyclopropane, ethylene, compressed air and 
apparatus. Want your profit picture to im- 
prove? Contact a gasographer at LIQUID 
CARBONIC DIVISION OF GENERAL 
DYNAMICS, Dept. P, 135 S. LaSalle St. 
Chicago 3, Ill. In Canada: Liquid Carbonic 
Canadian Corp., Ltd., 8375 Mayrand St., 
Montreal 9, Quebec. 


For More Facts Write No. 226 
on Information Card—Last Page 
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| Products 
(Continued from page 114) 


of vinyl compound Pylox is punc- 
ture-proof and resists abrasion, 
snagging and tearing. It will not 
deteriorate upon contact with 
acids or caustics and enables 
gloves to stay soft under most 
extreme conditions. The Pioneer 
Rubber Co., Willard, Ohio. 

Write No. 32 on Information Card—Last Page 


Combine Safety Cap, 
Side-Arm Goggles 


Lightweight side arm attach- 
ments combine safety cap with 
goggles for workers who require 
full-time head protection with in- 
termittent eye protection. When 
not in use, goggles rest anywhere 
on cap. Telescoping aluminum 
side arms are adjustable as to 
tension for full comfort. Sturdy 
construction guarantees rugged 
service. Fibre-Metal Products 
Co., 5th & Tilghman Sts., Chester, 
Pa. 


Write No. 33 on Information Card—Last Page 


Window, Skylight Coatings 
Reflect Radiant Heat 


Two easily applied, permanent, 
heat-reflecting window and sky- 
light coatings sharply reduce in- 
terior temperatures. Unlike con- 
ventional coatings which stop 
heat by absorbing it, becoming 
hot and then pass most of heat 
to interior by conduction, these 
products reflect up to 80% of the 
radiant heat striking them. Both 
are also ultra violet absorbers, 
and both are highly durable, able 
to be washed without damage. 
Professional Progress Research 
Co., New Buffalo, Mich. 


Write No. 34 on Information Card—Last Page 
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SPRAYED “LIMPET” ASBESTOS” thermal insula- Insulation material for caulking, packing For manufacturing folded asbestos gaskets 
tion reduces installation labor costs by 35%! and braiding! Kam Twisted Asbestos of high quality! Kam Asbestos Gasket 
Eliminates joints, bands, fastening wires, cut Rope Packing is ideal for caulking re- Cloth consists of quality asbestos yarn and 
ting, mitering, fitting, and stuffing. Fits perma torts, boilers, and ovens... or as base fine brass wire strands twisted and woven 


I 
nently on tanks, duct work, or irregular sur for lubricated packings. K&M Asbestos and covered with rubber friction com- 
more pound. For more information, write 


faces, regardless of temperature changes. Wit! Yarn for braided packing. For 
stands Hot Face temperatures up to 1350 | information, write No. 261 on Place No. 262 on Place Mark Card— Last Page 
Also for fire protection, noise reduction, co Mark Card— wast lage. 

densation control, corrosion prevention. Write 
No. 260 on Place Mark Card—Last P 








KeM BUYER'S GUIDE 


, TO QUALITY 
| ASBESTOS PRODUCTS 
FOR INDUSTRY 


You can widen your profit margin by cutting maintenance 
costs and downtime with quality K&M asbestos prod- 
ucts: Building Materials, Pipe, Textiles, and Insulations. 


These tough mineral fibre products offer you durability, 

strength, and economy. For more information on these 

and other K&M products, write: Keasbey & Mattison 
ompany, Ambler, Pa., Dept. 1-371. 


Our engineers will be glad to apply their skill and experience 


to help you reduce your costs in maintenance and production. 


e 
BEST IN ASBESTOS 


New K&M Aiuminized Asbestos Cloth for safety garments reflects up Teather 
to 90% radiant heat. KAMKLAD is a unique ne I 


combination of 


solid aluminum foil “welded” to a heavy duty sbesien cloth. High 
bond strength prevents deterioration under the most extreme 
conditions. Asbestos cloth base is extremely flexible yet retains its 
shape and construction when exposed to flame and water. Contains 

no glass yarn or filament. No vapor penetration. No evolving of 

noxious or flammable odors. KAMKLAD is ideal for entry and 

approach suits in firefighting, for safety garments for crews repairing 

open hearth furnaces and cleaning checkers in the steel industry, or 

for fire curtains, baffles, blankets and folding doors. For more 

information, write to: No. 263 on Place Mark Card—Last Page 
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You can help your manufacturing people simplify 


You get MORE THAN A MOTOR with and save time in their assembly operations. It takes 
just a few minutes to mount a General Electric Form 
. G fhp motor on your product, only seconds to make 
General Electric’s Form G... for example... ductal qumnicliiios, 
All your operations stand to gain from purchases 
of Form G motors. For instance: 


Your designers—General Electric engineers will give 
expert help in selecting the right motor for your 


Ease of application. Designers also welcome Form G mount- 


ing versatility—horizontally, vertically, direct or belt 
drive—whatever your product requires. 


Your components inventory—Assurance of fast, on- 
SSeCrmn VY time delivery from General Electric means lower in- 


ventory requirements for you. 





THESE YEARS-AHEAD FORM G MOTOR FEATURES 
SPEED ASSEMBLY, CUT SHIPPING COSTS 


1. EASY TO HOOK UP—An enlarged 
wiring compartment and a clean ter- 
minal board give you greater accessi- 
bility; speed connection; save you 
assembly-line time and money. 


3. FAST LEAD CONNECTION—Quick- 
connect wiring tabs on all external and 
internal terminals cut wiring time in half. 
Simply plug in leads for fast, easy, posi- 
tive connections. 


5. COMPACT, LIGHTWEIGHT—Up to 
50% lighter, 40° smaller than old-style 
motor designs, Form G motors cost less 
to handle, install and ship; cut down 
assembly-line fatigue. 


2. FAST CONDUIT CONNECTION—A 
special speed nut, welded inside the 
motor shell, permits conduit connection 
from outside; makes hookup fast, easy; 
simplifies motor installation 


4. SAFE, SIMPLE GROUND-—A built-in 
grounding lug on General Electric Form 
G motors permits fast, easy grounding 
of a third lead (when required) to meet 
UL standards. 


6. ALL-ANGLE OPERATION—All-angle 
sleeve bearings and positive oil retention 
system allow you to mount standard 
Form G motors in any position. No need 
for costly specials. 


Your salesmen—Form G’s years-ahead design adds 
to the attractiveness of your product—makes it easier 
to sell. Both your salesmen and your customers know 
that G-E Form G motors are built for long life and 
reliable performance. 


Your product service—Your customers can get fast, 
local service from a nationwide network of G-E Elec- 
tric Motor Service Stations. 


You get these added values at no extra cost. So 
why settle for less? Form G fhp motors are available 
in NEMA 48 and 56 frames. For more information, 
call your G-E Sales Engineer or write for a copy of 
GEA-6424 to Section 721-04, General Electric Co., 
Schenectady 5, N. Y. Also ask for GED-3877 “Pro- 
ductive Purchasing,” which describes a new concept 
on how to get more from your purchasing dollars. 


Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 





Office Equipment and Supplies 





Record Original 


A SYSTEMS concept to pro- 
vide fast, accurate recording of 
job data and its automatic entry 
into data processing systems has 
been developed by The Standard 
Register Company, Dayton, Ohio. 
The new electromechanical unit 
eliminates the need for manual 
transcription by recording the 
data in both machine and human 
language—at the source. 


Use Punched Form 

Using embossed plates, integral 
time clocks, prepunched tab cards, 
and a keyboard as input media, 
operating personnel feed numeri- 
cal information into a unit called 
“Stanrecorder”. This information 
concerns the man, the operation 
or location, time in and out, 
started and stopped, order or 
other document number plus all 


Data Automatically 


necessary variable information. 

The form used to record the 
data is a two-part, marginally 
punched form. Both copies can 
be folded into a locked compart- 
ment in the machine or one copy 
can stay in the machine while 
the other is torn off and kept 
by the employee or supervisor. 

Copies retained in the machine 
are in a continuous strip for later 
high-speed automatic input proc- 
essing. The copy is a chronologi- 
cal and unalterable record of all 
transactions. If a mistake is made 
in entering information, the docu- 
ment can be voided by depressing 
the “void button” on the key- 
board. 

The forms are _ processed 
through a device which reads 
the data and translates it into 
magnetic tape, punched card or 


punched tape—at up to 300 docu- 
ments per minute. Because the 
forms are also written in human 
language, manual keypunching is 
possible when circumstances re- 
quire it. This alternate method 
makes the device compatible with 
almost any data processing equip- 
ment. 


Making Systems Studies 


Purchasing agents can test the 
new unit in “on premise” ap- 
plications and conduct systems 
studies based on possible uses. 
The machine, a supply of two- 
part forms, and embossed plastic 
cards can be placed in the plant 
or office and operated under vary- 
ing conditions which will provide 
practical indication of the system’s 
potential. 

Write No. 35 on Information Card—Last Page 


In a high-volume operation, this unit automatically reads the 
printed data and translates it into punched tape, punched cards, 
or magnetic tape. Speeds of up to 300 forms a minute can be 


attained. 
‘ mine 
Vy 


4 : 
Ml te 


Operator clocks in on new Standard Register Co. machine. 
Insertion of employee identification card triggers mechanism 


to print information. 
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Slide-rule price estimator 
makes it easy to determine 
weight and prices of high speed 
steels, die steels and regular tool 
steels. The new device is avail- 
able from Latrobe Steel Co., La- 
trobe, Penna. 

Write No. 36 on Information Card—Last Page 


A descriptive 4-page folder on 
Duplo Films has been published 
by Gevaert Company of Ameri- 
ca, Inc., 321 West 54th Street, 
New York 19, N. Y. It outlines 
the characteristics and various 
sizes of the film. Another feature 
is information on proper dark- 
room lighting, processing, sizes, 
and sensitivity of the film. 

Write No. 37 on Information Card—Last Page 


Labeler for moistening double 
gummed labels has been placed 
on the market. Two brushes are 
immersed in a reservoir and pro- 
vide direct flow to each side of 
the label. A polished aluminum 
cover is over the reservoir and 
brushes. The new labeler is a 
product of Carry-Pack Co., Ltd., 
9525 Irving Park Road, Schiller 
Park, Ill. 


Write No. 38 on Information Card—Last Page 
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designability 


the fourth dimension 


stylized office furniture 


New York PEERLESS STEEL EQUIPMENT COMPANY 
pn Unruh and Hasbrook Avenues 
esd Philadelphia 11 
Pennsylvania 


For More Facts Write No. 229 on Information Card—Last Page 





BRING ON THE BRRAINS Sede 
FROM REMINGTON RAND {&|?)& 





AND PRAY, SIR...WHAT 
CAN WE BRRAINS FROM 
REMINGTON RAND 
DO FOR YOU? 





| NEED A BETTER 
SYSTEM FOR 
INSTANTANEOUS ACCESS 
TO IMPORTANT FACTS. 

















MORE AND MORE 

EXECUTIVES ARE ITS AN ATTITUDE 
REALIZING THAT NEED... THAT SHOULD 
CARRY HIM FAR! 

















Kardex® Visible Files can handle inventory, personnel, 
production figures, credit, ledger, sales, records, you 
name it. And look at this staggering list of advantages: 
Visibility— spot the record you want at a glance, and 
find every item clear, clean, and permanently protected 
by its visible margin; Convenient— flat posting service 
and desk height make posting easy; Mobility— wheel the 
whole file into meetings, etc.; Signaling—vari-colored 
signals show items that need attention. 

The full story on Kardex® Visible Files is contained in 
an illustrated booklet which, by the sheerest coincidence, 
you can have simply by mailing the coupon 
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SOUNDS LIKE A JOB (TS A MOBILE UNIT 
FOR REMINGTON RAND'S WITH ROOM FOR 
EXECUTIVE KARDEXe UNITS. | | OVER 1200 CARDS. 




















HMMM...LETS SEE, BALK...YOU WERE 
7 MINUTES LATE APRIL 3x 1952_ 
TWELVE MINUTES TARDY FROM LUNCH 
THE FOLLOWING OCTOBER 12th AND 
TOOK OVERLY LONG COFFEE BREAKS ON_ 


























Remington. Rand SYstems 








Division of Sperry Rand Corporation 
Room 731, 122 East 42nd St., New York 17, N.Y. 


Please send me my free copy of your booklet on Kardex® 
Visible Record Cabinets. 

NAME__ eas 

TITLE 

COMPANY 

ADDRESS 


ZONE____COUNTY 
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New transparent, self-sticking 
tapes in 20 solid colors and 10 
patterns have been developed by 
ACS Tapes, Inc., 217 California 
St., Newton 58, Mass. The tapes 
are available in 10 standard 
widths ranging from 1/32” to 1 
and have a write-on, non-reflect- 
ing surface. 

Write No. 39 on Information Card—Last Page 


Aluminum offset plates have 
been introduced by Copy-Craft, 
Inc., 105 Chambers St., New 


York 7, N. Y. The new plates can 
be made on most photocopy ma- 
chines for use on any offset 
equipment. Any original, wheth- 
er typed, hand written, drawn or 
printed, may be used. 

Write No. 40 on Information Card—Last Page 








A bottle-type water cooler has 
been added to the line of The 
Ebco Manufacturing Co., 265 
North Hamilton Road, Columbus 
13, Ohio. A feature of the new 
unit is a vertical wrap-around 


construction baked 


cabinet in 


enamel. The cooler is 12 inches 
square and stands 36 inches high 
(plus bottle). It comes in white 
or two-tone. 

Write No. 41 on Information Card—Last Page 


Adjustable lamp with a mag- 
netic holder base has been an- 
nounced by Daniel Woodhead 
Co., 15 N. Jefferson St., Chicago 
6, Ill. A plastic reflector is self- 
ventilating and the lamp con- 
tains fully insulated switch and 
socket. 

Write No. 42 on Information Card—Last Page 
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Layout kit has been designed 
for the office planner. It has die- 
cut, walnut grained templates of 
office furniture items, layout pa- 
per, and pressure sensitive tape, 
all scaled at one-quarter inch to 
the foot. Also included is a 32- 
page manual “Office Planning 
and Layout.” The kit is available 
from Wood Office Furniture In- 
stitute, 1414 Eye Street, N. W., 
Washington, D. C. 

Write No. 43 on Information Card-Last Page 


High-speed facsimile scanning 
and printing units capable of scan- 
ning and transmitting page-width 
documents of any length at a rate 
of 15 linear feet per minute were 
announced by A. B. Dick Com- 
pany, 5700 West Touhy Ave., Chi- 
eago 48, Ill. Six hundred indi- 
vidual page-size documents may 
be transmitted and printed in an 
hour. Dry permanent copies are 
produced on_ standard-weight 
paper. Remote combination hook- 
up to any number of printers 
provides on-the-spot copies for a 
decentralized operation. 

Write No. 44 on Information Card-Last Page 





NEW LOW-COST WAY TO RAISE OUTPUT 


MACHINE LOADING 



























































Acme Visible Planning Panels make it 
easy to stay on top of your shop 


Timing is the essence of high produc- 
tion at low cost. And Acme Visible 
Panels make it easy for you graphically 
to plan, schedule and follow through 
every job. Machine loading. Personnel 
assignment. Shipping. Data cards in 
pockets keep essential facts at your 
fingertips. Visible margins portray your 
scheduling and work progress at a 
glance. Send for full facts. 





7 ae Ne VISIBLE 


g Acme Visible Records, Inc. 
¥ 8207 West Allview Drive, Crozet, Va. 


B Please give me information on pro- 
duction planning and control panels. 





NAME 





B COMPANY 





& ADDRESS 





city STATE 
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A convertible soap dispenser, 
suitable for powdered or liquid 
soap, was introduced by 20 Mule 
Team Products department of 
United States Borax & Chemical 
Corp., Los Angeles, Calif. It is 
made of plated steel and heavy- 
duty Melamine and will hold up 
to 40 ounces of powdered soap or 
32 fluid ounces of liquid soap. 
Write No. 45 on Information Card-Last Page 


White and yellow inks are now 
available in disposable marking 
pens. With the addition of these 
two colors, a full line of color 
pens for coding and marking is 
being sold by Van De Mark, Inc., 
P.O. Box 120, St. Clair, Mich. 
An important feature of the pens 
is the counter. The color pen 
leaves a bright spot of ink while 
the counter clicks to hold a total 
of the items spotted. 

Write No. 46 on Information Card-Last Page 


An automatic device throws a 
light on the telephone dial when 
the receiver is lifted. It clips on 
the telephone and is made of high- 
impact plastic in pink, black, and 
ivory. The unit is operated by 
batteries and sold by M & M 
Manufacturing Co., 2520 S. Fair- 
green Ave., Monrovia, Calif. 

Write No. 47 on Information Card-Last Page 
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A report to management: 





This is the second in a series of advertisements Purchas- 
ing Magazine is placing in the Wall Street Journal and 
the Harvard Business Review to impress top management 
with the vital profit-making role of modern industrial 
purchasing. 





Profit Making: 


The New Look 


in Modern Purchasing 


The purchasing function in now assuming 
its rightful role as a management respon- 
sibility and a vital force for efficient, 
profitable company operation. 

Unquestionably the Purchasing Agent 
is responding to the challenge. He is 
doing an increasingly scientific buying 
job. He is schooling himself in new pur- 
chasing techniques . . . analyzing more of 
the values in what he buys . . . concern- 
ing himself with programs that integrate 
his job with production, marketing and 
selling. 

The PA has two major sources for in- 
formation that help him develop his 
talents as a buyer and as an important 
member of industry’s management team. 

The first is his own professional organ- 
ization, the National Association of Pur- 
chasing Agents. Through his local chap- 
ter, the PA is in close touch with what 
Purchasing Agents are doing all over the 
country. He is fed a constant flow of pur- 
chasing ideas that have proved helpful 
in company after company. 

Active participation in N.A.P.A. is 
developing leadership qualities in thou- 
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sands of industrial buyers. As they learn 
value analysis, inventory control, stand- 
ardization, materials management, and 
linear programming to become better 
purchasing men, they also learn to organ- 
ize, delegate authority, assume responsi- 
bilities, and contribute to overall com- 
pany planning. 

The second information source for the 
PA is PURCHASING Magazine, the 
only publication which gives him com- 
plete, documented “how-to” articles on 
every phase of his job. 

PURCHASING Magazine salutes the 
N.A.P.A., which marked its 46th year 
with a national convention in June, for its 
noteworthy contribution to upgrading the 
purchasing function and helping man- 
agement better utilize purchasing as a 
source for added profit. 


PURCHASING 


MAGAZINE 


Sells the man who buys 


A Conover-Mast publication 7 
205 E. 42nd St., New York 17, N.Y. 

























Association News 





Canadian Purchasing 


Conference Hears 





High-Level Speakers as president of the Canadian Asso- 


ciation of Purchasing Agents, J. G. Bradley 
(I.), Aluminum Co. of Canada, chats with 
outgoing president, A. R. Oliver, Steel Co. 
of Canada. 


66 
Tue KEY To Better Pur- for the large group of enthusiastic mated Purchasing,” “Work Sim- 
chasing” was the theme of the purchasing agents attending the plification,” and “Buyer Selection 
C 


recent 36th Annual Canadian conference. and Training.” 

Purchasing Conference in Toron- The program was divided into One of the speakers at the gen- 
to. Conference chairman John general sessions and workshop eral session on opening day was 
Dickinson of British American meetings. The workshops covered John R. Blinch, former director 
Oil Co. and his committeemen ar- topics such as “Purchasing Man- and secretary of the Purchasing 
ranged an outstanding two days uals,” “Value Analysis,’ “Auto- (Please turn to page 132) 


CANADIAN Pulau 
CONFE 





N. K. Smith (r.), National Research Council, 

was discussion leader during the workshop on 
“Purchasing Materials.” Moderator for the ses- . 
sion was C. W. Lusty, Pilkington Glass Manu- 

facturing Co. 


Some of the people responsible for the success of the Canadian 
Purchasing Conference include (|. to r.): James M. Boyd, Shell 
Oil Co.; V. W. Starr, Canadian Controllers Ltd.; Paul J. Camp- 
bell, Molson’s Brewery; and John Dickinson, British American Oil 
Co., conference chairman. 


J. C. Willis (r.), Canadian Western Natural Gas Co., 
presided at the Tuesday afternoon luncheon. He is 
shown speaking to R. W. Barnett, Purchasing Week. 
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Widest Range from Any Distributor Source. Calling on 
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ALABAMA 

Birmingham 5 

Hinkle Supply Company, In 
(Fairfax 2-4541) 

The J. M. Tull Meta! & Supt 
(Fairfax 3-1612) 

ARIZONA 

Phoenix 

Ducommun Metals & S 
(Bridge 5-4471) 

Pacific Metals Corapary 
(Alpine 8-7821) 
CALIFORNIA 

Berkeley 10 

Ducommun Meta!s & S 
(Thornwall 1-1820) 

Los Angeles 59 

Benjamin Metals Company 
(Rod & Bar) (Nevad 
Los Angeles 54 

Ducommun Metals & Supply 
(Ludlow 8-0161) 

Los Angeles 22 

Pacific Metals Company 
(Raymond 3-5431) 

Los Angeles 22 

Tubesales (Tube & Pipe 
(Raymond 3-7781) 

San Diego 

Ducommun Metals & Supply ¢ 
(Gridley 7-3141) 

San Diego 1 

Pacific Metals Company Ltd 
(Belrnont 4-3253) 

San Francisco 7 

Pacific Metals Company, Ltd 
(Underhill 3-5600) 
COLORADO 

Denver 16 

Marsh Steel & Aluminum C 
(Keystone 4-1241) 

Denver 16 

Meta! Goods Corporation 
(Dudley 8-4141) 
CONNECTICUT 

Milford 

Edgcomb Steel of New England, In 
(Trinity 4-1631) 

Windsor 

Whitehead Metals, Inc 
(Murdock 8-4921) 


FLORIDA 

Jacksonville 5 

TheJ. M. Tull Metal & Supply Co., In 
(Evergreen 7-5561) 


iami 
The J. M. Tull Metal & Supply Co., Inc 
(Oxford 6-0150) 
Tampa 10 
The J. M. Tull Metal & Supply Co., Inc 
(3-6741) 
GEORGIA 
Atlanta 2 
The Jj. M. Tull Metal & Supply Co., In 
CUackson 5-3871) 
HAWAII 
Honolulu 14 
Aluminum Products Hawaii, Ltd 
(94-861) 
IDAHO 
Boise 
Pacific Metal Company (3-6468) 
ILLINOIS 
Chicago 80 
Central Stee! and Wire Company 
(Republic 7-3000) 
Chicago 80 
The Corey Stee! Company 
(Bishop 2-3000) 
Chicago 23 
Steel Sales Corporation 
(Bishop 7-7700) 
INDIANA 
Indianapolis 18 
Steel Sales Co. of Indiana, In 
(Liberty 6-1535) 


KANSAS 

Wichita 

Marsh Stee! & Aluminum Co 
(Whitehall 2-3231) 

KENTUCKY 

Louisville 3 

Williams and Company, Incorporated 
Cuniper 3-778!) 


LOUISIANA 

New Orleans 12 
Metal Goods Corpor 
(Jackson 2-7373 
MARYLAND 
Baltimore 7 
Whitehead Meta 


Winds 


MASSACHUSETTS 
Cambridge 39 
Whitehead Metals, | 
Roxbury 

Eastern Metal M 
(Highlands 2-5 
MICHIGAN 

Detroit 12 

Cer itr a Stee ar +] Ww € 
(Twinbrook 2-3200) 
Detroit (Hazel Park) 
Meier Brass & A r 
QUordan 6-3902) 
Detroit 10 

Steel Sales C 

(Tyler 6-3000) 
MINNESOTA 
Minneapolis 13 

steel Sales C 
(Sterling 1-4893 


MISSOURI 


North Kansas rod 16 


Marsh stee 

(Grand |-3505) 

North Kansas woes 8 
Metal Gc 

(Grand 1 Sie 

St. Louis 14 

Meta G ds C rf 
(Harrisor 

St. ‘Louis 10 


oo spec + 1-595 
NEW HAMPSHIRE 


NEW JERSEY 
Elizabeth 
Adam Met 
(Flanders 1-2 
Englewood 


Tubesales (Tube & Pipe) 


(Lowell 7-4400) 
Harrison 

Whitehead Metals 
(Humboit 5-5900) 
Hillside 5 

Miller Steel and Alum 
Division of Robert Car 
(Waverly 6-6000) 
NEW YORK 
Albany 1 

Eastern Metals Waret 
(IV 9-3281) 
Buffalo 17 
Brace-Mueller-Hunt 
(TR 7-8700) 

Buffalo 7 

Whitehead Metals. Ir 
(TR 6-3100) 


New York (Long Island City 1) 
Adam Metal Supply, Ir 


(Stilwell 6-7737) 
New York (Breoklyn) 
Strahs Aluminum Co 
(Browning 2-7000) 
New York 14 
Whitehead Metals, Ir 
(Watkins 4-1500) 
Rochester 5 


Adam Metal Supply of R 


(Locust 2-4260) 
Rochester 1 
Brace-Mueller-Huntley 
(Congress 6-6560) 
Rochester 10 
Whitehead Metals, Ir 
(Butler 8-2141) 
Syracuse 1 


Brace-Mueller-Huntiey, Ir 


(Howard 3-3341) 
Syracuse 1 
Whitehead Metals, Ir 
(Howard 3-6241) 


NORTH CAROLINA 

Charlotte 6 

Ed T teel Company 
F 5-3361) 

Greensboro 

f eel Company 
8421) 


OHIO 
Cincinnati 14 
teel and Wire C 
Cincinnati 37 
W and C 


Cleveland 28 
AM astie &C 
Cleveland 14 


Columbus 12 


Toledo 12 
W nd C 


OKLAHOMA 
Tulsa 13 
vi Cor 
6-2561) 
OREGON 
Portiand 9 
Pacific Metal Compa 
PENNSYLVANIA 

Philadelphia 34 


sart 1 3-6300) 
Philadelphia 33 
Meta y Compan 
enter 6-0220) 
Philadelphia 40 
Whitehead Metals. | 


Baldwin 9-2323) 
Pittsburgh 33 
Williams and Company, Incorporated 
York 

Steel Compan 
RHODE ISLAND 
Statersville 
Ed nb Steel of New En 
P , 900) 
SOUTH CAROLINA 
Greenville 
TheJ. M. Tull Metal & Supp 
TENNESSEE 
wee ( 6 


(W 


TEXAS 
we 


Dallas 5 
is C 


(Fi e€ tw! | 

Houston 1 

McCormick Steel Company 
R 64 ) 

Houston 1 

(River 


UTAH 

Salt Lake City 1 

Pacific Metals Company, Ltd 
V 3461) 

WASHINGTON 

Seattle 8 

[ mmun Metals & Supply Co 

(P arkway 5-1500) 

Seattle 4 

Pacific Metal Company (Main 2-6925) 

Spckane 4 
fic Metal Company 

(Keystone 5-3681) 

WISCONSIN 

Milwaukee 1 

Central Steel and Wire Company 

(Hur it 1-5000) 

itwenhes 9 

teel Sales Co. of Wisconsin 

(Hilltop 2-2020) 


Call The Aluminum Man... his 
stock’s the most complete! 


Your Alcoa distributor sales repre- 
sentative— The Aluminum Man— 
maintains a warehouse bulging 
with sheet and plate; tube and 
pipe; extruded shapes; wire, rod 
and bar. His stock represents the 
widest range of aluminum prod- 
ucts available from any distributor 
source. He can arrange for them 
to be slit, sawed or sheared to your 
specifications—furnish technical 
advice you may need on alloy se- 
lection and fabrication techniques. 
He's your fastest supply line for 
aluminum in any form when you 
need it. Your nearest Alcoa dis- 
tributor is listed on this page, so 
give himacall...soon. Aluminum 
Company of America, 846-G Alcoa 
Building, Pittsburgh 19, Pa. 


Watcoa ALUMINUM _ 


A DISTRIBUTED NATIONALLY 





Call The Aluminum Man... 
he’s your Alcoa distributor 
sales representative 





INDUSTRIAL RETAINING RING 
PRICES REDUCED 


Series 1000, Series 3000 and Series 3100 Industrial INDUSTRIAL RETAINING RING COMPANY 
Retaining Ring prices—in quantities up to 100,000—have 
been greatly reduced. Please send me, free, a copy of the new 1961 IRR Price List — 61P. 

Thanks to modern, efficient production methods you | would also like to have your representative call. 
can now get these Industrial Retaining Rings—either pre- 
stacked or bulk packed—at new, low prices... and pay Name Title 
less for pre-stacked rings than you have been paying for 
bulk packed. Reductions apply to standard materials 
and finishes. 

Use this coupon to send for your new, revised IRR 
Price List. City State 


f >) 2 0 Originators of modern retaining ring dispensing 


INDUSTRIAL RETAINING RING COMPANY 
57 Cordier Street, Irvington 11, New Jersey 
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OF SUPPLY 


Suppliers and sub-contractors in the 
Northern Plains can be pinpointed 
quickly by the Facilities Register, a 
unique electronic index of production 
facilities. Whether yours is a problem 
of finding new suppliers, contracting 
for idle machine time, shortening lines 
of supply, or obtaining better quality 
and service: 


ASK THE MAN J 
FROM THE @ 
NORTHERN 


PLAINS 
NORTHERN NATURAL GAS COMPANY 


SERVING THE NORTHERN PLAINS () GENERAL OFFICES: OMAHA, NEBRASKA 
Write No. 284 on Information Card-Last Page 








Canadian Conference 
Hears Key Speakers 


(Continued from page 128) 
Officers Association of Great Brit- 
ain, Mr. Blinch told his Canadian 
audience about the 15 different 
purchasing associations in various 
parts of the world and reviewed 
what each group is deing in the 
field of education and assistance 
for each other. 

“Good progress is being made,” 
Blinch said, “in building up a 
strong chain of national associa- 
tions in the purchasing field, and 
that a successful start has been 
made is encouraging some of these 
associations to cooperate within 
a regional federation—a move 
which, in time, will no doubt be 
followed in other parts of the 
world. 


Plan International Group 


“It is surely logical to hope that 
it will not be very long before 
this pattern of progress is com- 
pleted by the creation of an in- 
ternational federation of purchas- 
ing through which associations in 
all parts of the world will be kept 
in touch with each other and will 
help each other in the many prob- 
lems which are common to them 
all.” 

C. W. Wright, speech consultant 
from Toronto, discussed a subject 
which represents an important 
part of the purchasing agent’s 
day: Listening. Mr. Wright called 
his talk “Let’s Learn To Listen” 
and gave the group a list of errors 
which must be avoided. They in- 
cluded: 

@ Pretending attention—a com- 
mon fault which penalizes the 
listener more than anyone else. 

® Failure to adjust to the speak- 
er—all speakers employ gestures 
and techniques which certain lis- 
teners may not care for. The 
speaker may look strange, but he 
may be worth hearing. 

® Surrender to emotional deaf 
spot—the speaker uses a particular 
word and the listener immediately 
tunes him out and proceeds on an 
interesting mental detour. Mean- 
while the speaker is still talking. 
@ Hop-Skip-Jump listening—It is 
possible to listen to a much faster 
vocal delivery than is normally 
encountered. This condition per- 
mits some people to indulge in 


mental detours with the danger 
that the speaker is tuned out at 
the precise moment he delivers a 
valuable section of his talk. 

The Canadian purchasing agents 
also heard a top industry official 
state that purchasing is now rec- 
ognized as a profit-making func- 
tion. 

“The need for astute purchas- 
ing is particularly obvious in man- 
ufacturing companies,” said E. D. 
Loughney, president of British 
American Oil Co. “By establish- 
ing a strong purchasing function, 
a company creates a new control 
point at which all plans and pro- 
grams are rechecked from a cost 
versus value viewpoint by people 
who are experts in costs and val- 
ue. 

“Improving Performance” was 
the title of the message brought 
to Toronto from Baton Rouge, La. 
by Charles E. Colvin of Ethyl 
Corp. Mr. Colvin described some 
aspects of the training program 
for purchasing personnel at his 
company. He emphasized that it 
was not a specific training course 
but a series of practices to de- 
velop skill in the purchasing pro- 
fession. 

“We have an ‘Education and 
Training Manual’ for each man, 
he said. “It consists of a loose- 
leaf leather binder in which he 
can file and keep special instruc- 
tion memos as well as copies of 
purchasing articles of long-term 
reference value. 

“The special memos cover a 
series of 30 subjects (which) de- 
fine what I, as the manager of 
the department, consider the right 
way to handle each aspect of our 


. buying.” 


The 1962 conference of the Ca- 
nadian Association will be held on 
June 14 and 15 in Vancouver, 
British Columbia. 


. . « I'll have to just leave this price 
increase notice and run! ... I’m 
double parked outside!! 
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NEW WAY TO CUT PIPE 
MAINTENANCE COSTS! 


RIBBON DOPE trasemem Thread Sealant 

by Permacel—the self-lubricating, universal 
sealant made of pure Teflon* for all 
threaded connections, metal or plastic 


... including oxygen breathing apparatus. 


*Du Pont trademark 


PERMACEL 


NEW BRUNSWICK, NEW JERSEY « TAPES+ ELECTRICAL INSULATING MATERIALS+« ADHESIVES 








Stand alongside a big lift like this and your first impulse is to 
head for the nearest exit. But when the huge forging is moved 
safely and quickly, you gain a new respect for the engineers 
who designed the slings and the hoist rope on the crane. The 
wire rope used on this job was USS Tiger Brand ... and it 
was made from tough Monitor Steel. 

When ordering slings, you naturally think of safety—not 
only for your men but also for your equipment and the loads 
being handled. Tiger Slings have no weak links. The wire rope 
and fittings are matched and the connections are as strong as 
the rope itself. Properly designed slings save time and money. 
You can get them from the local USS Tiger Brand Distrib- 
utor o> he will order special types to suit your needs. 

For more information on wire rope or slings, write American 
Steel and Wire, Dept. 1203, 614 Superior Avenue, N.W., 
Cleveland 13, Ohio. USS and Tiger Brand are registered trademarks. 


WHY (iss) TIGER BRAND IS YOUR BEST BUY. 


1. It is made by a company that maintains the most complete re- 
search and manufacturing facilities in the steel industry. 


2. It is designed by one of the country’s most capable staffs of wire 
rope engineers. It is serviced by thoroughly experienced field repre- 
sentatives always ready with their assistance. 


3. Every type of Tiger Brand Wire Rope is designed for specific appli- 
cations. You get the right rope for the job. 


4. It is made by one company, U. S. Steel, and every step of produc- 
tion, from ore to finished product, is carefully controlled and super- 
vised to guarantee one high standard quality. 


5. Tiger Brand Wire Rope is manufactured by the foremost single 
wire rope producer in the country. 


Contact the Tiger Brand Distributor. He carries a complete line of industrial 
wire rope for immediate deliveries in your area. 


American Steel and Wire 
Division of 
United States Steel 


Columbia-Geneva Stee! Division, San Francisco, Pacific Coast Distributors 
Tennessee Coal & Iron Division, Fairfield, Ala., Southern Distributors 
United States Stee! Export Company, Distributors Abroad 


USS Tiger Slings lifting a 15-ton drive shaft for the first nuclear-powered 
aircraft carrier. The crane hoist ropes (not shown) are also USS Tiger Brand 
for strength and reliability. 


Lifting a 15-ton forging 











with (iss) Tiger Brand Wire Rope and Slings 











ITS A 


FACT 


YOU CAN DO BETTER WITH 


STAMPING 
KNOW-HOW 


Ra ot 


ss 


° Because we make 
HEATING stampings for 
. the widest of 
HARDWARE varieties of 
. diversified 
AUTOMOTIVE industries 
from coast 
to coast 


PHOTOGRAPHIC 
. our broad 
ELECTRONIC experience 
° and know-how 
AIRCRAFT assure you 
. top quality— 


COOLING fast delivery. 
* Inform yourself! 


FOR MORE FACTS 


REQUEST OUR GRATIS 
ENGINEERING SERVICES 


YOU CAN 
STA: CO 
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Old Dominion P. A.’s 
Hold Two-Day Meeting 


The annual spring meeting of 
the Old Dominion Purchasing 
Agents Association of Virginia 
began with a visit to the Amer- 
ican Oil Company plant in York- 
town. 

President C. E. Rimback, Rey- 
nolds Metals Co., presided during 
the banquet which marked the 
end of the first day. Principal 
speaker was George Alexander 
Bowie, Firestone Tire and Rub- 
ber Co. 

The second day of the meet- 
ing, presided over by G. Lloyd 
Nunnally of Commonwealth of 
Virginia, opened with a talk by 
George W. Warren, purchasing 
agent for the City of Baltimore. 
He discussed “Inventory—A Tool 
of Purchasing.” 

William S. Johnson, executive 
director of the Congressional 
Joint Economic Committee, spoke 
on the topic “How To Compare 
Prices.” Richard Ransone of the 
department of purchases and sup- 
ply, Commonwealth of Virginia, 
covered “More Value For The 
Tax Dollar Through Standardiza- 


tion.” 


Company Presidents 
View Purchasing Agent 
Members of the Purchasing 
Agents Association of North Jer- 
sey were recently treated to a 
discussion of the topic “How Man- 
agement Views the Purchasing 
Function.” The three speakers 
were all presidents of successful 
North Jersey firms: Robert M. 
Jackson, Wallace & Tiernan Inc.; 
Robert Driver, Wilbur B. Driver 
Co.; and Howard B. Begg, Squier, 
Schilling & Skiff, Inc. 


Elect Officers 


Election of Association officers 
preceded the management ses- 
sion. Miss Irene Gordon, Wallace 
& Tiernan Inc., was elected to the 
presidency of the Association. 
Other officers who will serve with 
Miss Gordon are: Charles Mess- 
ner, I.T.T. Federal Laboratories, 
first vice president; Art Ostran- 


second vice president; John S. 
Babiy, Permacel, secretary; F. 
Norman Wiss, Jr., Wiss & Sons 
Co., treasurer; and Howard Web- 
ster, Continental Can Co., Inc., 
national director. 

First speaker of the evening 
was Robert M. Jackson. He com- 
mented that while the purchasing 


Robert Driver Robert Jackson 


ay 


Howard B. Begg 


outlay for materials was the great- 
est by far, the purchasing func- 
tion too often received only a 
small share of management atten- 
tion. 

In summing up his remarks, 
Jackson stressed seven qualities 
he expected of a purchasing agent. 
“He should have application to 
his job, extensive work knowl- 
edge, a creative and active work 
attitude, neatness in working hab- 
its and appearance, reliability, ini- 
tiative, and loyalty.” 

Robert Driver said that the 
purchasing agent has at his com- 
mand all the knowledge and ex- 
perience of his sources of supply. 
It is his opinion that the field of 
purchasing is the finest training 
ground for top executives. The 
efficient purchasing agent is a 
strong choice as a future chief ex- 
ecutive officer, he noted. 

The president of an industrial 
distribution firm, Howard Begg, 
was the third company president 
to speak. “Purchasing,” he said, 
“can be either so profitable or 
so unprofitable that management 
should be constantly concerned 
with its activities.” 

In his company, he said, effi- 
cient purchasing contributed to 
profits by as much as $50,000 a 
year. 

The meeting concluded with a 
question and answer session. 
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good taste 
in stainless steel 


VICLOUTH 
STAINLESS 
ST EE L.—the CLEAN metal 


for kitchens and food handling. 


McLouth Steel Corporation 
Detroit 17, Michigan 





NEW BANTAM — PUMP 


...a boon to contractors 
- . Utility crews | an Ingersoll-Rand 


a 


exclusive | 

NEW —automatic 
constant 
lubrication of 
water seals from 


a pressurized 
4, grease reservoir 
in the housing! 





An easy 34 lb. load for one man, and only 16 in. high, this new 
baby of the Ingersoll-Rand Pump Line can move 190 gallons 
per minute against a 15 ft. total head. 


The new I-R 225 Pump is ideal for pumping water, oil, sewage 
or sludge out of sumps, trenches, manholes, tanks and bilges. 


Other newly designed features include a more efficient and 
longer lasting multi-vane motor, stainless steel parts at critical 
locations to prevent corrosion, and a rugged alloy housing 
and impeller. 


Standard equipment includes exhaust hose assembly, air strainer 
and air throttle valve. 


Ingersoll-Rand — i For details or an on-the-job demonstration, call your nearby 
Size 225 Air Ingersoll-Rand representative or write: Ingersoll-Rand, 11 Broad- 
Operated Sump Pump way, New York 4, N. Y. 


Ingersoll-Rand 


11 Broadway, New York 4,N. Y. 
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“PROBLEM J0B SOLVED... msna oon 


ted cleaned up cutting fluid troubles. 


(Company name on request) 


Production-Proved products of The Cincinnati Milling Machine Co. 


FIVE-STAR CIMCOOL— Newest in the industry-proven line of CimcooL® Cutting Fluids. 
CIMPERIAL® — Heavy duty replacement for cutting oils in those low-speed tough jobs. 
CIMPLUS — The transparent grinding fluid which provides exceptional rust control. 
CIMCUT Concentrates (AA, NC, SS) — For every job requiring an oil-base cutting fluid. 
ALSO—CIMCOOL Tapping Compound—CIMCOOL Bactericide—CIMCOOL Machine Cleaner. 


For full information on the complete family of Cimcoot Cutting Fluids, call your 
Cimcoo_ Distributor. Or contact Cincinnati Milling Products Division, Cincinnati 9, Ohio. 


©Trade Marks Reg. U.S. Pat. Off. 
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666. Jomac work glove. Reversible—any two make a pair. Men’s knitwrist. 


It’s GLOVEMANSHIP that makes 
JOMACS 


your best buy in industrial work gloves 


GLOVEMANSHIP is an art. It involves combining the ideal yarns, process- 
ing the cloth by techniques which will impart the wearing and protective 
qualities desired, creating patterns, styling cuffs and, finally, producing 
the finished gloves with real craftsmanship. Jomac practices GLOVEMAN- 
SHIP. 

What does GLOVEMANSHIP mean to you? It means lower glove costs 
with quality gloves that afford maximum dexterity, more comfort; that 
resists oils, greases and stains; that protect hands and forearms against 
such hazards as cuts, burns, bruises and abrasions; that can be washed 
time after time. 





For better fit, greater dexterity, more 4 
7 comfort, longer wear, and maximum 

safety in handling most chemicals, 

oils, greases, etc.— specify North 

PVC Coated Gloves. 


To keep workers dry and comfortable 
in foul weather and to give them 
superior protection against chemi- 
cals, oils and greases—specify North e 

PVC Protective Clothing. ' & 





Write for more information about Jomac industrial work gloves today. 


JOMAC 


In Canada: James North Canada Company, Ltd., Simcoe, Ont. 


Jomac Inc., Dept. F 
Phila. 38, Pa. 


‘““Jomac Sells Quality ... and Quality Sells Jomac!”’ 
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Students, Teachers Guests 
Of Syracuse-Central N.Y. 


Teachers and students in the 
Syracuse area were special guests 
of the Purchasing Agents Asso- 
ciation of Syracuse and Central 
New York at the association’s re- 
cent Professional Development 
Day. 

An all-day program of plant 
visits and conferences was capped 
with a banquet in the Hotel Syra- 
cuse. During the evening session, 
members received certificates for 
completing the “Communications 
in Purchasing” course sponsored 
by the Association and conducted 
by Dr. Herbert Van Schaack of 
New York State University and 
Oswego College. 

Among the other educators 
seated at the head table were 
Prof. Burton B. Crandall, Syra- 
cuse University; Prof. Casimir 
Czarnewicz, LeMoyne College; 
and Prof. Harry Waters, Clark- 
son College of Technology. Stu- 
dents from those institutions were 
guests of the association at dinner. 

Guest speakers included Walter 
Willets, Conover-Mast Publica- 
tions, who recently was moved 
up from chairmanship of District 
8 to national vice-chairman of 
N.A.P.A.’s Committee on Pro- 
fessional Development; Peter 
Spaulding, a student at Clarkson; 
and Paul Farrell, editor of Pur- 
CHASING Magazine. 

Mr. Spaulding described his ex- 
periences as a summer-time em- 
ployee in an industrial purchas- 
ing department. “The work,” he 
said, “opened my eyes to many 
facets of purchasing I never knew 
before. I found out that practical- 
ly every other department was 
in one way or another dependent 
on the skills and ability of the 
purchasing department.” 

Mr. Spaulding said he thought 
any student, regardless of what 
field of business he planned to 
enter, would help his own career 
by knowing and understanding 
purchasing operations. 

Mr. Farrell spoke on the neces- 
sity for purchasing people to 
maintain high professional stand- 

(Please turn to page 142) 
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SALES-SERVICE ENGINEER WAREHOUSE SAW M 


(TOOL STEEL SPECIALIST) 
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~ 
SPECIALIST: 
» , _-SALES-SERVICE 
3 % + ENGINEER 
(ALLOY STEELS 
SPECIALIST) 


CUSTOMER 
TECHNICAL 
SERVICE 
ENGINEER we 


< 2 
» _\ SALES-SERVICE - ory 
' ; ENGINEER = : 
STAINLESS STEEL 
ACCOMMODATION SERVICES SPECIALIST) a oe 
< eg 


SALES-SERVICE. ENGINEER 
(ALL PRODUCTS) 


TELETYPE OPERATOR 


Call Crucible for steel service in depth 


« The inside account salesman — backed The local Crucible steel center makes ators. Their skills combined make buy- 
by a computer-controlled inventory available versatile shop experience with ing specialty steels a simple, economical 
all forms of metal-working, too. The matter. For a rundown of all the serv- 
inside salesmen are ‘‘walking data ices available, call the local Crucible 
special steels and services. books” on alloy steels, tool steels, stain- steel center and ask for an inside sales- 
less. Right beside them are Crucible man. Or write: Crucible Steel Company 
He himself can locate the steels you sales-service engineers and regional of America, Four Gateway Center, 
need within minutes—whether they’ re at customer technical service engineers P. O. Box 88, Pittsburgh 30, Pa. 
his own center or at any other Crucible whose specialties include metallurgy, 


system — offers the widest range of 


steel center or mill. He’s backed by an chemical engineering, welding . 
l. He mical engineering, welding. : CALL CRUCIBLE 
electronic communications network and Behind these men are other special- 


: . : . — and ask to have your name 
the most extensive inventory control ists: inventory controllers, draftsmen, 


added to the mailing list to 
system in the business. saw men, warehousemen, teletype oper- receive local stock lists 


y CRUCIBLE | STEEL COMPANY OF AMERICA 
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Why take less... when CORDLEY 
offers more: 


More Cooler Experience. Water 
Coolers are Cordley’s only business, 
not a side line. 


More Assurance of Satisfaction. 
Cordley’s full 5-year guaranty is by 
far the strongest in the industry. 


More Help in choosing the right 
coolers for your use...from Cordley’s 
line of 28 job-rated models. 4101 


The New CORDWALL LINE 
pi SI # 4 

—, ; No plumbing shows. 
Flush to the wall. No 
dirt can get behind. 3 
wall models for instal- 
lation at any height. 5 
floor models. See Yel- 
low Pages for nearest 
Cordley Distributor. 
sod | Ask for Catalog 61. 


CORDLEY & HAYES 
Specialists in water cooling since 1889 
443 Park Avenue South, New York 16, N.Y. 
ror Muse Facts Write No. 243 
on Information Card—Last Page 
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ards in an increasingly complex 
and competitive business world. 
Drawing on his experiences and 
observations during a recent trip 
to Germany, he declared that 
American industry faces two big 
challenges: The aggressive com- 
petition of the other industrial- 
ized nations of the world and the 
aggressive economic and military 
imperialism of the Soviet Union. 
He said a well-informed and high- 
ly skilled purchasing profession 
could help face those challenges. 

The following were elected new 
officers for the coming year: 

Fred P. Bauman, president; 
George L. Petrie, first vice-presi- 
dent; Victor H. Pooler, Jr., sec- 
ond vice-president; John E. Ed- 
monds, secretary; Robert H. 
Greenfield, treasurer; William L. 
Walls, national director; Ray Far- 
rar and Luther Til.y, directors 
for two years; Donald E. Amendt 
and Frank X. Terrio, directors 
for one year. 


News 


Feature Purchasing Topics 
At Standards Conference 


Three important phases of 
standards work in the purchasing 
field will be featured at a ses- 
sion of the 12th National Con- 
ference on Standards to be held 
on October 10-12 in Houston, 
Texas. 

The subjects will be: starting 
a company standards program, 
putting standards to work, and 
the use of value analysis in stand- 
ards work. Among the other 
topics to be covered at the con- 
ference—sponsored by the Amer- 
ican Standards Association—are 
data processing standards, con- 
tainerization, and how industry 
grows through standardization. 

The purchasing session was ar- 
ranged in cooperation with the 
National Association of Purchas- 
ing Agents. Roy Stockton, ma- 
terials manager of Reed Roller 
Bit Company, is chairman of this 
meeting, slated for October 11. 

Speakers at the purchasing ses- 


sion will be C. W. Doyle of Con- 
vair on “Use of Value Analysis 
in Putting Standards to Work,” 
Boyd C. Jackson of San Antonio's 
Public Service Board on “How 
We Started a Standardization 
Program in Our Company,” and 
R. C. Fast of Pan American 
Petroleum Corporation on “Put- 
ting Standards to Work.” Fast is 
also chairman of N.A.P.A.’s Dis- 
trict Two VASCO committee. 


Cawthon, Chrysler P.A., 
Wins Texas U. Award 


William C. Cawthon, director 
of purchasing for Chrysler Cor- 
poration, has been named the 
“Distinguished Engineering Grad- 
uate” for 1961 by the University 
of Texas. 

Cawthon received the award— 
the university’s highest for engi- 
neering alumni—at a convocation 
preceding the June commence- 
ment. The award was based on 
achievements in engineering and 
industry, as well as citizenship. 


William D. Cawthon 


An employee of Chrysler since 
1947, Cawthon joined the com- 
pany as a graduate student in its 
institute of engineering. From 
1949 to 1956, except for two years’ 
naval service, he held various 
engineering positions and also 
served as manager at two as- 
sembly plants. He has been di- 
rector of purchasing since May 
1960. 

Cawthon, who is 39 years old, 
graduated from Cornell Uni- 
versity in 1944. He received 
master of mechanical engineering 
degree from the University of 
Texas in 1947. 
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ALOYEO 1-11 Gate Valve for 150 Ib. service’ 


features double disc ball-and-socket wedges 
4 They are free to rotate and are non- fouling 
Ba, in any position which insures tight closure. 
There are Aloyco valves and alloys 
t/ \ Li /, y 
hike ) i! 





designed for every type of corrosive service 


SPECIALIZATION! Isn't it reasonable to believe that the 


one company with experience, facilities, research and { 
service all devoted to a single product is your best source 
of supply? The modern Aloyco foundry, for example, is designed 
to produce one end product only: pressure-tight | 
Stainless Steel Valve castings of the finest quality 


Longer Lasting 


ALO 


ALLOY STEEL PRODUCTS COMPANY 


LINDEN, NEW JERSEY 


VALVES 














Qa 
PROTECTION (am CHEMICAL PROTECTION 


FLOCK-LINED NEOPRENE 
TWIN -LINED NEOPRENE 
PACEMAKER HOT‘N COLD 225 STANZOIL NS-35 


Liquidtight insulation from extreme hot and cold 
EU elm eh alel lo Mo) ae Wil lal lao} @eolol lo)(-cisl-lo)o]-l>Mbil-Calal-1| 
inside a neoprene coated flannel shell. Bar- 
tacked fingertips secure the liner. Mahogany 
Red with safe non-slip finish, in 12” gauntlet 
style. Write for your copy of the Pioneer Buying 
Guide Wall Chart... 


Lined with millions of tiny cotton fibers bonded 
to the inner surface to make it easy to slip on 
and off. Of chemical resistant Milled DuPont 
Neoprene. Embossed non-slip grip. S-M-L sizes. 
Choose the right glove for every job with 
od bodal-1-1at- Me ololol iol acloh Clio) 2-Mt-1-11-lohdol ams Aah d_hol a 
your copy... 


- 


The PI@NEER Rubber Company, 233 Tiffin Road, Willard, Ohio The PI@NEER Rubber Company, 233 Tiffin Road, Willard, Ohig 
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- 

MULTI PLI PACEMAKERS SHEERER THAN A SURGICAL GLOVE 
This new Pioneer Pacemaker cushions wear with \) ‘ | 2jas o} \ G ERS 
reinforcemert on paim and thumb crotch. Glove 

coating of Black liquidproet a = ae Protect your products from handling. Of tissue- 
inland: ~Lerclirad thin, liquidproof Pylox™, textured inside to pro- 
sd gauntlet styles. Write for Muiti-Pli Catalog Wide @ non-slip grip when reverse ae 

heet. 


sizes. Check all Pioneer styles in your free copy 
of the Industrial Glove Catalog. Just write to... 


The PI@NEER Rubber Company, 233 Tiffin Road, Willard, Ohio The PIG NEER Rubber Company, 233 Tiffin Road, Willard, Ohie 
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Got. Gl Three! 


QUALITY 


Wire cloth and screen that can't be topped 
for resistance to wear, fatigue breakage 
and distortion—woven on machines de- 
signed and built by Ludlow-Saylor to 
guarantee the industry's highest stand- 
ards of accuracy. 


PRICE 


Sharply competitive! The cost of this 
better made cloth and screen is actually 
far less in service—tests have proved, in 
some cases, it lasts up to twice as long un- 
der the most severe operating conditions. 


DELIVERY 


In stock are hundred of meshes and wire 
sizes in all popular weaves and metals, 
ready for shipment from St. Louis, Los 
Angeles or Houston. Special cloth and 
screen can be woven to specification and 
shipped in’an unusually short time. 


WRITE FOR CATALOGS 


No. 104 for screen of 1/16" and larger openings 
No. 105 for cloth of 1[16” and smaller openings 


Ludiow-Saylor and Star screen and cloth can be 
woven from any steel alloy including stainless, high- 
carbon and oil-tempered; Monel, Nichrome, tncoloy 
or other patented alloy; brass, bronze, copper, 


aluminum, nickel and virtually any other ferrous or 
metal that can be drawn into wire. 


Furnished in sheets, continuous tengths, slit rib- 
bons, cylinders, cones, discs, rings or any other 
form. Ask for quotations. 


LUDLOW-SAYLOR WIRE CLOTH CO.*4369 WEST CLAYTON AVE.¢ST. LOUIS10, MO. 
STAR WIRE SCREEN & IRON WORKS, INC. (L-S Subsidiary) 

SUNSET AVE. & VALLEY BLVD. « CITY OF INDUSTRY (L. A. COUNTY), CALIF. 
BIRMINGHAM - CHICAGO DENVER HOUSTON PITTSBURGH 
512 N, 18th St- 6261 West Grand Ave. 1530 Carr St. 5638 Harvey Wilson Dr. Union Trust Bidg. 
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How Long Is Seller 


Responsible for Defects? 
(Continued from page 87) 


than a reasonable time. 

“The purchaser argues that he 
is not required to give notice of 
what the seller already knows, 
but this confuses two different 
things. The notice of the breach 
required is not of the facts, which 
the seller presumably knows quite 
as well as, if not better than, the 
buyer, but of the buyer’s claim 
that they constituted a breach. 

“The purpose of the notice is 
to advise the seller that he must 
meet a claim for damages as to 
which, rightly or wrongly, the law 
requires that he shall have early 
warning.” 

It is obvious however, from the 
decision of a Massachusetts court 
relating to a notice under this 
statute, that it must be clear and 
unequivocal. When, in this in- 
stance, 5 x 4 hard pine lumber 
was not delivered as agreed, the 
purchaser notified the seller that 
if the lumber were not delivered 
promptly he would buy it in the 
open market. 


No Breach of Contract 


“If the purchaser claimed to 
have been damaged through de- 
lay in delivery or lack of quantity 
or quality of which he knew or 
ought to have known, and failed 
within a reasonable time after ac- 
ceptance to notify the seller that 
he claimed damages, although par- 
ticular defects need not be speci- 
fied, he could not recover even 
if he had suffered damages from 
the breach. 

“A notice that if the material 
needed was not delivered prompt- 
ly the buyer would buy it else- 
where, is not notice of a breach of 
the contract for which damages 
would be claimed.” 

Professor Samuel] Williston of 
the Harvard Law School has writ- 
ten: “This section of the statute 
amounts to this, that the seller’s 
tender of the goods is treated as 
an offer of them in full satisfac- 
tion but the buyer is allowed a 
reasonable time for inspecting the 
offer. Moreover if he declines to 
take the goods in full satisfaction 
he need not return them. The 


practical advantages of the statu- 
(Please turn to page 148) 
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Give fragile and high-value shipments the extra 
protection of MAYFLOWER “AIR-RIDE” vans 





‘A 
Dm 
a 
~SAIR 
CHAMBER 


= 
~ 
~~ 
~ 





Mayflower “Ajir-Ride” suspension on its 
vans absorbs shocks and vibrations. 





Mavitowe 


_WORLD-WDE woveas 


America’s Most Recommended Mover 


@ Fragile, sensitive products, prototype exhibits, a/l your high-value shipments 
call for extra precautions. Modern Mayflower vans with ‘‘Air-Ride”’ prov ide riding 
qualities unequalled by ordinary equipment. Special Mayflower vans also feature 
higher. wider doors and greater safety of new Aeroquip nylon strap tie-offs. They 
can be double-decked and have specially-engineered auxiliary floors. Manned only 
by veteran “Accredited” van operators and backed by America’s number one dis- 
patching, Mayflower equipment is versatile enough to handle almost any kind of 
fragile or high-value shipment . . . safely, easily and economically. Give your 
local Mayflower agent a call! 


AERO MAYFLOWER TRANSIT COMPANY, INC. « INDIANAPOLIS, INDIANA 
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Most efficient, most economical way 
to line drums, cartons, cans, pails 


GER-PAK 


POLYETHYLENE 


LINERS IN ROLLS 


SAVE 
WORK! 


Just slip GER-PAK Liners 


onto any holder above 
work area. No handling 





problem! 





x 


SAVE 
TIME! 


Pull Liner down over 
mandril. Then zip off 
quickly, cleanly at per- 
foration! 








No smoothing-© 
hand! Insert mandril and 
Liner into container, 
“cuff” around top, fe 


move mandril! 


For drums 
For cartons 
For cans, pails 


\ 
¢ Quality-made to seal out dirt, moisture, all contamination! 
¢ Chemically inert to protect containers! 
¢ Up to 120 inches in width; no limit to length! 
¢ Available gusseted and non-gusseted! 
¢ Tie-off or peel-over construction! 
¢ LEAKPROOF DOUBLE SEAL optional upon request! 
te Dept. PM-7 for sampie 
the short way to say superior polyethylene sheeting 


GERING PLASTICS, division of STUDEBAKER-PACKARD CORP.., 
Kenilworth, N.J. 
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How Long Is Seller 


Responsible for Defects? 
(Continued from page 146) 


tory rule and its ease and certain- 
ty of application, commend it. 

“The section differs from other 
provisions of the statute, changing 
substantially the common law of 
all or nearly all of the states. Many 
states hold that at common law 
acceptance of title necessarily in- 
volves a release of the seller’s 
liability from certain of his con- 
tractual obligations in regard to 
the goods. In other states this is 
denied unless there is an intent 
to surrender the seller’s obliga- 
tions. 

“Under the common law as ex- 
panded in both of these classes of 
jurisdictions, great difficulties in 
determining questions of fact are 
inevitable. Subject to this require- 
ment (prompt notice) the buyer’s 
right against the seller is not de- 
stroyed by acceptance.” 


REFERENCES 


Reliable Construction Co. v. Life- 
time Industries, Inc., 188 FS. 
242, Ohio, October 10, 1960 

Marshall Milling Co. v. Hintz- 
Cameron Co., 194 N.W. 1772, 
Minnesota, July 13, 1923 

Uniform Sales Act, Sec. 49 

Reininger v. Eldon Mfg. Co., 250 
Pac. 2d 4, California, Novem- 
ber 17, 1952 

American Mfg. Co. v. U. S. Ship- 
ping Board Emergency Flect 
Corp., 7 Fed. 2d 565, New York, 
April 6, 1925 

Trimount Lumber Co. v. Mur- 
dough, 118 N.E. 280, Massachu- 
setts, January 11, 1918 ® enp 


“How much petty cash do you need?” 
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inside corners 





SHARP AS POSSIBLE 





KEYSTONE WIRE 


few Gq] does it! 


“Inside shoulders as sharp as possible,” read 
the specifications for this shoulder rivet used 
in an automobile door assembly. 

“Rockford” ® Screw Products Co., Rock- 
ford, Illinois, makes this part from Keystone 
Direct Drawn Heading Quality Wire. In three 
blows, original .488” diameter wire is extrud- 
ed to .379” diameter and severely upset to 1” 
diameter. The head is consistently formed 
without cracking while holding to head di- 
ameter tolerances of +.010”. 

This special part, now made exclusively 
from Keystone Wire, is the result of extensive 
wire study. The flowability of this Keystone 
Wire allows the metal to completely fill the 
closed dies and achieve these sharp inside 
corners. Correct chemical analysis and closely 
controlled finish add to the successful cold 
heading of this shoulder rivet. 

Our trained metallurgists and technicians 
are available to help solve your wire prob- 
lems. Send us your specifications and we shall 
recommend the best steel analysis for you. 


Keystone Steel & Wire Company, Peoria, Illinois 





RELIABLE... 
and QUICK! 


CONOVER-MAST PURCHASING DIRECTORY provides you with reli- 
able supply sources, quickly. Many manufacturers list their local 
distributor or branch offices. C-MPD’s yearly check of telephone 
numbers means accurate listings. 


You solve supply problems reliably and quickly when you use 
C-MPD. 


Conover-Mast 
Purchasing Directory 


205 East 42nd Street MUrray Hill 9-3250 e New York 17, N. Y., 
150 





CGAY LORD helps you find 
hidden packaging costs 


The packaging costs you don’t see do hurt your profit 
picture. Eliminate them. 


Call in your nearby Gaylord Man. His sharp eye can 
detect unnecessary packaging expenses. His up-to- 
date container knowledge can help you make hay— 
and keep it. 


And you don’t have to needle him. A phone call is 
all it takes. Make it today. 


GC CROWN ZELLERBACH CORPORATION (77) corso“ 


GAYLORD CONTAINER DIVISION i ang anptabtaaeege apn 


PLANTS COAST T oOast 
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RADIATION 


CONTROL 


* instrumentation is based on the radiation of gamma rays 
from a source unit containing radium-226 or cesium-137. Source units are 
effectively shielded by housings cast in Meehanite by Hamilton Foundry. 
The density, and soundness of Meehanite castings provide the positive 
protection essential for safe and reliable instrumentation. 

When buying castings, the skill and integrity of Hamilton Foundry is your 
best insurance that specifications—and delivery schedules—will be met. 


*AccuRay is the registered trade mark of Industrial Nucleonics Corporation 


a 
GRAY IRON * ALLOYED IRON * MEEHANITE™ » DUCTILE (NODULAR) IRON © NI-RESIST © DUCTILE NI-RESIST © NI-HARD 


1551 LINCOLN AVENUE * HAMILTON, OHIO * TWinbrook 5-7491 
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Kinds of Bosses 
(Continued from page 83) 


® are specific about the reason 
for praise; 

® are sincere 

@ don’t overdo praise but reserve 
it for really good work. 

On the other hand, reprimand- 
ing a subordinate is probably the 
most disagreeable part of any 
manager’s job. Yet, although 
never pleasant, a reprimand that 
is handled properly can be effec- 
tive without incurring resent- 
ment. A reprimand should be 
timed properly—as close as pos- 
sible to its cause. Privacy is es- 
sential. To reprimand in the pres- 
ence of others is unwise and may 
cause loss of face and morale 
problems later. 

Begin the reprimand with a 
question, but do not accuse. Take 
nothing for granted. Give the man 
a chance to tell his story. Listen! 
Attentive, patient, open-minded 
listening, free from self-conscious- 
ness and condescension is the 
greatest single factor in successful 
handling of reprimands. Give con- 
structive criticism and be as spe- 
cific as possible. 

Do not reprimand when you 
are in temper or in anger. Do not 
get maneuvered into an argu- 
ment. Avoid sarcasm and nagging. 
Keep to the issues. Remember the 
purpose of the reprimand is to 
right a wrong. A good supervisor 
does not want to compound the 
wrong by creating resentment 
against him, the company or the 
department. Always emphasize 
the what rather than the who. 
Base the reprimand on criticism 
of the action that was wrong 
rather than the man who did it. 

If a purchasing manager were 
running his department alone, he 
could devote all his time, effort 
and energy to purchasing activi- 
ties, but once he has other people 
in his department, he is required 
to spend more and more time in 
supervision. His success no longer 
is based solely on his technical 
skills, but on his leadership abil- 
ity. 
Good leadership can be learned 
and built. It will result in greater 
efficiency and produce a smooth- 
er, happier, more cooperative re- 
lationship with the people on 
whom you depend. END 
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BUILD A BETTER PRODUCT WITH 
STRIPPIT SUPER 30 FABRICATOR 


A" multi-purpose, single station sheet 

metalworking machine, the STRIPPIT Super 
30 Fabricator punches round and shaped holes in 
workpieces up to 60” wide...any length. Will also 
punch close-centered hole clusters in any material 
up to 4" thick... nibbles straight or contour lines 
in 4" material...notches 90° corners, radii and spe- 
cial edge notches to meet most production require- 
ments in material up to %” thick. 








B® savings in time are standard! Change tools 
in seconds! STRIPPIT’s Swing-Shift Punch 
Holders permit you to change punches from either 
right or left. One size punch and die can be substi- 
tuted for another in 20 seconds. Workpieces can be 
positioned rapidly for precise hole location thanks 
to STRIPPIT’S Micrometric Back and End Gaging 
System. Set dimensions directly to thousandths. 




















" egaieny the STRIPPIT Super 30 Fabricator to an 
efficient medium run production unit simply 
by adding our Duplicator attachment. Another use- 
ful accessory is our Dupl-O-Scope, a high quality 
optical instrument designed specifically for trans- 
lating blueprints, drawings, negatives, layouts or 
sample parts into accurate templates or “one-of- 
a-kind” finished pieces. 








| i ow hesitate to call your STRIPPIT Tool & 
Methods Engineer. He can arrange a demon- 
stration at your plant that will show you ways to 
cut costs with the STRIPPIT Super 30 Fabricator 
or other STRIPPIT machines and systems. Write 
for Catalog 308. 








waces STRIPPIT inc. xf 


229 Buell Road = Akron, New York al 





In Canada: Strippit Tool & Machine Company, Brampton, Ontario; In Continental 
Europe: Raskin, S. A., Lausanne, Switzerland; In the British Isles: Kearney & 
Trecker—C.V A Ltd., Hove, Sussex England 
For More Facts Write No. 255 on Information Card—Last Page 
Juty 17, 1961 





EPOXY PLASTICS 


for tooling, pattern making 
and fixtures 


REN epoxy plastic materials for tooling, fixtures, 
master model and pattern making can save up to 
50% in man-hours and material costs. REN prod- 
ucts offer constant batch-to-batch uniformity and 
high quality . . . in a wide range of formulations 
to fit application requirements exactly. 


REN-Wood { 
A highly uniform, dimensional- ~ 
ly stable, completely carvable: 

plastic material for mas 
model and pattern making. Sav-~ 
ings result from 100% usability > 
and defect-free composition. ~~ 


a 
¥ 


C66 
ae. 
At no obligation, send today for your subscription to REN’s 
bi-monthly publication, Tech-Ni-Tips/Tooling Digest. 


Dept. 60-6 
plastics, inc. 


lansing 9, michigan 
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THE KEY 10 YOUR 


SECURITY DESIGN PROBLEM 


If the equipment or product you are designing 
should have a lock, it should have the unique 
Chicago ACE® Lock. The above key fits the cir- 
cular keyway of an ACE lock and is as symbolic 
of maximum security as it is different from con- 
ventional keys. 

Because of the intricate tumbler combinations 
possible in a Chicago ACE Lock, you can specify 
your own registered, unduplicated key cut with 
duplicate keys available from the factory only. 

To learn more about the 
advantages of ACE and the 
complete line of Chicago 
Locks, write for a copy of 
our catalog and bulletins. 





) CHICAGO LOCK CO. 


2 North Racine Avenue - Chicago 14, Illinois 
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BUSINESS IN MOTION 





Te er Colleagues on —Movviiailitiiai yaa 


The rapid development of the modern submersible 
water pump has resulted in the development of new 
applications for old metals. 

Recently one of Revere’s Technical Advisors was 
called in by a prominent manufacturer of this type 
pump for consultation regarding the diffuser casing 
which is a working part located in the interior of 
their pump used in deep and 
shailow wells. It was made of a 
ferrous metal and, while it func- 
tioned satisfactorily as a part, it 
proved difficult to fabricate. In 
addition, tool life was alarm- 
ingly short. After studying the 
problem in cooperation with 
the manufacturer’s engineers, 
and consulting with the Revere Mills, Revere 
cartridge brass strip of a certain temper was 
recommended. 

Samples were submitted, and after extensive tests 
approved for the part. The customer has found that 
not only does the diffuser casing, made of Revere 


Brass, perform well in the pump, but it also has 


superior drawing properties, is more easily worked, 

and tool life has been substantially increased. 

This meticulous attention to “fitting the metal to 

the job” also resulted in this manufacturer’s speci- 

fying Revere seamless leaded brass tubing for the 

upper body shell of its submersible pumps. Here the 

application called for extremely close straightness 

and roundness control which 

meant special attention to detail 

on the part of the Revere Mills. 

You have just read of two 

more examples of the vital im- 

portance of selecting the metal 

that is not only satisfactory from 

a functional standpoint but one 

that is equally satisfactory from 

a production standpoint. For, what may be saved on 

one hand can very well be lost on the other, if the 

metal is not properly balanced to fit the conditions 
met, both in use and in fabrication. 

It is only by taking your supplier into your con- 

fidence that you can ultimately produce the best 


possible product at the least possible cost. 


REVERE COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 


Executive Offices: 230 Park Avenue, New York 17, N. Y. 
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Employment Service 








BU YER-TRAFFIC 
MANAGER 
Michigan manufacturer of in- 
dustrial air conditioning 
equipment has a position 
available for an executive ex- 
perienced in the field of buy- 
ing and traffic. Candidates 
should possess a strong man- 
agement background in the 
areas of hardware, detail 
parts, subassemblies and as- 
semblies procurement as well 
as the complete traffic func- 
tion including classifications, 
claims, etc., dealing with in- 
dustrial equipment shipments 
by rail and truck. Knowledge 
of industrial fans, blowers, 
compressors, heat exchangers 
and dust collectors would be 
an asset. Submit complete 
resume in full confidence to: 

Box No. 502. 











Experience: Two years in sales, two in 
purchasing for major valve manufactur- 
ing company. Primary specialty is 
buying grey iron and malleable iron 
castings. Dollar volume $1,500,000. Also 
buy plating and machine tools. 
Education: BS. in business manage- 
ment—minor in accounting. 

Will relocate. 


Write: Box 33 


Experience: 11 years comprehensive 
purchasing and contract administration 
experience background. Qualified by 
highly successful programs in value 
analysis, cost reduction, job-contract- 
ing, production control. 

Education: Business college and spe- 
cialized service schools. Seminars rela- 
tive to purchasing and management 
procedures. 

Will relocate. 


Write: Box 53 


Experience: A year and a half experi- 
ence as production scheduler. Current- 
ly P.A. in divisional plant—3 years 
experience. Purchase wide variety of 
items; raw materials, components for 
resale, castings, MRO supplies, pack- 
aging materials. 
Education: B.S. 
MBA. 


Will relocate. Prefer West or South- 
west. 


Write: Box 45 


Industrial Relations. 
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Experience: 20 years diversified ex- 
perience with large corporation in pro- 
curement & management as buyer, P.A., 
supt. of purch. Specialized knowledge 
in progressive procurement & scientific 
inventory control. Proven record of 
cost savings. Extensive knowlede of 
contracts, EOQ, value analysis, pur- 
chasing under CPFF contracts & sup- 
pliers. Purchasing executive chem. & 
pharm. background. 

Education: B.S., Ohio State University, 
1937, summa cum laude. 

Will relocate. 


Write: Box 41 


Experience: Ten years experience as 
purchasing manager and materials man- 
ager for metal working firms. Have 
set up departments, trained and super- 
vised buyers. Established purchasing 
methods and procedures. Able negoti- 
ator. Experienced in almost every phase 
of procurement. Purchased raw ma- 
terials and fabricated parts. 
Education: AB bus. adm. and econom- 
ics. MA industrial management. 

Will relocate, but prefer Mich. 

Write: Box 28 


Experience: Over five years as as- 
sistant P.A. Direct procurement of 
chemicals, textiles, MRO _ supplies, 
packaging supplies and all related 
functions. Responsible for raw ma- 
terial inventory control, multi-plant 
operation. 18 months as chief inven- 
tory control section base supply US 
Air Force. 

Education: BBA in management—one 
year graduate school plus university 
purchasing courses. 

Will relocate, but prefer Mass., R. I. 
area. 


Write: Box 29 





HOW TO APPLY 


There is no charge for this 
service, which is available 
both to purchasing personnel 
seeking employment and to 
employers requiring replace- 
ments or additions to their 
purchasing depts. Please spec- 
ify the form you want—em- 
ployer or applicant. Address 
all correspondence (requests 
for forms, and answers to ad- 
vertisements) to Box No., 
Employment Service, Purch- 
asing Magazine, 205 East 
42nd St., New York 16. 














PURCHASING AGENT 


Medium size Catholic Hospi- 
tal. Interested im young, ag- 
gressive purchasing agent. 
Familiar with institutional 
purchasing. If you feel you 
can qualify, send a complete 
resume and photograph. Sal- 
ary depends on basic experi- 
ence and ability. Write Box 
501. 











Experience: Four years experience in 
buying raw materials, covering all types 
of castings, steel, electrical supplies, 
motors, fabrications, sub-contract ma- 
chine parts, office supplies, and items 
for packing and shipping. Experience 
in vendor contact, cost reduction and 
value analysis. Have nine years experi- 
ence in tool and die, salesman and 
engineering background. Resume fur- 
nished on request. 

Education: One year college, one year 
machine design, one year industrial 
purchasing. 

Will relocate. 


Write: Box 34 


Experience: Nine years in purchasing 
of printing, paper, film, plates, repros, 
photography, comprehensive and fin- 
ished artwork, and media etc. Six years 
for printing company and three years 
for advertising agency. Also 242 years 
as printing salesman. With many clients 
assisted in planning advertising cam- 
paigns, producing literature, develop- 
ing advertising budgets and programs. 
Seek a P.A. position, where printing 
and advertising background is needed. 
Education: B.S. in Printing Engineer- 
ing from California State Polytechnic 
College. Languages: Italian and Span- 
ish. 

Will relocate. California area only. 
Write: Box 42 


Experience: Twenty-five years with one 
company. P. A. and production control 
supervisor for plant manufacturing di- 
versified line of electro-mechanical food 
machinery and armaments including 
marine fabrication. Familiar with all 
materials used for such manufacture, to 
both commercial and Government 
specifications. Also experience in ex- 
pediting, traffic and inventory audit- 
ing. 

Education: Three years college (eve- 
nings), business management and pur- 
chasing and inventory control. Exten- 
sion courses in industrial procurement, 
packaging for Government contracts, 
production planning and control. 
Write: Box 35 
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Under A-L Quality Control From Melt to Machinin 


For strong, tough hammered shapes— discs, rings, blocks, 


sleeves, hubs, collared and shouldered shafts—that give 
you the most in effective performance, look to Allegheny 
Ludlum's Forging and Casting Division. Whatever your 
job requires . . . high resistance to shock or to sudden 


temperature changes a special alloy stainless... 
A-L has both the equipment 


and billet stocks to give you top service and quick delivery. 


or a general purpose steel 


Extensive billet stocks enable A-L to save valuable time 
in processing your orders. Billet stocks include 68 grades 
of A-L tool steels, 50 grades of Allegheny Stainless, A-L 
high temperature alloys, and 20 grades of SAE steels. 
Over 2% million pounds in stock. And billet stocks can 
be renewed quickly by shipment from stocks in other 
Allegheny Ludlum plants. 


In addition to providing an extensive billet stock, A-L 
can help you out of tough spots in other ways. To save 
you time in emergencies, they'll often forge round, 
or rectangular bars up to 120 inches long. And when you 


hex, 


need just a few pieces or can't wait for the sinking of drop 
forging dies, A-L hammer craftsmen are often able to turn 
out your special shapes that resemble drop forgings 

For more information on the characteristics and size 
range of A-L forgings, refer to FC4, a 28-page technical 
discussion of A-L’s Forging and Casting Division. It also 
includes information on Cast-To-Shape tool steels and 
Composite Die sections. Ask your A-L salesman for a 
copy, or write: Forging and Casting Division, Allegheny 
Ludlum Steel Corporation, Ferndale, Detroit 20, 


Michigan. Address Dept. P-7. 


NY LUDLUM 
CASTING DIVISION 
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FOR SAFETY YOU CAN SEE 
REMEMBER THE W FOR 
VISIBLE BLADES 


e The men who pull the switches will tell you what 

can happen when a switch, believed to be open 
—isn’t. A lot of things can happen—and every one 
of them is bad. Personnel safety is in jeopardy. 
Motors can single-phase. Machinery and work can 
be damaged. Down-time can skyrocket. 

Doesn't it make sense to insist on Visible Blade 
construction which gives you a road block against 
any of those possibilities? Doesn't it make equally 
good sense to insist on the safety switch which gives 
you that construction — plus a lot of other perform- 
ance advantages? Evidently it does, because 
Square D switches have never been out of first 
place in more than 50 years! 

They cost no more... why settle for less? 








Square D Company, Mercer Road, Lexington, Kentucky 


Extra a Safety with Square D § — Design 


ve ‘oo f eee DOWN 
Boy) FS A IT’S OFF! 





Handle is integral part of switch, not cover. When door 
is opened, handle remains attached to switch. Eliminates 
hazard of false handle indication or defeat of padlock 
provision. When it’s padlocked, it’s locked! 


SQUARE JT] COMPANY 


wherever electricity is distributed and controlled 
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“Made OF Stainless Steel 
... Made BY Jenkins’ 


And the “BY” is the most important word in that Spec! 


Let’s talk sense about stainless steel valves which impel more and more buyers to specify “BY 


The material, the metal itself, is pretty much a cut-and- Jenkins,” along with the specification for a particular alloy. 
dried matter of specifications — selecting the right metal 
for a particular application. After all, the same alloys are 
availabie to all valve manufacturers! 


At Jenkins every operation, every process, every test, every 
worker — all combine to fulfill the traditional (almost 
100 years old!) standard of Jenkins quality — the very 
But — highest, the standard of quality for valves. 
Just as is the case with iron or bronze valves, the basic and SEND FOR CATALOG 59-SS of Jenkins Stainless Steel 
essential difference is in the way valves are made. Perfec- Valves in types and alloys to fill 99 out of 100 applica- 
tion of castings ve precision machining ... sound design en requirements. oo Jenkins way to give you 
- painstaking inspection and testing — the longest, most dependable valve performance money 
These are the really meaningful, the sense-making factors can buy. Jenkins Bros., 100 Park Ave.. New York 17. 


VALVES 


Available — and Promptly — frOny 87 *-TTVaielks te Ir Clee ale da 
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